No. 832 
Patent 
Pending 








The "Charm" 


As dainty and 
appealing as a 
piece of jewelry. 
Made of cast 
brass, with Yel- 
low Plastic 
Sleeve. 


“long-grip™ 
Coupling 
Wrought brass 
body, steel fin- 
gers, with Plastic 
Nut in 3 lustrous 


colors. 


No. 830 
Patent Pending 


Plastic Coupling 
Brilliant dark green 
Plastic, ideal for new 

colored hose. 


No. 815 
Patent 
"Tulip" Pending 


Sprinkler 
No. 156 


Plastic head in 
6 assorted colors. 


Now Sherman uses Plastic—today’s won- 


der material, to create new Lawn Hose 
Goods of amazing color and salability. 
The substitution of these plastic materials 
will save many hundreds of thousands of 
pounds of brass which is badly needed for 
defense use. It is therefore good citizen- 
ship, as well as good business, to stock and 
promote these good looking plastic items. 
We make no claim that the Plastic goods 
are better than brass. We do feel they are 
completely adequate for the purpose in- 
tended. Write today for new catalog that 
shows them in full color! 


The Sherman 


HOSE NOZZLE 


Unique all-plastic nozzle of lus- 
trous wine red color that won't 
fade and can’t wear off. Won't 
rust, stain, or corrode. Ex- 
clusive leak-proof construction. 


Sj 


Battle Creek, Mich. 

















AS6EV Table Top Range 
with “‘Glass in Oven Door" 
Equipped with 5 Boss ‘“‘Top 


. . . Better Profits with the Boss Beauty line. 





Beauty and Convenience Features which “sell on sight’... 


Cooking Speed and Economy which Keep customers satisfied. 





Your Buying Guide 
THE HUENEFELD co. to Rigger Seles i ss hows of 


etter Profit 
CINCINNATI, OHIO etter Profits KEROSENE 





Please send catalog and details of Boss Profit ie in ' U ' L E D 


Proposition. 


RANGES 
STOVES 
HEATERS 











Don’t let sales slip away through gaps in 
ai your fence line! Pittsburgh dealers can turn practically every 
legitimate inquiry into a sale because they have access to the 

most complete line of fences in the country and the most out- 
standing quality on the market. Despite Defense restrictions, 
Pittsburgh Fences still offer, dollar for dollar, more true fence values 

. r than any others. Here’s why the Pittsburgh line rings the cash 
register regularly: 





— Pittsburgh Farm Fences, in Welded-Joint THE STREAMLINE 
———— Fence or Hinge-Joint styles, are available in a WELDED-JOINT oe 
oe purgn Farm range of sizes, gauges, and meshes to fill ——> 
pitis every fencing control need for more pro- 

ductive farming. Special analysis steel for 
fence purposes, and purest zinc available charged into gal- 
vanizing baths, contribute to quality that is not excelled 
by any. Available in 9, 11, 124% and 14% gauge weights; THE CONVENTIONAL 

20-Rod Rolls; 26” to 55" heights. Cattle, Sheep and other MINGE-JOINT 

special purpose Fences round out this complete line. i camaro 











Feature by feature, Pittsburgh Welded- 

: = ae Joint or ogy ye Poultry a ~ 
ry more value for the same money. Quality 

purgn Poul ry Fen equal to any on the market; range and de- 
tis ur sign mot exceeded anywhere. Line wire 
spacings are adequate for all sizes of fowls, starting with 

openings as small as 1” at the bottom graduated to 4" at 

the top; in some styles from 1%" at bottom to 5” or 6" at 

top. A wide selection of gauges includes Nos. 14, 14%, 

15%, and 17. Heights up to 72”. 


Often called “the most beautiful wire fence 

in America” Pittsburgh Double Scroll Top 

—2a Welded Lawn Fence is the leader of this 

h Lawn Fence ornamental fence line. Permanent welded 
pittsburs joints (no twisted strands of light weight 
wires) make these fences more durable. A 

variety of gauges; crimped pickets; 36”, 42”, 

48", height. Single Scroll Top Lawn Fence also available 

in these 3 heights. Also Plain Top Regular and Close 

Mesh Welded Lawn Fences to top off this imposing line. 


Close-Mesh Welded Fence Fabrics, in a 
5 iS range of 7 meshes, 5 gauges and 6 widths, 
—=s kabpric comprise the most complete line of these 
Pittsburgh fence Fa useful fabrics sanediehi: Welled construc- 
tion makes them smoother, stronger, non- 
raveling ...to meet the widest needs for home, farm, 
industrial and commercial purposes. Meshes from 1"x 1" 
to 2"x6"; gauges from 11 to 16; widths up to 72”. Sales 
possibilities limited only by the imagination! 


Pittsburgh Chain Link and Welded Industrial Fence complete this "Greatest Fence Line in America.” 


PITTSBURGH STEEL COMPANY 
1621 GRANT BUILDING PITTSBURGH, PA. 








DOWN GO PRIGE 


WE SURE DIDA 

JOB ON THE LAST 
GULETTE CUT 
PRICE SALE! 











REMEMBER WHEN 
PRICES GO BACK TO F9« 
JAN.26 DEALERS 
WITH UNSOLD STOCK 
ON HAND MAKE 


$2.42 PER CARTON ! 


7 Soe HOW You Make Extra Protits! 


YOUR COST PER CARTON YOUR PROFIT 


OF 100 BLADES $ (On Sale of 2 $ 
(2 THRIFTY-FIFTY PACKS 7 Thrifty-Fifty Packs) ] 
i anceiniiienedl 


EACH CONTAINING 5 (YOUR REGULAR PROFIT 
PKGS. OF 10s) PERCENTAGE MAINTAINED) 


YOUR SELLING PRICE 4 78 AT 39¢ PER PACKAGE s]1 2 
OF 10s YOU MAKE _ 
ae 


(1.89 PER PACK) 
PER CARTON 


WARNING ! NO TIME TO LOSE... 
LAST DAY OF SALE JAN. 26, 1942 


©) 


4 HARDWARE AGE 














» published every other Thursday by Chilton Co. (Ine. ). Entered as second-class matter, March 24, 1933, at the Post ; 
March 3, 1879. ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each, Vol. 148, No. 12 ° ‘ost Office at Philadelphia under the Act of 














ON GMLETI 










WITH FULL PROF/7 70 you! 











NATION-WIDE FOOTBALL AND BOXING 
BROADCASTS TO MAKE YOU 
REAL MONEY ON THIS DEAL 










DEC.5 
TO JAN. 26 
ONLY 





WORLD'S PRO-FOOTBALL 

CHAMPIONSHIP 
(Early December, MBS, 

Coast-to-Coast) 

DALLAS "COTTON BOWL" 
(January 1st, MBS, 
Coast-to-Coast) 

EAST-WEST "ALL-STAR GAME" 

(January Ist, MBS, 
Coast-to-Coast) 

MIAMI "ORANGE BOWL" 
(January Ist, CBS, 
Coast-to-Coast) 

NEW ORLEANS "SUGAR BOWL" 
(January Ist, NBC Blue, 
Coast-to-Coast) 

































LIGHT HEAVYWEIGHT 
CHAMPIONSHIP 
Preceding the Thrifty-Fifty Sale 
and building up to this event are 
the Tami Mauriello-Gus Lesne- 
vich, light heavyweight cham- 
pionship bout, November 14... 


MIDDLEWEIGHT CHAMPIONSHIP 


Billy Soose-Ken Overlin bout for 
the middleweight championship, 
November 21 and Tony Zale - 
Georgie Abrams overweight bout, 
November 28. 


BIG BOUTS COMING 


Other fights of even greater im- 
portance, all on the coast-to- 
coast network of the Mutual 
Broadcasting System, are yet to 
be announced for December and 
January. 













r lO GILLETTE 
~|) BLUE BLADES 


The Thrifty-Fifty Pack, cello- 
phane wrapped, contains five 
packages of 10s. Individual packs 
easily removed for single sales. 
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The Home Furnishings Industries of the Nation are 


Iu Crwiness 0 Stay 


OU'LL find vivid reassurance of this at the January 





International Home Furnishings Market at The Mer- 
chandise Mart, January 5 to 17. With amazing resource- 
fulness, 1,958 permanent, year-after-year exhibitors in 
the World's Biggest Buying Center—leaders in their re- 
spective fields—have re-designed merchandise, adapted 
new materials, revamped factory methods. They will 
place in your hands the new merchandise of 1942— 
merchandise profitably promotable and now available to 
meet the consumer demand. 


INTERNATIONAL 
HOME FURNISHINGS MARKET 
wr 3 to 1/ 


esr 


| 


THe MercuanpiseE Marr 


THE BUYING CAPITOL OF THE NATION + WELLS STREET AT THE RIVER 


CHICAGO 
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yr & 
A very merry Christmas 






from sales pacler wrth 
\ MASTER LOCK COMPANY M aster Padlocks 


LAMINATED - WROUGHT STEEL- DOUBLE CASE 








E DECEMBER 11, 1941 





EVER TRY TO CHANGE A WOMAN’S MIND? 


AYBE you're in for trouble if you 

try it. When she comes to you for 
some particular brand of merchandise, 
that’s the brand she expects to get. 
When she asks for Blank paint, instead 
of just “paint,”’ she usually has a good 
reason why. 

What is it? Well... 

Maybe she has used the same brand 
before, and liked it. (Take instruments, 
for example. American women have 
been asking for Taylor Instruments for 
nearly a hundred years. They still ask for 
them, because they still prefer them.) 

Or perhaps she has confidence in other 
products made by the same company. 
(So many women have, at some time 
or other, used and liked one of the 
many reliable instruments Taylor 
makes, it’s only natural that they ask 





No. 5908—Taylor Candy and Jelly Thermometer 
Binoc Tubing makes it easier to read.Scale 
resistant to fruit acids. Long-lasting, easy to 
keep clean. 1134” overall. Each in box with 
instructions, recipes. Each, $2.25* 





No. 5126-6 —Taylor indoor Wall Thermometer 

Magnifying scale, easy to read. Black 
figures and graduations clearly marked. Back 
finished in walnut, ivory, or natural colors. 
Attractive contrasting scale. Each in box. 
$1.10* cach. 


*Prices slightly higher west of Rockies and in Canada. 





x 


ee 
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for Taylor instruments by name.) 

There's another reason. Women like 
to buy things from a company that’s 
here to stay. (And we believe you re- 
tailers feel the same way. You prefer, 
like these loyal women, to deal with a 
company that is making every effort 
consistent with defense obligations to 
keep its regular customers supplied 
without favoritism. It would have been 
easy to dispose of stocks quickly, 
through new outlets hungry for mer- 
chandise...to have realized a quick 
profit and taken our salesmen off the 
road. Taylor hasn’t done that, doesn’t 
intend to. National advertising is still 
creating a demand for Taylor products, 
and explaining the possibility of delays 
in delivery. That’s because Taylor be- 
lieves you prefer it that way.) 


TAYLOR INSTRUMENT COMPANIES, Rochester, N.Y. 





No. 5928 — Taylor Bake Oven Thermometer No. 5936—Taylor Roast Meat Thermometer 
—Binoc Tubing, for easy reading in dim oven — Helps roast meats right, reduces shrinkage, 


light. Enameled scale with figures, gradua- saves fuel. Various degrees for different meats 
tions, baking termsin clear, contrasting black. indicated on ivory-color scale. Long-lasting. 
Ventilated, shielded bulb. 6”high. In recipe file 734” overall. Each in box. Complete with 
box with cards, recipes, instructions. $2.25* ea. skewer. $1.50* each. 





DISPLAY THESE 
INSTRUMENTS 


IN “Taylor’s 


HEALTH LINE 


—NOW! 


i 


indow Thermom- 
eter—Clear black figures against contrast- 
ing scale. Long-lasting, weather-resistant. 
One-piece bracket, easy to mount and adjust 
to correct reading angle. 8%” overall. Each 
in box. $1.10* each. 











Prices subject to change without notice 
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Make your Store a Headliner... 


with a modern Pittco Front 
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BUSINESS SLIPPING?! /ial you need isan up-to-the-minute Piiltco 
Front like this one in Hickory, N.C., that invites new customers 





and encourages regular visitors to buy more. Note effective use 
of PC Glass Blocks. Architect: Robert L. Clemmer 







oe something about the shining 
Pittco surfaces that gives shoppers a 
high opinion of your store — makes them 
decide it must be a good place to buy. You'll 
see a lot of new faces after you put up a new 
Pittco Front. And if the treatment they re- 
ceive when they're inside lives up to the 
promise of your Pittco Front, many of these 
faces will become familiar because you'll see 
them so often. 

On a thousand Main Streets alert mer- 
chants have modernized their stores with 


Pittco Fronts. The result has been increased 


patronage, an improved clientele and wider 
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ITTCO STORE FRONTS 


PITTSBURGH PLATE GLASS COMPANY J Same---------------------- Secelte 


"PITSBURGH stand fot Lnaltiy Glass and nial 


trading areas. Our new Store Front Book 
contains quotations from letters written us 
by merchants who have bettered their busi- 
ness with Pittco Fronts, together with pic- 
tures of the stores they write about. Send the 
coupon for this book today—it’s tree! 

When you build, we recommend that you 
see an architect to make sure of an economi- 
cal, well-planned job. Our experts will co- 
operate with him gladly in planning a Pittco 
Front to suit your needs. And if you wish, 
you can pay for your Pittco Front on the 
Pittsburgh Time-Payment Plan—just 20% 


down and the balance in monthly payments, 





Pittsburgh Plate Glass Company 
2355-1 Grant Bldg., Pittsburgh, Pa. 


illustrated booklet, “Pittco Store Fronts 
Their Influence on Retail Sales.” 
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Please send me, without obligation, your new, 


and 
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Fir TEEN years ago Norge entered the appliance 
market with the now famous Rollator Refrigerator and 
laid the foundation of a line that was destined to expand 
far beyond that beginning. 


In the years that followed, the growth of the Norge busi- 
ness was phenomenal. No refrigerator had ever before 
gained so much public acceptance so quickly, and, as 
Norge grew, so too, did the corps of independent dis- 
tributors and dealers handling the Norge product. 


Many of them found in Norge business a major or exclu- 
sive source of income and they prospered in proportion 
to their efforts in the good American way. 


The success of the Rollator Refrigerator and the loyalty 
of Norge owners, created, in time, a demand for related 
appliances and presently Norge distributors and dealers 
were able to offer a complete line of household appli- 
ances and commercial equipment, all bearing the Norge 


name. This line includes: 


Electric Refrigerators 
Electric Ranges 
Electric Washers 
Electric Water Coolers 
Electric Beverage Coolers 


Electric Commercial Refrigeration 


Gas Ranges for natural or manufactured gas 
Gas Ranges for bottled gas 
Gasoline Motor Washers 
Oil-burning Home Heaters 


In these ten items the people who represent Norge found 
a diversity of products that enabled them to expand their 
operations far beyond their original sphere and to open 
many doors to added sales. 


They could supply necessary appliances and equipment 
for homes, stores, offices, factories, clubs, hotels, etc. 
They could sell in town or country. Many prospects 
bought several appliances. Norge had the line. 


TODAY the diversity which has meant so much in the 
past means more than ever before, for, with quotas on 
each item necessarily curtailed, dealers must look to 
all items for the opportunity to maintain volume 


and revenues. 


Right now, our job as the ‘‘men behind the line for ’42’’ 
is to render you every possible cooperation in balancing 
your quotas of all the Norge products you handle to the 
end that you can satisfy as many customers as possible 
and in so doing, satisfy yourself that Norge is indeed 
“‘something solid to tie to’’—now and later. 


This cooperation we pledge to every Norge dealer. 


The Norge Sales Department 


NORGE DIVISION BORG-WARNER CORPORATION, 670 EAST WOODBRIDGE STREET, DETROIT, MICHIGAN 


See NORGE before you buy! 
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M. G, O’HARRA 
Vice-President in Charge of Sales 


' J. M. TENNEY : E. R. BRIDGE 
Sales Manager—Household Refrigeration Sales Manager—Washers 
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No. 27 





No. 29 All-Steel Latch 








No. 28 “‘Washburne” No. 320 
Sliding Door Latch Heavy-Duty Stay Roller No. 17 Barn Door Bumper 


Eye-appealing— 
practical as well! 


HERE is nothing deceptive about 

this hardware; it is good-looking 
and it is just as good as it looks. 
Appearance is important for the stimu- 
lation of buying interest; built-in quality 
is essential to attain real satisfaction. 


National 


Builders’ Hardware possesses both of 
these outstanding virtues—attractiveness 
from the standpoint of being modern in 
design and having protective finishes and 
the all-important feature of efficient per- 
formance in service. 


Consider the many years National prod- 

ucts have been on the market and the 

steady, healthy growth enjoyed by this ex- 
tensive line of hardware. 


Surely quality and honest 
value must have played 
a very important role in 
this march of progress. 











No. 14 No. 15 
Bar Holder Bar Holder 


















No. 18 Stay Roller 





No. 319 
Heavy-Duty Stay Roller 





No. 318 
Heavy-Duty Stay Roller 
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Ships for defense! 
Tanks for defense! 
Bolts and nuts for defense! 


WHICH COMES FIRST? 


Probably there is no single item made by American 
Industry more generally used in all defense products 
than bolts and nuts, rivets and other industrial threaded 
fastenings. A billion dollars worth of castings, forgings, 
stampings, engine parts, can be of no use to the 
defense program unless there is available a necessary 
supply of such fastenings. 

It is our problem to produce these vital products in 
record-breaking tonnage, so that no interruption may 
occur in the assembly of that vast array of materials 
required for the Arsenal of Defense. 

To that task we direct the full energies of the entire 
RB&W organization in our three strategically located 
plants. 


RUSSELL, BURDSALL & WARD 


BOLT AND NUT COMPANY Cap - 


ROCK FALLS ILL 



































MEGOTS ARE FORGED 
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BOLTS AND NUTS 
MUST NOT FAIL 












At left: Mesta 6000 ton pure 
hydraulic quick-acting forging 
press shown forging bright-bot 
sngots. 


Inset: Shows bright-bot ingot 
100° dia. being fed onto the 
platens of this monster Mesta 
Forging Press. 


NHEARD of national defense demands on American 
industry make it necessary to work on projects of vast 
dimensions, involving terrific shocks and strains. 

This 6000 ton quick-acting Mesta Hydraulic Press is forg- 
ing bright-hot ingots, 100" in diameter, for vital items in our 
national defense. No matter how sudden the shock, the bolts 
and nuts that help hold this gigantic forging monster in line 
must not strip, fracture, give way. They must hold tight to 
meet our emergency needs. 

RB&W bolts and nuts have been purchased for many years 
by Mesta Machine Co. for use in their heavy industrial equip- 
ment. Throughout all industries wherever precision, and 
strength must predominate, EMPIRE bolts and nuts are 
known and used. 

Since 1845 RB&W has pioneered in producing threaded 
fastenings of the highest quality, and today with demands 
constantly increasing to meet emergency production needs, 
RB&W has increased facilities and speeded production to 
render the same service for which this Company has been 
famous for nearly a century. 


(This is one of a series of advertisements devoted to 
products essential to national defense.) 


BOLTS: Carriage - Machine - Lag - Plow - Stove - Elevator - Step - 
Tap - Wheel & Rim - Battery - U-Bolts - Tire - Automotive - Drilled 
- Faced - Special: Heat Treated, etc. - NUTS: Cold Punched - Semi- 
Finished - Hot Pressed - Case Hardened - Slotted - Castle - Ma- 
chine Screw - Marsden Lock - Low Sulphur - RIVETS: Standard - 
Tinners’ - Coopers’ - Culvert - Clevis and Hinge Pins - SCREWS: 
Machine - Hanger - Sheet Metal - Phillips Recessed Head - 
WASHERS: Plate - Burrs - MATERIALS: Steels - Alloys - Brass - 
Bronze - Naval Brass - Everdur - Herculoy - and others - RODS: 
Stove - Seat - Ladder - PLATED PARTS: Cadmium - Zinc - 
Chromium - Nickel - Hot Galvanized - Copper - Tin - SPECIAL 
UPSET & PUNCHED PRODUCTS. 
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What your defense dollars buy 
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The TANK is to the Army what the 
tackle is to the forward line of a foot- 
ball team. It is the “break-through.” Head-on, it crashes timber, houses, enemy 
fortifications. Once it has opened the way, the attacking force follows for the “mop- 
ping up.” 

The Nazis, using these great steel pachyderms which they produce in vast quan- 
tities, have been able to break through every fortified line in 14 conquered countries. 

In America, the medium-sized tank is the popular size. A medium-size tank 
weighs 30 tons. To make it takes as much steel as would be used in 500 refrigera- 





tors, as much rubber as goes into 87 average automobile tires. 
The planning of a tank takes as great skill as a large-scale construction job. One 


recently converted automobile plant, faced with retooling for tank production, had to 
put 200 engineers to work in day and night shifts for one month, mapping out 
machinery requirements and plant layout. 
To match the mechanical might of aggressor nations today, America needs thou- 
sands of these tanks. They’re rolling off the assembly lines now. They cost real money. 
Every time you buy an $18.75 Defense Savings Bond or a 10¢ Defense Saving Stamp, | 


you give your country money enough to buy a vital part for another new tank. 





Buy DEFENSE SAVINGS 
BONDS and STAMPS 


AT ALL BANKS, POST OFFICES, AND SAVINGS AND LOAN ASSOCIATIONS 
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woRK FOR YOU / 


@ Make glass a “seller” instead of a “cellar” item in your store. Bring 














it up where sales are made. Give it a deserved place on your floor, on 






ASK YOUR counters, in windows. It’s easy with this colorful new window glass 
L°O°F DISTRIBUTOR = display that says “here it is” to your customers—holds 8 x 10, 10x 12 
FOR THIS and 12 x 14 sizes in handy slots, where customers can see them. Feature 
. NEW DISPLAY FOR Libbey-Owens-Ford Quality Glass, the glass that cuts easily and cleanly, 
YOUR STORE the glass that is easy to sell because it is nationally advertised. Libbey - 
e Owens: Ford Glass Company, Dept. HA1211, Nicholas Building, Toledo. 
LiBBEY- Owens - Forp 
1d Designed for Happiness 
oe 
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Santa « Says: 


“You Couldn't Give a More 
Practical Gift to 


* a Hardware Man , 
* Than—’’ | 


- 
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F you are planning to remember your up-and- 
coming young salesmen or your friends in the hard- 
ware trade with a Christmas gift and are wondering 
what useful remembrance to give—we have the solu- 











tion to your problem. 


Score a “‘ten-strike” this Christmas by giving the 


practical and useful Builders’ Hardware Text 
Book, “TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE.” Your friends 
will find it profitable reading—an invaluable 
reference work—and a lasting reminder of 
your thoughtfulness and interest in their 
future and success. 


Hundreds of sales to experienced builders’ hard- 
ware men as well as to beginners, stand as a testi- 
monial to the book’s value as a builders’ hardware 
reference work. 


Authored by Adon H. Brownell, a recognized 
authority on this subject and endorsed by the 
American Society of Architectural Hardware Con- 
sultants, it is the only book of its kind ever written 
for the hardware man. 


Special quantity discount prices are available. 
Take advantage of them today. Send us a list of 
the names and addresses attached to the coupon 
below and each book, wrapped as a gift, will be 
mailed to arrive a few days before Christmas. A 
suitable Christmas card, bearing your name as the 
donor, will accompany it. 


MAIL COUPON TODAY 
BN iN ae oN oe Lg op Nap iL 





HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 








SOME OF THE FEATURES WHICH 
* MAKE THIS BOOK A USEFUL GIFT * 


How to bring prospects into your store. 
How to cash in on replacement and follow-up items. 
Specific information on equipping public buildings. 
Nine comparative charts which show how to match differ- 
ent items of leading manufacturers. 
A 38-inch pull-out chart comparing 61 Builders’ Hardware 
manufacturers’ finishes with U. S. Standard Symbols. 
A working blue print, size 25 x I1'/ inches, with which to 
work throughout the course, and a glossary of 300 tech- 
nical builders’ hardware terms. 
Over 600 illustrations, charts and diagrams. 
220 pages—size 8/2 x I1'—cloth bound to withstand 
hard usage. 

* 


SPECIAL QUANTITY DISCOUNT PRICES 


Single Copies — $3 
10— 24 Copies — $2.70 each 
25 — 49 Copies — $2.55 each 
50 — 99 Copies — $2.25 each 
100 or more Copies — $2.00 each 
Canadian and Foreign Countries — $3.50 





Please send ........ copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE" to the attached list of 
names at special quantity discount prices. Also send Christmas card bearing my name as donor. 


() Attached is my check 
[] Send me invoice 
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REPUBLIC STEEL 
PRODUCTS FOR THE 
HARDWARE TRADE 


Steel, Copper-Bearing Steel 
and Rust-Resisting *Toncan 
Iron Pipe, Sheets and Roofing 





Wire Fencing, Poultry Netting, 
Barbed Wire and Bale Ties 





Steel Fence Posts and Gates 





Wire Nails, Spikes and Staples 


Upson Quality Headed and 
Threaded Products 


#Reg. U. S. Pat. Off. 
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Check your bolt and nut requirements for 42—Check 
the savings in Republic Upson Distributor Service 


ad Give your Upson jobber a break in 1942. Take your bolt and nut 


stock inventory now. 


Show him your requirements and he'll arrange to carry all the items you'll 
need — ready to deliver at a moment’s notice. He’ll save you money by reduc- 
ing excessively large stocks, by conserving your working capital, by cutting 
insurance costs. With more than 20,000 headed and threaded products in 
the Upson line and with your Upson jobber ready to carry all the items you'll 
need, there’s no reason for you to lose a single bolt or nut sale—every reason 


to make each one more profitable. 


Get those inventory figures now. Then check with your Republic Upson 
jobber. He’s ready and able to help you make more money in 1942. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division: Cleveland, Ohio and Gadsden, Alabama 


Berger Manufacturing Division ¢ Culvert Division ¢ Niles Steel Products Division 
Steel and Tubes Division * Union Drawn Steel Division ¢ Truscon Steel Company 








REPUBLIC Qsox Quali 
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AND THREADED PRODUCTS 
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: = MILLIons of Nicholson Files are pouring 
% a into our defense industries—and into the 

_ mechanical and repair branches of the Army, 
Navy and Air Forces themselves. Vast numbers of 
mechanics are discovering that better work and greater 
earnings are definitely possible with files of accurate 
cut and uniformly high quality. 

Naturally, they’ll prefer the same files when they 
return to civilian industry or go to buy files for private 
use—at home, on the farm, in their own shops or 
garages. Their personal preferences will influence 
friends, neighbors, patrons. ‘“‘Nicholson” will be a 
still greater synonym for good value in files—a still 
stronger brand name toward easier hardware sales. 

Now is the time for the hardware man to “ride 
along” on this wave of Nicholson File popularity! 
. . « by becoming Nicholson File headquarters in 
his community, and being firmly entrenched in that 
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position when “‘the American way of life” goes back 
to normal. 

Meanwhile, Nicholson advertising is steadfastly 
on the job strengthening the hand of the dealer who 
builds for the future—while profiting today as well. 


NICHOLSON FILE CO., Providence, R.1., U.S. A. 


(Also Canadian Plant, Port Hope, Ont.) 





MECHANICS AND FARMERS need 
Nicholson Flat Files (double-cut) for 
fast metal removal on rough work. 
Bastard, Second and Smooth are pop- 
ular cuts; 6”,8” and 12”, popular sizes. 


LOGGERS, SAW-MILLERS, MACHINISTS, 
FARMERS find none better than the 
Nicholson Mill Files (single-cut) for 
cross-cut saws, edged-tool sharpening, 
general finish filing. 

CARPENTERS, LUMBERMEN, MECHANICS 
get well-sharpened hand-saws with 
Nicholson Slim Taper and Extra Slim 
Taper Files (triangular). Mighty use- 
ful for many other purposes too! 5”, 
512", 6” and 7” sizes. 

Get in touch with your hardware jobber 
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refill your 
American Chain Sales-Maker 


Here’s the most eloquent, silent salesman you ever 
had for any chains. Works full-time the store’s open. 
The SALEsS-MAKER sells the American Chain you 
have on hand now, and the chain you may 
have in stock that’s been covered up and over- 
looked. Get it out— 


sell it “right off the reel” 


The Sales-Maker occupies little floor space. It 
interferes with no other display. It keeps 7 popular 
styles and sizes of chain where your customers can 
inspect them. 

Chain is interesting when it’s out where it can be , 
seen. That’s why the Sales-Maker takes many an 
order unaided except for cutting off the length 
needed and ringing up the transaction on the cash 
register. 

More American Chain Sales-Makers are working 
for hardware dealers today than any other chain 
display we know of. Get yours at once. If you have 
one keep it working. You'll find it pays. 


Sell “AMERICAN” when you sell chain 


AMERICAN CHAIN DIVISION «+ YORK, PA. 
In Business for Your Safety 







AMERICAN CHAIN & CABLE COMPANY, Inc. 


ESSENTIAL PRODUCTS . .. AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable fron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
y ) READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Building Outlook: — 


The dollar volume of construc- 
tion in 1942 is likely to be greater 
than that of any post-depression 
year except 1941, according to a 
current statement by F. W. Dodge 
Corporation. Estimating that the 
recorded total of contracts in the 
37 eastern states will approximate 
$6,130,000,000 during the current 
calendar year, Dodge anticipates 
a 1942 total of $4,185,000,000 or 
better. This 1942 estimated total, 
if attained, will exceed that of the 
year 1940 by a fair margin. The 
1942 estimates do not include any 
figure for an enlarged army can- 
tonment program, although the 
statement explained that such a 
program might be launched at al- 
most any date. Since the Dodge 
estimates were compiled, a new 


army appropriation bill, including 
a large item for cantonments, was 
introduced in Congress. Estimated 
declines from 1941 of 22 per cent 
in dollar volume of non-residen- 
tial building, of 40 per cent de- 
cline in dollar volume of residen- 
tial building, and of 36 per cent 
in heavy construction investment, 
result in an over-all estimated dol- 
lar volume decline of 32 per cent. 
While the residential building 
decline in dollar volume is esti- 
mated at 40 per cent, the decline 
in family dwelling units is esti- 
mated at only 27 per cent. Resi- 


dential building in 1942 may be . 


expected to consist almost entirely 
of low-priced units. The Dodge 
estimates, as explained in the 
statement, indicate somewhat more 
serious declines than the estimates 


that have been issued by OPM, 


and may, with a fair degree of 
safety, be taken as minimum fig- 
ures for next year’s anticipated 
activity. 


Builders’ 


Hardware:— 


Having found Dodge forecasts 
both conservative and accurate 
over a period of years, many hard- 
ware men will be especially con- 
cerned at the prediction of a 40 
per cent decline in dollar volume 
for residential building—for that 
is the kind of building that makes 
business for hardware stores. It 
is from residential building oper- 
ations that the majority of our 
readers enjoy builders’ hardware, 
paint, nail, and other building 
supply sales and the prospect of 
continued business when the new 
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homes are occupied. Another ad- 
verse factor is the trend toward 
low-priced homes which means 
less money for hardware, paints. 
etc. As hardware is the last item 
on the new home, it is often at 
this point that the contractor and 
architect make their final effort at 
cutting costs. All leeway for 
“extras” has been used up by the 
plumber and electrician and the 
disposition is to cut the corners 
on the hardware selected. As a 
result, cheap hardware is bought 
unless the hardware man puts up 
a fight and does a selling job. All 
of these handicaps are present 
under normal circumstances and 
will be even more of a problem 
with residential building restricted 
very largely to cheaper homes. 


- eee ° 
Simplification and 

. . 
Conservation:— 

A further basis for concern is 
the government’s insistence that 
metals be conserved and _ that 
builders’ hardware lines be sim- 
plified, eliminating as far as pos- 
sible the use of non-ferrous metals 
(copper, bronze and brass). The 
builders’ hardware manufacturers 
have been cooperating with OPM 
in the formation of a program 
that will conserve metal without 
completely disrupting the industry. 
Toward this end, several confer- 
ences have been held and a tenta- 
tive schedule of simplification is 
under way at the present time. It 
is our understanding that both 
producers and distributors may 
continue to sell all fabricated items 
made of these “critical list” ma- 
terials and that manufacturers 
may complete partially fabricated 
goods. But when the present avail- 
able supply of hardware is ex- 
hausted, replacements will be pos- 
sible for a very limited variety of 
patterns, sizes and finishes. Some 
exceptions are expected for coastal 
areas where salt air conditions re- 
quire copper, bronze and _ brass, 
but even there minimum standards 
are likely to prevail. 


Plating 


Yv 
Standards:— 

A major phase of the builders’ 
hardware industry’s program for 
conserving non-ferrous metals is 
premised on copper plating over 
steel in place of solid copper, 
bronze or brass. This plan would 
conserve an estimated 95 per cent 
or more of the copper used by the 
industry and should have OPM 
approval. There is, however, some 
difference of opinion, throughout 
the industry, as to the process of 
plating which should be employed. 
The committee’s present recom- 
mendation is for phosphate-plat- 
ing, whereas it seems fair to state 
that the majority of existing plat- 
ing equipment in the industry 
utilizes the electro-plating process 
which requires an extremely lim- 
ited amount of copper—an amount 
too insignificant to interfere with 
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defense requirements. To convert 
electro - plating equipment into 
phosphate-plating equipment 
might prove a genuine hardship 
on the industry and cause delays, 
curtailed production, a needless 
investment, unemployment and the 
necessity for erecting new build- 
ings to house the equipment. Also 
there is some reason to believe 
that there might be a shortage of 
phosphate. 


Christmas Gift 
Sales:— 


Early indications point to a 
tremendous Christmas gift sales 
volume throughout the country. 
During the last two or three shop- 
ping days before December 25, it 
is likely that many shortages will 
develop for goods which cannot 
be easily replaced for some time 
due to the fact that defense re- 
quirements have taken all of the 
available raw materials involved 
in their manufacture. At the same 
time, as was the case a year ago, 
the defense program has also in- 
creased buying power in a great 
many areas, making possible the 
money with which to purchase a 
greater quantity of gift goods. 
Therein you have the plus and 
minus effects of the defense pro- 
gram so far as the hardware trade 
is concerned—it builds up greater 
buying power and demand for the 
very goods it makes scarce. The 
best Christmas gift that Ameri- 
can business could receive would 
be some assurance that defense 
requirement buying may be put 
in balance so that non-defense or 
civilian economy may survive and 
be in position to provide taxes 
for financing the defense. 


Merry Christmas! :— 


To all hardware folks and their 
families, the entire staff of HArp- 
WARE AGE extends best wishes for 
the merriest of Christmas _holi- 
days and the hope that the New 
Year will be a happy one, with 
good health and prosperity for all. 
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Where trustworthy tools are vital 








WO FORRES 


PALE®D — 


It's one thing to build the machines, and the things 
that the machines make, but it’s another thing to 
get these goods where they’re needed. That's 
where the railroads come in. And ‘the record shows 
that American railroads are doing a magnificent job 
in the Nation’s emergency. Today, they are in the 
midst of a tremendous building campaign. When 
America wants to “deliver the goods,” there will 
be rolling stock ready to do it. Like every other 
industry, the railroads use Crescent Tools to speed 
their work. 


Crescent Tools include adjustable wrenches, pliers 
of all types, hacksaws, snips, screwdrivers, etc., etc. 
They are sold under the “Crescent” and “Crestoloy” 
trade names by hardware dealers and industrial 
distributors everywhere. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


CRESCENT TOOLS 
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RETAILING UNDER | 


In Six Parts—Part 2 





JOHN T. BARTLETT 


C,., credit prescrip- 


tion, as 194] draws to a close and 
national defense economy emerges, 
can be summarized in brief sen- 
tences. 

Put on a collection campaign. 
In farming communities and in- 
dustrial towns, consumer income 
is running high. Plan a syste- 
matic drive. Get out your bad 
debt lists and check each name for 
present address and income status. 
Schedule all current delinquents. 
Organize a collection squad within 
your store—or hire a professional 
collector, full-time, for 
weeks. 

You'll collect charge-offs which 
yesterday weren't worth a dime on 
the dollar. You'll bring down to 
date a lot of chronic slow-payers. 
Doing these things, you will not 
only avoid the trend to careless 
credit which a business upsurge 
always brings—you will strengthen 
your capital position, buttress 
yourself against an uncertain 
future. Today’s collection oppor- 


several 
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National Defense 
and Credit Control 


By JOHN T. BARTLETT 


Business Research Specialist 


tunity is the kind that comes once 
in a generation—perhaps not then. 
Seize it! 

The Niagara of defense expen- 
ditures qualified for credit many 
consumers who have not been en- 
titled to it for years. A general 
increase in hardware charge ac- 
counts is reported to me from 
many states. Using credit skilfully 
to build sales is good business; I 
have advised such a policy repéat- 


edly. The charge account and the 
instalment contract are two of the 
greatest sales promotion aids ever 
devised. 


The Greater Danger 


Right now, there is less danger 
that hardware merchants will fail 
to see the promotion opportunity 
than that, becoming infected with 
over-optimism, they will be in- 





“Schedule all current delinquents. Organize 
a collection squad within your own store.” 


HARDWARE AGE 
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efficient in opening and handling 
accounts. 

There is plenty of business to 
be had; it isn’t necessary to sell 
marginal credit risks. A merchant 
can afford to be more choosey than 
usual, and he should be. His use 
of the credit bureau should be 
constant. 

National defense means, for one 
thing, that movement of workers 
from one center to another speeds 
up. Skip danger rises. And pro- 
tection given draftees requires that 
merchants check closely into pos- 
sible service angles. So far, draft- 
law moratoriums have caused very 
little loss to hardware merchants. 

Simply to know that an appli- 
cant is earning high wages is not 
enough. During industrial booms, 
over-buying becomes a common 
disease. : 

Getting a telephone report on a 
mechanic earning $165.00 a month 
a western hardware store was told 
by the bureau, very briefly, “No 
basis for credit.” That report 
seemed to the manager ridiculous 
—the sale contemplated was only 
$100.00, payable $8.00 a month. 

He called back the bureau, de- 
manded an explanation. He got 
it, in detail. The mechanic had 
loan company, automobile, elec- 
tric shop, radio and rent obliga- 
tions counting to $130.00 a month 
—leaving $35.00 with which to 
feed and clothe a family of four, 
and buy gas and oil. 


Constant Inspection 


Accounts opened on the basis of 
new earning power require con- 
stant inspection. Workers not 
only get jobs—they lose them. The 
obligations picture may be all 
right when an account is opened, 
but changes later, so that the store 
must aggressively compete to get 
its payments. Defense workers 
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“Accounts opened on the basis of new earning power require con- 
stant attention. Workers not only get jobs ... they lose them. 


should be told that a new account 
is strictly on a trial basis, that 
prompt payments are required. 
Good credit management calls for 
low credit limits. and for prompt 
closing of accounts which perform 
poorly. 

We don’t know how long the 
emergency, the present abnormal 
conditions creating high employ- 
ment will last. If the era prove a 
long one, it is all the more im- 
portant that, from the beginning, 
we have sound policies—educating 
our wage-earner accounts right. If 
the period should terminate with 
abruptness and much dislocation, 
the desirability of having accounts 
receivable in sound shape is ob- 
vious. 

For an efficient credit policy. 
establish not one, but a group of 
credit plans. 

Consider that newcomer, the 
coupon book. This is sold for 
$10.00, $25.00, or other amount, 
and the customer begins to use it 


right away. The price is payable 
in a series of instalments. Experi- 
ence demonstrates that the coupon 
book can be sold, with satisfactory 
results, to customers the hardware 
store does not wish (wisely) to 
open charge accounts for. There 
is an automatic credit limit. Con- 
sumers have been educated to meet 
instalment obligations promptly; 
and the majority take pride in 
meeting coupon book payments 
when due. 


Division of Accounts 


Charge accounts should be sub- 
divided into groups by credit 
limits and payment dates. From 
the office standpoint, monthly 
credit is vastly to be preferred to 
weekly, or twice-a-month, ac- 
counts. But payday conditions, 
and type of customer, may make 
short credit, coinciding with pay 
checks, most efficient. 


Credit-in-reverse lay away 
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plans, advance being 


made at intervals—have great pos- 


payments 


sibilities. 
Split-payment 
one, but two, three, or perhaps 
four, have been found an improve- 
ment on 30-day, big-amount pur- 
chases which, common sense tells, 


accounts - not 


most customers will be unable to 
handle in one payment. 

Federal - regulated —_ instalment 
credit is something new in retail- 
ing. Generally speaking, credit 
men and merchants regard the 
limitations on length and mini- 
mum-down payment as construc- 
tive. The government’s purpose 
is to reduce purchases. The prac- 
tical hardware knows 
that restriction will eliminate a lot 
of the wild terms-selling of the 
past. Unfortunately, some long- 
terms selling, proved by experience 


merchant 


to be thoroughly sound, will be 
taboo. 

There are opportunities, as the 
administration realizes. for store 


Modern Store 


FINHE John G. Ferres Hardware 

Co., Johnstown, N. Y., recently 
installed a modern store front which 
is stimulating greater consumer in- 
terest in the store and its window 
displays. 

The base, top and sides of this 
front are of black structural glass 
with a narrow border of buff-colored 
glass across the top. The hardware 
or metal parts of the front are of 
satin-finish chrome while aluminum- 





AMERICAN 
JUNIOR RED CROS 


and customer to have side agree- 
ments (covering which there are 
heavy penalties). 
servers know that the government 
can count on the overwhelming 


Business ob- 


colored letters, approximately 12 in. 
high and burned into the glass are 
used for the firm name. 

Windows are 6 ft. deep with bases 
of approximately 16 in. high. The 
entire front of the store measures 
30 ft. Windows are enclosed at the 
back in order to keep out dirt and 
to prevent frosting in winter. Three 
panels, each containing eight panes 
of glass, serve as the window back- 
ground. The panel nearest the front 





majority of merchants to abide by 
the spirit, as well as the letter, of 
the order. We must insist, how- 
ever, that in practical and deserv- 
ing cases which will arise, the 
government have a realistic and 
understanding attitude. 

Retail trade, too, should take the 
that, as as_ the 
emergency ends, government in- 
stalment control shall be lifted- 
for the very good reason that we 
cannot trust many of the officials 
in places of power. It would be 
easy for government control of 
credit to grow until there was com- 
plete bureaucratic domination. The 
power could be used to destroy 
business. 

In an emergency, American re- 
tailers will submit to arbitrary 
regulation, with that patriotism 
which they have always demon- 
strated. They insist, however, that 
when the emergency passes, there 
be a complete return to democratic 


position soon 


processes. 


Front Stimulates Customer Interest 


door on each side can be removed 
and used as an entrance to the win- 
dow when dispiays are being 
changed. 

The window interiors are painted 
a light buff while the floors are cov- 
ered with a gray linoleum having a 
black border. Lighting fixtures are 
recessed in the ceiling and are con- 
trolled by a time clock. The new 
front represents an investment of 


about $1,600. 


Top, base and sides of black structural giass forma perfect frame for the window displays. 


26 


HtARDWARE AGE 





The Hardware Age 
PRIORITIES GUIDE 


What Priorities Mean—Which Forms to Use 


What This Guide Tells You— 


HE following information is given in this 
guide; (1) a list of priority orders, a descrip- 


tion of each order and a listing of related 
forms; (2) a description of methods to be used in 


extending priority ratings to suppliers; (3) a list of 


materials and equipment under OPA price ceilings. 


and a list of all field offices of the OPM Priorities 


Division. 


Description of Priority Orders 
“P” Orders 


These are designated by the letter “P” and are 
designed to give buyers, users, or manufacturers of 
defense or essential items preference treatment over 
ordinary civilian work in procurement of materials 
and supplies for the manufacture of specified prod- 
ucts. Hardware dealers will find in this complete 
list many that will be applicable to their particular 
businesses and which they will have to use in 


Order Related How 
Number Material Covered Form Extended 


_ eee Material for production of 
electric traveling cranes 
ae reer ie 

Revoked by P-5. 


P-2 ) Material for production of 


to machine tools (3-28)...... PD-6 
P-2-s | Revoked by P-11. 
Sey Material entering into pro- 

duction of airframes (4-29) PD-13..... G 
i re Material entering into pro- 

duction of airplane engines 

and propellers (4-29)..... PD-14....4..% G 
PUB 6 ééia Material entering into pro- 


duction of cranes and hy- 

draulic bridge brakes 

RE PPO are Peer rire F 
Revokes P-1. 


P-5-a...Material for production of 
cranes and hoisting equip- 
ment (8-1) Supersedes P-5........022000. 


P-5-b...Material for production of 
cranes and hoisting equip- 
ment (11-1) Supersedes 


RO ai caas es aGe acto k ame Mee one 
PD-25 
‘ } PD-25-a | 
Pas craic Defense supplies rating} PD-25-b \..F 
SE. NOUR sins ones erences PD 95 ; a 
PD-25-d | 
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handling defense business. Essentially the hardware 
dealer will be most concerned with the extension of 
these “P” Orders. 

In the following tabulation, the key letter in the 
last column refers to the extension procedure for the 
particular order. This is on pages 29 and 30. 

In the column “Related Form” is given the identi- 
fying form to be used with the “P” Orders. 


Order Related How 
Number Material Covered Form Extended 


P-6-a...Civil aircraft, repair parts 
a ee eS ) eer ere rr e 


4. eee Material and equipment en- 
tering into production of 
merchant ship cgnstruction § PD-30 |..D 


wee rer are | PD-30-a § 
re Material for freight car {PD-38 |..D 
construction (6-18) ....... | PD-38-a | 


Materials entering into the 


P-9-a. { production of airframes for | PD-43 )..G 
| heavy bombers (6-26).... | PD-43-a § 

P-9-b...Aircraft engines for heavy § PD-44 |..G 
bombers (6-26) .......... ) PD-44-a § 


P-9-c...Aircraft propellers for {PD-45 |..G 
heavy bombers (6-26)..... | PD-45-a § 


P-9-d...Gun turrets for heavy § PD-46 |..G 
bombers (6-30) .......... | PD-46-a § 


P-9-e...Gun sights, bomb sights, 
gunfire controls for heavy | PD-47 |..G 
bombers (6-30) .......... | PD-47-a § 


P-9-f ...Turbo superchargers for {PD-48 ]..G 


heavy bombers (6-30).... | PD-48-a § 
P-10....Material and equipment en- 

tering into conversion of § PD-41 | 

ne ere | PD-41-a § 
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Order Related How Order Related How 
Number Material Covered Form Extended | Number Material Covered Form Extended 
P-11....Material for production of P-25-a..Parts, accessories and 
metal working equipment § PD-42 )..H equipment for light tanks 
DEE sthcihandtnnkee kovade | PD-42-a § SEY Gs dis ndat acne abswbswiiccn-ctan’ F 
Superseded by P-11-a. 
ee ” | P-25-b..Light tanks, spare parts 
P-11-a..Material for production of ED Sd occa ccsdceeccoenates F 
tbae) working equipment ee .-F P-25-c. .30 caliber and 37 mm. guns 
Sienainen ‘Pl. oe a ae Se See I MONOD kp ds dcsvncwece ss F 
P-25-d..Gasoline and diesel in 
P-12....Aluminum scrap (6-26)... PD-40...... E for light ‘tanks (8-11) y oa Di F 
P-13....Material for production of § han | P-25-e.. Light tank parts (10-14)............... F 
i $ _ ere -52- 
cmames ¢7-5) hala o5 P-26....Material for medium tanks............. F 
P-14-a..Material and equipment for aaa : 
construction of shipways in § PD-56 | ..D P-26-a. ee for me- F 
i PN bin aand on waeore ores ee FR RE RES He seemKes 
P-26-b..Medium tanks, spare parts, 
P-14-b. .Material and equipment for hulls, ete. | ngbi- F 
construction of shipways in § PD-56 } oe 
1942 and 1943 (7-12)..... | PD-56-a P-26-c..37 mm. and 75 mm. guns 
for medium tanks (8-11)............... F 
P-15....Material for electrical re- | . . , 
lays and solenoid assemblies § PD-57 ]..G P-26-d. -Gasoline and diesel engines 
EE ce ee ae ) PD-57-a § | for medium tanks (8-11)............... F 
| >. - j io 
P-16... -Material Sur cummneneied ve { PD-58 1 ..G | P-26-e..Medium tank parts (10-14)............. F 
dio equipment (7-11)...... | PD-58-a § P-29....Health supplies rating plan { PD-79) ....F 
. , , eee eas | PD-80 § 
P-17....Material entering into pro- 
duction of canning ma- | P-31....Materials for production of 
chinery (Expired Aug. 31, foundry equipment and re- 
ME babiccadccs enw sees 6s basins eseKe F pair parts (9-5).........- | ere F 
P-18....Material entering into pro- P-32... pam J = es {PD-6 |...F 
duction of cutting tool (8-20) ) PD-88 | 
equipment (7-31) ........ aoe.  »- «.o xa ene et 
Revoked by P-18-a. P-33....Farm machinery and equip- 
P.18 M ial f —_ f SE GD on cs ccecccewes ig | apreerrre F 
-18-a. . Mate : | 
¥ poor mina sate (8-28) . nro PD-61.:.....: KF | P-38....Material for er of § PD-89)..... 
Supersedes P-18. radiosondes (8-26) ....... ) PD-81 § 
<n 
P-19....Material for construction of { PD-63 | ..F | P88... —— ee 
defense projects (7-18)... | PD-63-a } machines (9-12) ......... eee F 
P-19-a. .Material for construction of P-40....Material for industrial lift 
defense projects (limited to EE darcedec wade bandos secesentsaeus F 
the priorities critical list) i. ee | peal entiieiiien wileebiatiies 
PME  «chucegeki causa onus | PD-68-a § cuastiion of Galeues Gab. 
P-19-b. .Material for construction of , OE Sr are rere sree 
certain defense projects { PD-68 |..F | p-42 )Canning machinery and 
(7-30) sss eee eeeeeeeeeees PD-68-a § | P-42-a f equipment (8-21 and 9-12).PD-6......... F 
P-19-c..Material for specified pub- | P-43....Research laboratory sup- | 9 = | F 
licly financed defense houses ............-- EE UNIND «oc. couyasinn | Ppaer f sae 
P-19-d..Material for privately fi- P-45....Material for fire-fighting 
nanced housing projects CIEE ood ccunsvensas err Q 
DE Ge ver kand debe sec eeds dee aePedasds ans i 
See SSeen eos P-45-a..Material for equipment and 
P-19-e. .Material for highway proj- - oe ae Se ee 
GEES ccccccvcccccescccsccscecccsscescses ( 11-22) Sabet GeS Restate PD-81....... 
P-20....Material for construction P-46 Renal ‘ 
F : -46....Repairs, maintenance for 
of specified locomotives {PD-64 | ..F pe ¢ " 
(7-21) AP PA He OE: ) PD-64-a j wtliitics (9 17) e . sevtece is jy le 
P-47....Maintenance, repairs of air 
P-21....Material for repair and re-{ PD-65 |..F transport facilities (9-6)..PD-96........ F 
building locomotives ...... | PD-65-a § : f 
P-51....Canning machinery, equip- 
P-22....Repairs Bape PPT eT eT Te Te TCT ee K EEE af os ara pad éahacad cone ceosene 
Amend (10-16). 
, : PD-81 )..F 
P-23....Materials for mining ma- P-52....Aireraft accessories (9-15) | BD ios | 
chinery (7-29) ......--. PD-117 P-53....Textile machinery repairs 
P-24....Material for experimental { PD-74 ..M . ) saree rin hatte hacker gil he PD-81........ F 
research work (8-5)...... | PD-74-a P-54....Specified types of trucks, 
passenger carriers, trailers 
P-25....Material for light tanks................ F on Ee ae ere re eer J 
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Order ; Related How Order Related How 
Number Material Covered Form Extended Number Material Covered Form Extended 
P-55....Defense housing projects | PD-105 P-72....Material for elevator and 
RE Fo PD-105-a escalator repair parts 
** | PD-105-b | Serre DOE csisusd 0 
P-56....Repairs for mines. Revok : 
P39 as pole wr oom annie oo P-74....Material for heat treating 
DD serikiceccdsvacnttnees Phat: ..... L furnaces (11-22) ......... “81........ 
P-57....Replacement parts for pas- P-75....Material for tackle blocks 
senger cars, light trucks BEY Sabuc cong cada cdas deb sen akenans 
WO kc aks neodanacuabaaraanas ieueacaleece J 
; : P-76....Steel sheets for drums. f PD-81 )..R 
P-58....Supplies for specified South WEED kok kadscncencuses | PD-156 § 
American mines CICS). o.0..0066 ccc sacs M 
P-61....Scrap for certain copper | P-77....Material for rebuilding of { PD-81 |...F 
ingot makers, remelters machine tools (11-10)..... U PD-157 § 
III iii dca arpa aba eciei ease re aa acare weal care 
: | P-78....Material for weed biacte 
P-62....Material for reagent labo- . ‘ 
ratories (11-15) .......... | Ree F equipment (11-10) ....... PD-82 
P-68....Maintenance and repair P-79....Hardware supplies for coop- 
supplies for steel industry erage and wooden container 
-  _. rrr ae P industry (10-14) ......... ere F 
xk *&k * 


How to Extend Priority Orders to Suppliers 


(Letters under column HOW EXTENDED in list 
of P Orders refers to methods below) 


Method A 
Applies to PD-1 and PD-2 


In effect, OPM at present has eliminated the PD-2 
and is returning to the applicant the original PD-1 ap- 
plication form stamped with Mr. Nelson’s facsimile 
signature. When thus returned, PD-1 to all intents and 
purposes becomes the same as PD-2 which used to be is- 
sued. Applicant then sends the approved and stamped 
PD-1 to his supplier. If the sub-contractor or supplier 
wishes to extend this certificate to his sub-contractor 
or supplier, the same procedure applies as existed when 
the PD-2 was used; that is, he reapplies on another 
PD-1 application form. 


Method B 
Applies to PD-3 and PD-4 


Blank copies of these certificates should be obtained 
from the branch of the service or government orig- 
inating the certificate, which should then be filled in 
and certified on the back in the space provided in the 
left hand side. This signed set should then be taken 
or sent to the nearest branch of the service or govern- 
ment originating the certificate for certification by 
the procurement officer, inspector or authenticating 
officer. When taking or sending such certificate for 





REPRINTS 
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(in this issue pages 27-32) 


will be supplied on request 
at 10 Cents per copy in stamps or coin. 
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HARDWARE AGE 
Editorial Department 


100 East 42nd St. New York City 





DECEMBER lI, 1941 


authentication, the original certificate received should 
be taken or sent also in order that the procurement 
officer may identify to his satisfaction the extension 
which he is being asked to authenticate. 


Method C 
Applies to PD-5 


PD-5 is extended in the same way as PD-3 and 
PD-4, except that there is required on the back an 
additional counter-signature of the government offi- 
cial representing the various governments from which 
the original PD-5 was issued. 


Method D 


On one of the blank copies, execute the acknowledg- 
ment (“the undersigned acknowledges receipt of 
.. -’) and send this to the Priorities Division, OPM, 
Washington. Do not execute the certification. On 
another blank copy, exectte the certification (leaving 
the acknowledgment blank) and forward this together 
with your order to the sub-contractor or supplier. 
Such executed copy is the extension. 


Method E 


Execute and have notarized the acknowledgment 
and forward one copy to the Priorities Division, OPM, 
Washington. On another copy execute the acknowl- 
edgment and forward with the order to sub-contractor 
or supplier. 

*P-12 can be extended only to the person from 
whom the smelter purchases the scrap. Follow in- 
structions for Method E except that it is applicable 
only to the supplier. The acceptance must be no- 


tarized. 
Method F 


Execute the acknowledgment and forward one copy 
to the Priorities Division, OPM, Washington. On 
another copy execute the acknowledgment and for- 
ward with the order to sub-contractor or supplier. 
(Same as Method E except that no notarization is 


needed.) 
Method G 
Execute the acknowledgment and forward one copy 
to the Priorities Division, OPM, Washington. Execute 
the certification on another copy and have the cer- 
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(ification also authenticated by the officer or inspector 
located at the plant of the issuing “producer.” 


Method H 


Execute the acceptance and send to the Priorities 
Division, OPM, Washington. Execute the affidavit, fill- 
ing in lines 15 and 16 with the name of the customer 
who sent the order to you. 


Method I 


Insert in the space provided, classification of the 
“producer.” Execute in the spaces provided and send 
one copy to the Power Branch, OPM, Washington. 
Do the same with another copy except that this copy 
should be retained for file. In order to extend this 
rating from “producer” to supplier or from supplier 
to sub-supplier, such “producer” or supplier must en- 
dorse the following statement on the original and all 
copies of each purchase order or contract for mate- 
rials, the delivery of which is entitled to the prefer- 
ence rating: “Purchase Order for Utilities Operation, 
Maintenance and Repair, Preference Rating A-10, 
pursuant to Preference Rating Order No. P-46” (Au- 
thorized Signature) and deliver the original or copy 
to the seller of such material. 


Method J 


Order for material is endorsed by producer and sup- 
plier as follows: “An (A-3; A-10) preference rating 
is assigned to this purchase order pursuant to Limited 
Preference Rating Order No. (P-54; P-57). This 
application of rating is made by the (supplier; pro- 
ducer) upon the conditions set forth on said order 
with which he is familiar. (Authorized signature of 
producer or supplier). Note: P-54 assigns A-3 rating; 


P-57 assigns A-10 rating. 


Method K 


A producer or supplier in order to apply the pref- 
erence rating to deliveries of material to him, must 
endorse the following statement on the original and 
all copies of the purchase order or contract for such 
material manually signed by a responsible official duly 
designated for such purpose by the producer or sup- 
plier: “Material for maintenance, repair or operating 
supplies—Rating A-10 under Preference Rating Order 
P-22, as amended, with the terms of which I am 
familiar. (Authorized signature).” 


Method L 


In order to apply the A-1 rating, send a statement 
to the OPM at Washington describing the material 
and the nature of the emergency. OPM will certify 
the application, which is to be passed on to the sup- 
plier. 

To extend the A-8 priority endorse as follows: “Pur- 
chase order for material for a mine rating pursuant 
to Preference Rating Order P-56 Mine Serial No. 
waemaa , Rating A-8. This application is made pur- 
suant to the terms and conditions of that order with 
which the undersigned is familiar. —Authorized 
Signature.” 


Method M 


The preference rating may be assigned by the 
operator and the supplier, by endorsing the following 
statement, with the applicable preference rating 
stated, on the original purchase order or contract 
and all copies thereof: “An A- (fill in applicable rat- 
ing) preference order is assigned to this purchase 
order pursuant to Limited Preference Rating Order 
P-58. This application of the rating is made by the 
(Operator; Supplier) upon the conditions set forth 
in said order with which the undersigned is familiar. 
(Authorized signature of operator; supplier.)” 


Method N 


Execute the acceptance at the end of the order; de- 
tach and send to Industrial & Office Machinery 
Branch, Division of Civilian Supply, OPM, Washing- 
ton; furnish one copy of the order with an unsigned 
form of acceptance to the supplier. Producer or 
supplier shall identify all purchase orders which are 
covered with the rating by endorsing the following 
statement thereon: “Material for defense products— 
Preference Rating (fill in) Under preference rating 
order P-78, Serial No. (fill in) with the terms of 
which I am familiar. (Authorized signature.)” 


Method O 


Same as Method N except that statement endorsed 
on purchase orders reads: “Purchase order for ma- 
terial for elevator and escalator repair parts, pref- 
erence rating A-3, pursuant to Preference rating 


order No. P-72.” 
Method P 


After approval of application by OPM, copy of the 
notification is furnished by producer to supplier. Pro- 
ducer or supplier endorses following statement on 
original and all copies of purchase order: “Material 
for repair, maintenance or operating supplies of an 
Iron, Steel, Blast Furnace, Coke, or Ferroalloys 
plant, Rating A- (fill in); under Preference Rating 
Order P-68; Serial No. (fill in) and in compliance 
therewith. (Authorized signature.)” 


Method Q 


Execute acceptan’e, detach and send to Fire Equip- 
ment Section, Division of Purchases, OPM. Furnish 
one copy of the order, with unsigned acceptance, to 
each supplier. Producer or supplier endorses follow- 
ing statement on material orders: “Preference Rat- 
ing A-2. Purchase order for material to be physically 
incorporated into Fire Apparatus as defined in Pref- 
erence Rating Order No. P-45, Serial No. (fill in) with 
which I am familiar. (Authorized signature.)” 


Method R 
Execute acceptance, detach and send to OPM at 
Washington. Furnish copy of the order to supplier. 
Endorse following statement on all copies of each 
purchase for material: “Purchase order for container 
steel, preference rating A-4, pursuant to Preference 
Rating Order P-76, not extendable.” 


IMPORTANT: Each Preference Rating Order 
contains full instructions for applying the rating to 
delivery of material, and the order should be con- 
sulted whenever questions arise. 


x * * 


OPA Price Ceilings Affecting the Hardware Industry 


(Numbers in brackets refer to date of issuance) 


Price 

Schedule Subject 

No. 6 Iron and steel products (4-16) 
Revised (6-20) 


No. 19 Southern pine lumber (8-16) 
No. 26 Douglas fir lumber (9-11) 
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Price 
Schedule Subject 
No. 34 Wood alcohol (10-3) 


No. 40 Builders’ hardware and insect screen cloth 
(11-14) 


No. 40 Douglas fir doors (11-27) 
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“E” Orders 


E-Orders—These are identified by the letter “E” 
and are designed to regulate the distribution of 
EQUIPMENT, as contrasted with M orders which 
control the distribution of materials. 


Order ’ Related 
Number Material Covered Form No. 
ee Machine tools (3-28). 

Supplement No. 1 (7-7). Revokes E-1 
ae Cutting tools (7-17). 

Amendment (7-25). 
E-2-a..... Supplement (8-28). Revokes E-2. 


“L” Orders 
L-Orders—These are identified by the letter “L” 
and set limits on the production of the particular 
materials and products and set permissible output 
schedules. 


Number Related 
Order Material Covered Form No. 
ere Restricts domestic mechani- 

cal refrigerator production 

PGE. ob Rte ee aos ae eee D-125 
eee Restricts production of iron- 

ers and washers (10-29).. 
L-7 . Restricts production of non- 

mechanical ice refrigerators 

GUE so choca cesasweses 
L-18....Restricts output of vacuum 

tan for household use { PD-170 ) 

MP Pye oer & ) PD-171 | 

L-20....Restricts use of Cellophane 


and similar materials de- 
rived from cellulose (11-8). 


““M” Orders 


M-Orders—These are designated by the letter “M”’ 
in front of the serial number, as M-2, M-3, etc., and 
are intended to regulate the distribution of a specified 
MATERIAL into defense and essential civilian chan- 
nels. M orders can, for example (1) place all ship- 
ments of a material under control of the Director of 
Priorities, (2) direct producers to favor defense or- 
ders, set up an emergency pool and allow the balance 


Order 
No. Material Covered 
M-l-a.....Supplement—schedule of | PD-39 


Related 
Form No. 





ratings (3-22). | PD-40 

M-1-b..... Supplement modifies M-1 
and M-l-a with respect 
to low-grade deliveries 
(4-11). Extension — ex- 
tends M-1, M-l-a, M-1-b 
to Dee. 31, 1941 (5-20). 
Superseded by M-1-c. 

M-l-c..... Supplement—directs dis- 
tribution of scrap and 
secondary aluminum 
Se dare oa eaxanees PD-114 

M-8.....Cork (5-831) ............. | | Ppl “28 

M-8-a..... Cork and products (10-1) } | pp- 

ae Copper (5-290). onc cccccccs { PD-37 
Amendment (6-10). ) PD-76 
Amendment (7-9). 

{ PD-120 

M-9-a..... Supersedes M-9 (8-2). om ae 

M-9-b..... Copper and alloy scrap. | PD- 130 

| PD-109 

M-9-c..... Curtails use of copper in 
certain products (10-21). 

AmenmGet (21-1) ob c.cscc. PD-167 
{ PD-73 
= 

M-21.....Steel (8-9) .........00:. | eae 
Amendment (9-9). PD-100 

M-21-a....Supplement—relating to 
alloy iron, alloy steel and 
wrought iron (9-16). 

M-21-b... .Supplement—relating 


to 
steel warehouses (9-3). pe 83- = 
Directive - assigns A- 9 } ay 4 b 
Rating to warehouse sup- 
plies (9-26). | PD-83-d 
M-5, M-5-a, M-5-b, revoked by M-21-a. 


ae Methyl alcohol (8-28). 
Amendment: Order of 


of output to go free as producers determine, or (3) ——. for specified 

control usage through the control of rate of produc- | uses (10-12). 

tion. M-36..... Manila fiber and manila 

Number Related cordage (8-29). _ 

Order Material Covered Form No. M-: ” " . -66-a 
ove wa M-38.....Lead (10-4) ...8........ foes 

M-1.....Aluminum (3-22) ........ | BD-28 M-44.....Titanium dioxide (11-21). } Bp-14e | 

x *k * 


Ratings Given Defense Items of Interest to the Hardware Industry 
(Preference Ratings as of Nov. 22, 1941, Assigned by Various OPM Orders) 


Important: Ratings are granted by the Army and 
Navy for material it requires on the Priorities Critical 
List, while the Priorities Division of the OPM issues 
ratings for all civilian projects and items, both mili- 
tary and civilian, which are not on the Critical List. 
The rating granted is governed by the urgency of 
the need for the item. Thus, material for guns for 
light tanks is granted a rating of A-1-f, while ma- 
terial for freight cars is rated A-3, indicating guns 
are more urgently needed than freight cars. The se- 
quence of ratings is A-1, A-l-a, A-1-b, etc., A-2, 
A-2-a, A-2-b, etc., A-3, A-3-a, etc. Important civilian 
projects are usually assigned B ratings. 


Preference Rating 
Description Order No. Assigned 
Aircraft 
Material for airframes........ in eee A-1-d 
Material for engines and pro- 
DNS Sh aad pndeama mes eae A-1-c 


DECEMBER 11, 1941 


Preference Rating 
Description Order No. Assigned 
Civil, repair parts and acces- 

nS ee er a ee re A-10 
Material for heavy bomber air- 

WR 8 assent daca wile aiid een See A-1-b 
Engines for heavy bombers... P-9-b........ A-1-b 
Propellers for heavy bombers. P-9-c ........ A-1-b 
Gun turrets for heavy bombers. P-9-d........ A-1-b 
Gun sights, bombsights and 

gunfire controls for heavy 

ee oe re ere A-1-b 
Material for airframes ...... eee A-1-b 
Transportation facilities, ma- 

terial for maintenance and 

8 nda ccemess apromnares a. ere A-3 

Defense projects 
Material for construction..... P-19 ...As assigned 
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Slacet Preference Rating Preference Rating 
Description Order No. Assigned Description Order No. Assigned 
yr, ner ae} to the Priori- | Ships 

ties Critical List .......... P-19-a..As assigned ; = * 

Projects with protected de- , ee a oe a | A1bt1942} 

ETE scnccaecnsessed ae fe | A-1-c(1943) 

Material for construction, 

maintenance and operation..P-41 ......... A-l-a Tackle blocks, material for pro- 

Defense supplies rating plan..P-6.......... A-10 SEEN. Satins cia oa woreiciee alae ee son csanes A-l-c 
Farm Machinery and Equipment 

Maintenance and repairs..... a TOTES A-1-b | . 

Material for construction..... Sear B-1 Tanks, light type 

Foundry equipment and repair Parts, accessories and equip- 

SEEN esctcbinddhasmehaaainde | Eee A-1-b TORE ccccrcccecccccesscses P-25-a ....... A-1-f 
Health supplies rating plan.....  Pererere A-10 Spare parts and accessories..P-25-b ....... A-1-f 
Housing, defense, construction 30 cal. and 37 mm. guns...... Pe «no cacse A-1-f 

material Gasoline and diesel engines...P-25-d ....... A-1-f 

Privately financed ........... P-19-d.. As assigned Material for production...... P-25-e .....-- A-1-f 
Saree A ee P-19-c..As assigned 
DE sivnkéiacdarieahedmad P-55 ...As assigned : 
Iron and steel plants, mainte- . Tanks, medium ype ‘ 
nance, repair and supplies....P-68......... A-3 Parts, accessories and equip- 
Machine tools, material for re- Pe ci vethanwsheeameaeed P-26-@ ....00- A-1-d 
ee DG aii iad A-l-c Spare parts and accessories... P-26-b ....... A-1-d 
Metal working equipment, ma- 37 mm. and 75 mm. guns...... PME caccece A-1-d 
terial for production ......... P-1l-a. .As assigned Gasoline and diesel engines... P-26-d ....... A-1-d 
Mines Material for production...... i rree A-1-d 
Machinery and equipment..... Fee A-3 Wooden container and cooper- 
Maintenance, repairs and sup- age industry, hardware 
| SP SE ert ea eS BOD whiddee { A-l-a BNE Gi dceaiccuneuawccenen eee i A-5 
LA-8 A-8 
x wk * 


Field Offices of OPM Division of Priorities 


These offices are organized to assist industry answer problems 
arising from the application of the priorities system. All field 
offices are under the supervision of L. J. Martin, assistant 


deputy director, Priorities Field Service, Washington. 


Listed 


below are the addresses of all offices opened to date and the 


ATLANTA, GA. 
Federal Reserve 
John B. Reeves 
BALTIMORE 
Baltimore Trust Bldg., T. M. 
Chandles 


Bank Bldg., 


BOSTON 

30 Peach St., W. P. Homans 
BUFFALO 

M & T Bank Bidg., Paul R. 


Smith 
CHARLOTTE, N. C. 
Liberty Life Bldg., J. E. Mac- 
Dougell 
CHICAGO 
230 South LaSalle St., W. G. 
Bailey 
CINCINNATI 
Union Trust Bldg., Bruce W. 
Burroughs 
CLEVELAND 
Federal Reserve Bldg., W. T. 
Walker 
DALLAS, TEXAS 
Wood & Akard Streets, J. B. 
Crockett 
DAYTON, OHIO 
32 North Main St., H. B. Doty 
DENVER 
U. S. National Bank Bldg., Vir- 
gil L. Board 
DETROIT 
7310 Woodward Ave., Walter 
Hall 
HARTFORD, CONN. 
805 Main St., E. L. Howard 
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names of the office managers. 


HELENA, MONT. 
Federal Reserve Bank Bldg., Os- 
car A. Baarson 
HOUSTON, TEXAS 
Federal Reserve Bldg., George 
L. Noble, Jr. 
INDIANAPOLIS, IND. 
Circle Tower Bldg., Albert O. 
Evans ' 
JACKSONVILLE, FLA. 
Hildebrandt Bldg., G. H. An- 


drews 
KANSAS CITY, MO. 
Federal Reserve Bank Bldg., 


Clifford Carr 


KNOXVILLE, TENN. 
(Address not announced), Dyer 
Butterfield 


LOUISVILLE, KY. 
Todd Bldg., 4th & Market St., 
James T. Howington 


LOS ANGELES 
1151 South Broadway, G. How- 
ard Hutchins 
MEMPHIS, TENN. 
Sterrick Bldg., J. S. Bronson 
MILWAUKEE 
First Wisconsin National Bank 
Bldg., F. J. Tharinger 
MINNEAPOLIS 
Rand Tower Bldg., Willard F. 
Kiesner 
NASHVILLE, TENN. 
1015 Stohlman Bldg., George S. 
Gillen 


NEW ORLEANS 
(Address not announced), John 
A. Bechtold 


NEW YORK 
25 Broad Street; John B. Pollock 


OKLAHOMA CITY, OKLA. 
Federal Reserve Bank Bldg., C. 
F. Aurand 


PHILADELPHIA 
925 Chestnut Street; F. W. Slack 


PITTSBURGH 
Grant Street & Ogle Way; C. F. 
Cruciger 
PORTLAND, ORE. 
Bedell Bldg., J. Fred Bergesch 
RICHMOND, VA. 
Federal Reserve 
Fred P. Wilmer 
SALT LAKE CITY 
Utah Oil Bldg., Ralph E. Bristol 
SAN ANTONIO, TEXAS 
415 W. French Place, Carl L. 
Pool 
SAN FRANCISCO 
Federal Reserve Bank Bldg., An- 
drew L. Kerr 


Bank Bldg., 


SEATTLE 
960 Stuart Bldg., W. D. Shannon 
ST. LOUIS 
411 Locust Street, Louis E. 
Crandall 


TULSA, OKLA. 
(Address not announeed), A. E. 
Ballin 
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By L. W. MOFFETT 
Washington Representative 
of Hardware Age 


TO BE ANNOUNCED BY OPM, 
the Production Requirements Plan as 
the successor to the not so successful 
Defense Supplies Rating Plan. The pur- 
pose of the plan is to enable OPM to 
assign blanket quarterly priority rat- 
ings beginning with more exact relation- 
ship to the importance of a particular 
manufacturer’s product, and the total 
volume of the materials avaliable. 

x * k 


ON THE APPLICATION FORM, 
PD-25-a, to succeed PD-1 application 
for Defense Supplies Preference Rat- 
ing, except for requests for capital 
equipment, a manufacturer will show 
the kind and amount of products he 
has been making, the priority rating 
of orders he has filled in a recent quar- 
ter, the destination or end use of his 
products, and the inventory of mate- 
rials which he has on hand, together 
with his anticipated materials require- 
ments for the next calendar quarter. 
If all of the products covered in his 
application are destined for defense or 
essential civilian use, he may be given 
a priority rating covering 100 per cent 
of his needs. The plan is partially aimed 
to relieve hardship cases where a lack of 
materials prevents continued operation. 

“ & @ 


R. R. GUTHRIE, Assistant Chief 
of the OPM Purchases Division and 
prominent mercantile figure, when 
asked about the effect of government 
spending on the retail business, said 
that government spending would have 
no effect. “Our purchasing plan is so 
built to effect a minimum of confusion 
in the trade,” he said. 
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JAMES M. WEISS has been ap- 
pointed to the Iron and Steel Branch 
of OPA’s Division of Accounting, Anal- 
ysis, and Review. During recent years 
Mr. Weiss has been engaged in the 
practice of public accounting, and for 
many years was assistant secretary and 
assistant treasurer of the Savage Arms 
Corp. He was also a cost accountant 
and efficiency expert for the Reming- 
ton Arms Corp. Mr. Weiss lives in New 
Utica, N. Y. 

x * * 


PRODUCERS of organic and _ in- 
organic dry colors used in _ paints, 
printing inks, lacquers, enamels and 
plastics have signed agreements with 
OPA to hold prices at the levels pre- 
vailing Oct. 1. The agreements are to 
terminate Jan. 1, 1942, and the sole 
exception is “peacock blue” which may 
be sold at whatever price a particular 
manufacturer sold it for on Oct. 1. 
South America has become an impor- 
tant customer for dry colors since Ger- 
man supplies have been cut off. 


x *k * 
OPA HAS SENT REQUESTS to 


about 240 manufacturers to refrain 
from advancing prices of small domes- 
tic electrical appliances above the 
levels of Nov. 1, 1941. A longer range 
price program for the industry is ex- 
pected to be made public shortly, the 
administration said. Products classified 
as small electrical appliances for house- 
hold use include: irons, toasters, roast- 
ers, waffle irons, coffee makers, hot- 
plates and grills, heaters and heating 
pads, warmers and sterilizers, vibrators, 
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dryers, mixers and juicers, clocks, fans, 
and shavers. 
x *k * 


CERTAIN TO STRIKE A 
SNAG is any plan similar to the 
Canadian price control over personal 
services as well as commodities. Trouble 
will not only stem from differing geo- 
graphical economies and utilities but 
enforcement, private economists gen- 
erally insist, will be next to impossible. 
The reason is exemptions will cut away 
controls threatening small business 
with economic extinction. This was 
the 1933 experience of NRA in at- 
tempting "to enforce minimum wages 
in service industries. 


x * & 


THE BUREAU OF INTERNAL 
REVENUE recently warned mer- 
chants not to advertise that they are 
paying retail taxes on certain articles 
and not passing on the cost to their 
customers. This practice is prohibited 
by the Internal Revenue Code. Tax 
absorption is not unlawful, officials 
pointed out, but it cannot be advertised 
as an inducement to buy without in- 
curring the penalty of the law. 


x~* 


OPM IS GOING TO WORK on 
decreasing the number of styles, types 
and grades with a view to saving de- 
fense materials. OPA will handle the 
development of standards, grades and 
quality identifying labels. Meanwhile, 
the industries affected, and the Bureau 
of Standards will assist. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 


HARDWARE AGE 














Suggestions for Inventory Time 


NUMBER of 
mighty good suggestions for tak- 
ing inventory have been submitted 
by members. These appear on the 
opposite page. Every one of these 
ideas will help make the job of 
counting the stock somewhat eas- 
ier and more accurate. So, study 
these carefully and use those you 
can when you take your inventory 
at the end of the year. 


An Interesting 
Problem 


This month’s contest question 
presents a problem which every 
salesman has faced at one time or 
another, namely, how to take leave 
of a customer who wants to discuss 
his problems or experiences at a 
time when you have a lot of work 
to do. It’s not so difficult to solve 
when another customer comes into 
the store and there are no other 
salesmen to wait on him. You can 
simply excuse yourself and go 
wait on the new customer. But it 
is not so easy to take leave with- 
out offending him when there are 
no other customers. 


What Did You Do? 


Every member of the club has 
faced this problem. Tell us what 
you did? No doubt you have tried 
a number of different ideas. Your 
ideas and experiences will be de- 
cidedly interesting and helpful to 
other retail hardware salespersons. 
One of Elmer Wheeler’s points 
in the series on “Siz- 
zlemanship” which 
appeared in Harp- 
WARE ACE a short 


time ago was “Watch Your Bark.” 
In other words, watch how you say 
things to customers. The tone of 
voice often means as much as do 
words. Be sure you always seem 
friendly, courteous, and consider- 
ate, also happy and enthusiastic. 
Customers don’t like to buy from a 
“sour-puss.” 


—s 


Every hardware store employee 
will have many aggravations and 
annoyances which will try his 
patience during the holiday sea- 
son. It might be a good plan to 
read that article “Watch Your 
Bark!” again in order to remind 
you of the things you should not 
do. This article appeared on pages 
22 to 24 of the May 29, 1941 issue 
of Harpware AcE. Read it again! 
It will be helpful. 








DECEMBER IDEA CONTEST 


Question for the Month 


“You have just waited on a customer 
who now wants to kill time in conver- 
sation. How would you take leave of 

s him and what would you say in doing 
this without offending him?” 


Submitted by member Robert P. Reppenhagen, E. L. Durkee & 
Co., Gloversville, N. Y., who will receive a check for $1.00 for the 


use of this question. 


WIN EXTRA MONEY—SEND IN YOUR ANSWERS 
Harpware Ace will pay $5.00 to the member submitting the best 
answer to this question; $3.00 will be paid for the second best answer; 
$2.00 will be paid for the third. $1.00 each will be paid for all other 
ideas published even though these do not win one of the three major 


prizes. 


Entries must be received not later than Dec. 29. Winners will be 
announced in the Retail Sales Idea Club pages of the Jan. 25 issue of 
Harpware Ace. In case of ties, duplicate prizes will be awarded. Deci- 
sions of the editors will be final and all material submitted becomes the 


property of HARDWARE AGE. 


FIVE SIMPLE CONTEST RULES 


1. Just write your ideas and/or an- 
swer to this question, preferably on a 
penny postal card (letters may be 
submitted) and mail to HARDWARE 
Ace Retail Sales Idea Club, 100 E. 
42nd St., New York, N. Y. More than 
one entry may be submitted, in which 
case use separate postal card for each. 

2. Write your own name and ad- 
dress on the card (or letter), as well 
as the name of your company. 

3. Be sure to write the name of this 
contest — “DECEMBER IDEA _ CON- 
TEST’—on the card (or letter). 

4. Only individuals who have regis- 
tered for membership in the Harp- 
WARE AGE Retail Sales Idea Club are 





eligible to participate in this contest. 
If you are not a member, you can be- 
come one by simply filling in the regis- 
tration form showing on these club 
pages and mailing it to the Club. 
There is no cost for membership. 

5. Answers to questions will be 
judged solely on the value of the idea 
or suggestions presented. Be brief and 
to the point. Penmanship, form, or 
method of expression are not factors 
of the contest. Answers typewritten 
on postal cards will be appreciated but 
are not required. However, if answers 
are submitted in another form this 
will not influence the decision of the 
judges in any way. 
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You receive $1.00 for each idea 
considered worthy and accept- 
ed for publication. Watch these 
pages of successful ideas. 


* * INVENTORY IDEAS « * 


FOR EACH OF THESE $1.00 WAS PAID 


Pre-counts Seasonal 
Lines 
“To simplify our inventory 

problem, we mark inventory data 
on each box of out-of-season goods 
when it is put away. This consists 
of the date it was stored, catalog 
number, name of item, cost and 
the quantity in the package. If any 
of the items are removed from 
the carton before inventory time, 
the quantity figure on the package 
is changed. This method saves us 
considerable time every year in 
recording our inventory.” 

H. M. Douctas, 

W. H. Douglas, Hardware, 


Commerce, Tex. 


Certain Employees 
Devote Full Time 
to the Inventory Job 


“Certain employees give all 
their time to taking inventory in 
our store in order to complete this 
job in the shortest time. They ig- 
nore customers after greeting 
them, and have the other members 
of the sales force look after their 
needs. We also find that much 
can be accomplished at night after 
the store has closed, for it is 
quieter then and there are practi- 
cally no interruptions.” 

FLossiE HARPER, 
King-Hipskind Co., 
Wabash, Ind. 


Slips to Show Sales 
of Pre-counted Items 

“We start early to determine 
quantities of bulk goods such as 
bolts, pipe fittings, etc. These items 
are being sold every day. In order 





to obtain an accurate figure for 
inventory purposes, these sales 
must be considered. So, we put in 
the bin or box a slip showing the 
quantity when first counted and 
then, as sales are made, the nota- 
tion of the number sold is made 
on this same slip. 

“As we take inventory we sub- 
tract the amount sold from the 
original count, therefore securing 
a much more accurate inventory. 
A lot of time can be saved if the 
smaller items are counted in ad- 
vance.” 

Lena Day. 
De Vore Hardware Co., Inc., 
Monongahela, Pa. 


Right Mental Attitude 
Important 


“One can never take an inven- 
tory and do it systematically, ac- 
curately, and with speed, unless 
one is mentally prepared to do the 
job. Try to realize that a good 
inventory is the hardware man’s 
best friend. 

“Visualize the completion of the 
job and that sense of satisfaction 
which comes with the knowledge 
of any task well done. 

“Remember that the hardest 
part of any job is getting started. 
When the time comes to begin, 
take your HarpWARE AGE inven- 
tory sheets and go to it hammer 
and tongs until the inventory is 
done and the long last sigh of re- 
lief has echoed around the hard- 
ware world. 

“Prepare yourself mentally! Do 
it right, right now!” 

DanieL R. Woopsury, 
Waite Hardware Co.., 
Southbridge, Mass. 


Works on a Sunday 


“We feel we have a plan to make 
the job of taking inventory easier. 
more accurate and speedier. Last 
year we tried having the entire 
force work on a Sunday. We 
started at 8 o'clock, took off an 
hour for lunch, and finished up 
at 5.30 in the afternoon. It really 
worked wonders for there were no 
interruptions and plenty of accu- 
rate inventorying was accom- 
plished. 

“The thing the employees liked 
about this plan was that it elimi- 
nated the need for working in the 
evenings after the store had closed 
and when everyone was tired.” 

W. BalLey, 
Perth Amboy Hardware Co., 
Perth Amboy, N. J. 


Organize the Work 


“Spend several days getting 
ready to take inventory if you 
want to save time recording it. 
Sort up, the merchandise, _re- 
arrange stocks and get like items 
together. This will save a lot of 
time later on. 

“Count the small items in ad- 
vance, and mark tht quantity on 
the box. It will be necessary to 
change some of these notes if sales 
occur before the recording is 
made. 

“Make up a paper chart of the 
store assigning number or letters 
to all sections and tables. Have 
someone mark each division when 
the inventory is completed. This 
makes it easy to tell where you 
quit and where to 
begin. 

“The next step is 
to count and record 










quantities and prices of suitable 
inventory sheets. This will be the 
easiest inventory and the most 
accurate you have even taken if 


you follow it through all the way.” 
A. W. BurNHAM, 
Model Cash Store, 
Orrick, Mo. 


* * IDEAS * * 


Idea Sells 
Pocket Knives 


“I sold 60 pocket knives in two 
weeks as a result of a guessing 
contest for customers. Custom- 
ers were asked to guess how many 
pocket knives were carried in the 
cutlery show case. The man com- 
ing nearest to the correct number 
received a dollar pocket knife and 
the lady with the nearest number 
received a dollar pair of shears. 
A large number of people _par- 
ticipated in this contest and it 
stimulated considerable interest in 
the cutlery line.” 

J. A. Dorr, 
Cuba, Mo. 


Window Serves as 
Baseball Score Card 


“An effective idea for drawing 
more attention to our sltu:e was to 
give our customers and passersby 
a play-by-play description and 
complete box score of the recent 
world series baseball games. 

“One of our front windows was 
marked off similar to a score card. 
A large console radio was placed 
on the sidewalk by the window 


and tuned in on the series broad- 
casts. After each inning, a sales- 
man or someone in the listening 
audience recorded the results on 
the window. Benches were placed 
along the edge of the sidewalk to 
accommodate as many listeners as 
possible. 

“Displays in the window were 
changed frequently so as to show 
as much seasonal merchandise to 
the group as possible. 

“Announcements of this service 
were made through advertisements 
in local papers a week in advance. 
Benefits to date have more than 
paid for the time and trouble of 
putting it on.” 

EpMuND BEAZLEY, Jr., 
Harvey's Hardware Store, 
Falmouth, Mass. 


Adjustable Table Risers 


“On page 19 of your Oct. 2, 
1941 issue of HARDWARE AGE you 
showed a drawing of elevated 
risers for tables used by one of the 
members. I have found these 
extremely useful. Every now and 
then, however, I have wanted them 
at higher or lower levels so I use 
a set screw on the flange on the 
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YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


table top to hold the risers at any 
desired level. The pipes support- 
ing the shelf then extend through 
the table about 2 ft. when in the 
normal position. Shelf can be 
lowered or raised to suit what- 
ever type of merchandise is to be 
displayed on the table.” 

Ricuarp W. BisHop, 

Bishop’s Hardware, 

Elkins, W. Va. 


Local Announcements in 
Monthly Store Paper 


“We offer local churches, 
lodges, etc., free space in our 
monthly store paper for their an- 
nouncements of meetings or spe- 
cial events scheduled for the com- 
ing month.” 

Lewis MILNE, 
Valley Hardware Co., 
Rocky Hill, Conn. 


A Suggestion for 
Paint Manufacturers 


“I believe it would be beneficial 
if paint manufacturers would re- 
verse the present method of plac- 
ing labels on cans. I mean by this, 
place the label on the can so the 
dealer may arrange his stock on 
the shelves with the top of the cans 
down. Then when the paint set- 
tles, as it is sure to do, these in- 
gredients will be on the lid where 
they can be scraped off and mixed 
into the contents of the can.” 

RicHarp Loup, 
Rath’s Hardware, 
Neodesha, Kan. 


Copy this form on a penny 
post card if more than one 


Just Register—Paste Coupon on Penny Postal Card—Mail Today form is necessary. 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retai! Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


USE THIS 








Nam - FORM TO 
ss “a REGISTER 





| am submitting the following question or subject as worthy material for dis- 
eussion by this organization. 























Customers’ Directory 


Aids ’Phone Service 


and it constitutes a 
ready reference for 
the sales force of 
the Albright Hardware 
Co. of Albany, N. Y. 


The directory is within 
easy reach and the per- 
son at the ’phone simply 
turns the sections to 
locate customer’s name 
slip. New names are add- 
ed by spreading slips 
and inserting the new 
one. The charge and cash 
sales slips and store’s 
catalog are near ’phone. 





A CUSTOMER’S di- 


rectory helps the Albright Hard- 
ware Co., Albany, N. Y., give its 
customers better telephone order 
service and, at the same time, 
brings other pertinent information 
to the attention of the order taker. 
The directory is located in front 
of the telephone where most of 
these orders are received. 

All known patrons of the store 
are listed on narrow cardboard 
slips which are arranged in alpha- 
betical order in the various sections 
of the directory. These sections 
are supported in a vertical posi- 
tion facing the telephone. When a 
customer calls, the person taking 
the call obtains the name imme- 
diately. Then he turns to the cus- 
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name in the directory 


tomer’s 
where the address and other val- 


uable information is listed. This 
is all done while the caller is stat- 
ing what he wants. 

“Customers are greatly im- 
pressed by our ability to remem- 
ber their addresses and frequently 
remark about it,” says Howard 
Albright, one of the owners. “We 
usually ask customers if they live 
at such and such an address be- 
fore they can give us this infor- 





mation. They, of course, do not 
realize that we have this informa- 
tion before us and, accordingly, 
believe that they are well known, 
an impression we like to leave 
with them whenever we can. 

“Another advantage is that we 
can check changes in address 
quickly. If the customer has moved 
he tells us so at once, then our 
records can be changed. 

“It is easy to make changes in 
the listings as each person’s name 
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Narrow cardbcard slips, designed for the directory unit are typed with customer’s 
name, address and other data. Special markings seen in corner are described below. 


is typed on a narrow cardboard 
slip. These slide into channels on 
each section. New names are 
added by simply spreading the 
slips at the desired point and in- 
serting the new slip.” 

In making up each listi -g, the 
last name of the customer comes 


Wrapping Counter 
Glove Display 
Vakes Extra Sales 
DISPLAY of gloves of all types, 


located on the wrapping coun- 
ter, makes many extra sales in the 
Sengbusch Hardware Store. Fort At- 
kinson, Wis. This store has a big 
farm trade and practically every 
other farmer aproaching this display 
stops and picks out one or two pairs 
of gloves. 

Space along the front edge of the 
wrapping counter is used to show the 
15 or more varieties of gloves. Each 
variety is stacked in a neat pile and 
is priced with a fairly large string 
tag. 
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first and this is typed in capital 
letters so that it stands out and is 
seen without difficulty. This is fol- 
lowed by the first name or initials 
and then the address. The fol- 
lowing characters indicate other 
information regarding the cus- 
tomer: 





This display 
of gloves, lo- 
cated on the 
wrapping 
counter, makes 
many extra 
sales every 
day of the 
year. Below 
on the front 
of the counter, 
chain, hay pul- 
leys, and horse 
shoes and many 
essential items 
required by 
the farmer are 
shown. 





*__Asterisk indicates that cus- 
tomer is a home owner. 
M—Letters indicate main store 
or branch store customer. 
(@—‘At” sign indicates that 
customer has charge account. 
This data is listed in columns on 
the slip along the right-hand side. 





HARDWARE AGE 


7S AER 


rs 





ES oe CT 


suck 





i 


é 
3 





BAA Wied a8 0% 








As 
kin 
is t 


ton 

othe 
tars 
Kle 
ers 

evel 
You 
str 
we’) 


P 
am! 
into 
size 
prog 
tity 
ther 
Sim 
Arn 
port 





DEC 























Bridgeport, 
Conn. 








PUTTING YOUR 
CUSTOMERS 
STRAIGHT 





As you know, there are two 
kinds of Remington .22’s. One 
is the extra powerful Reming- 
ton Kleanbore Hi-Speed, the 
other is the medium-powered, 
target-speed New Improved 
Kleanbore. All your custom- 
ers aren’t exactly sure, how- 
ever, about this distinction. 
You can easily set them 
straight with a little leaflet 
we’ve prepared. 


Place these leaflets on your 
ammunition counter, put them 
into packages. They’re handy- 
sized, and very simple in ap- 
proach. Let us know the quan- 
tity you can use and we'll send 
them along without charge. 
Simply write to Remington 
Arms Co., Dept. C., Bridge- 
port, Conn. 


( Advertisement ) 


DEALER ©2242" LETTER [= 




























THIS YEAR MORE THAN EVER 


Listening to your favorite commen- 
tator on the air, thumbing through 
your daily paper, you might be in- 
clined to be cynical about Christmas 
in 1941. You might question the 
validity of a season of good-will and 
good fellowship in a world torn by 
hatred and hardship. 


Think a moment—then we believe 
you'll agree that we need Christmas 
this year more than ever—to reas- 
sert our faith in each other and in 
our institutions, to appreciate the 
real hospitality our homes so bounti- 
fully afford. Symbolically enough, 
Christmas comes at the darkest time 
of the year; the days are cold, and 
sunlight short. Its merriment is a 
challenge to discouragement and 
despair... 


The public wants to make this a 
memorable Christmas — retail sales 
are at the highest peak ever at- 
tained. And no matter how busy 
you are, how much bustle and con- 
fusion seem to reign in your store, 
you can take comfort in the fact that 
the honestly - made, well - designed 
gifts you sell will not only help make 
this Christmas a happier one, but 
they’ll keep on giving faithful ser- 
vice through the years. 
























HOW ABOUT STEPPING OUT 
AFTER HE DELIVERS THIS LOAD OF 
KLEANBORE* HI-SPEED* .22'? 
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“ONE MAN LISTENS” 


—still going strong! 


Hardware dealers and jobbers enthusiastic about sound 
movie showing how Jim Andrews increased store volume 
through intelligent merchandising. 





“One Man Listens”, 
now almost a year old, 
is becoming the “Gone 
With The Wind” of 
merchandising films, as 
hardware dealers and 
jobbers gather to see it 
all over the country. In 
case you haven’t made 
its acquaintance yet, 
this Remington-Peters- 
Du Pont movie shows 
the steps a typical hardware dealer took to increase and 
facilitate store traffic, to display his merchandise in the 
most advantageous positions, to sell related items and, 
finally, how he used every opportunity both inside and out- 
side the store to increase his sales. 





The actual merchandising data is “straight from the feed 
bag,” for it was developed by leading store engineers and 
merchandising experts. A booklet summarizing the main 
points of the picture will gladly be sent on request. 


**Kleanbore’’ and ‘Hi-Speed’ are Reg. U. 8. Pat. Off. by Remington Arms Co., Inc., Bridgeport, Conn. 
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JANUARY—Pet Supplies 


and Inventory Sales 


Sou: of the windows 


during the month of January could 
be devoted profitably to lines 
which sell and which are in sea- 
son throughout the entire year. 
Pet supplies are an example of 
such a line. 


Pet Supplies 


Many hardware dealers have de- 
veloped satisfactory pet depart- 
ments for their stores. Volume 
may not always be large but 
profit margins are usually quite 
good. A number of traffic build- 


HARDWARE 


ing lines are also to be found in 
this department and they fit nicely 
into the merchandising program 
of the progressive dealer. 

An example of a traffic building 
line found in pet supplies is dog 
food. It brings customers back to 
the store with a regularity that is 
a joy to the merchant. Customers 
seem to accept the hardware store 
as a place in which to buy dog 
food, a condition that makes it 
quite simple to establish the line 
and develop volume in a relatively 
short period. 

The most satisfactory displays 
of this line in the store are mass 


or large quantity displays. It’s a 
good idea to show the smaller 
packages on the table featuring 
dog and pet accessories. Build up 
a big display. Don’t be afraid to 
show as much merchandise as you 
can. Set up a display that will get 
the customer’s attention and you 
will sell more of the line. Many 
dealers carry dog foods in bulk. 
Locate the bins or cartons contain- 
ing this food at the rear, and not 
too far away from the wrapping 
counter. Use show cards on all 
of these displays and you will be 
pleasantly surprised at the results. 

Dog food is given a prominent 
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PET SUPPLIES WINDOW 


Merchandise: Bird cages of several types and styles, bird cage stands, cage springs 
and hooks, aquariums, aquarium decorations, fish foods, bird seeds, gravel, cuttle bone, 
etc., song restorer, dog foods and biscuits, leads, collars, blankets and sweaters, dog 
brushes, rubber toys for dogs, dog baskets. 


Background: Center panel of dark brown corrugated board or painted wallboard. 


Side panels of yellow materials. 


Cut-out letters of vermillion corrugated board. 
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YOU’RE ON TOP WITH 











If you’d just stop and think what your customers want 
and need, you’d see that Gibson is the answer. 
Prove this on your sales floor: (1) Women need 
kitchen convenience: the wide-open Gibson Freez’r 
Shelf gives them that. (2) Women want to prepare 
desserts and crisp salads HOURS before the meal-time 
rush: Freez’r Shelf gives them that. (3) Women want 
to keep an eye on food budgets: Freez’r Shelf lets them 
buy food in bulk and store it against eventual use. (4) 
Women want to preserve vitamins for family health: 
Gibson’s Strata-Zone system of graduated coldness and 
increasing moisture keeps each food properly! Can 
more be asked? 
Beyond that, you have bargain appeal in the fact that 
the wide-open Gibson Freez’r Shelf electric (without 
NO. SF-792 the awkward dropped-down cold unit) gives the handi- 
Super-Freez'r Shelf with Moist Chiller ness and usability of a 7-foot job in a 6-footer ... So— 
if you’ll take the pains to study what women 
want, Gibson will show you the way to security 
and profit in 742. 


Write your distributor. THE GOVERNMENT 
has approved Gibson prices for °42. WE 
HAVE REFRIGERATORS FOR ALERT 
DEALERS. Get in touch NOW! 

Gibson Electric Refrigerator Corp., Greenville, Mich. 


Export Office: 201 N. Wells St., Chicako, U. S. A. 
Cable Address: Gibselco, Bentley Code 


" Makers of Freez’r Shelf Refrigerators and Kookall Electric Range 


















































No. CU-632 No. F -662 No. F-682 No. F-78 
Conventional Regular Freez’r Shelf De Luxe Freez’r Shelf De Luxe Freez’r Shelf See Gibson at the January Housewares Show, January 5th 
Evaporator with Chill-Drawer with Chill-Drawer with Chill-Drawer to 7th, Room 510, American Furniture Mart, Chicago, Il. 







GIBSON KOOKALL RANGES 


‘42 line—also geared to the idea that women want free- 
dom so they can attend to both defense and family occu- 
pations, and still make small food budgets go far in terms 
of tasty and healthful meals. 3 models—high-income, [7 
medium, and low. Automatic "set-it-and-forget-it" control Fae 
optional, waist-high broiler—and full-meal-on-one Kookall— 
element features in all three models. TALK KITCHEN ON 
THE SALES FLOOR AND YOU SELL GIBSON! 






Ten advertise- 
ments in LIFE 
from January 
through August, 
1942, in addition 


ina ccanreaae wteseee's: ~=LUCKY FOR YOU IN °42! 


vertising campaign. 
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spot in the accompanying pet sup- 
plies window. A large quantity is 
on display and a good sized show 


beginning of February. The ob- 
ject of the pre-inventory sale is to 
reduce overstocks, close out sea- 


results are to be achieved. The 
dealer’s wholesaler can be most 
helpful in planning these events. 


card gets across the message that Sonal goods and convert this mer- Store decorations let the cus- i 
the item is a good buy. Always tell chandise into cash before record- tomers know that something dif- i 
cnstammnn Geamn tacts, Bont lo ing the stock on hand. The sale ferent is going on and serve to put ee 
them figure these things out for also serves another purpose, that them in the right buying mood. £ 


themselves. 


Inventory Sales 

Each year more hardware 
merchants find that it is good 
business to hold a special sale be- 
fore taking the annual inventory. 
More time is available for the 
planning and carrying out of such 
a sale when the inventory period 
occurs at the end of January or the 


of stimulating volume during a 
period that is normally very dull. 

An even larger number of 
dealers hold special sales after the 
inventory time. These are de- 
signed more to build volume in 
this slow period and they accom- 
plish their purpose by offering the 
customers values that are attrac- 
tive. Naturally, merchandise for 
such a sale must be carefully 
bought and priced if the desired 


They are inexpensive and easy to 
put up, especially if you run three 
or four wires across the store. 
Show cards should carry out the 
theme of the sale as developed on 
the overhead material. And, don’t 
forget the windows! Work the 
banners and pennants into the 
background of the window and the 
streamers on the glass should tell 
about some of the “crowd bringer” 
items on sale. 


Novel Folder Tells of New Store Location 


FWHUIS novel folder, which was de- 

veloped by the York-Colfax 
Hardware Co., Denver, Colo., in- 
formed customers of the store’s new 
location. The first message on the 





outside of the folder clearly tells of 
the change to the new address. 
Opening this up again the customer 
finds more complete information 
about the new store, the personnel 


BETIER SERVICE! 


Whore Spac e 


LARGER STOCK 


WE'VE MOVED TO OUR 


ss the home .. 


Come to see us in our new 
. see Our new de- 


and the merchandise and services 
offered. This announcement was 
mailed to more than 5000 customers 
of the store a few days before the 
opening of the new store. 



















NEW STORE ac; 


alley, just a few feet from 






fixtures, 
and see what we mean 


partments, mew 








our old location . . . but when we say: THIS IS 
many square feet of added DENVER'S MODERN 
“€ HARDWARE STORE! 
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Pictures of employees of the York- 

Colfax Hardware Co. appeared on the inside 

page of this folder, which is reproduced in part, 

while a general announcement of the fact the company 
had moved was presented in cartoon style on the first fold. 
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TO 
EVERY 
FLORENCE 
DEALER 


The National Defense Program is mak- 
ing increasingly heavy demands upon 
us all . . . and I know that you will 
agree with me that it must come first. 
I promise you now, however, that with- 
in the limitations of that Program, this 
Company will do everything in its pow- 
er to help Florence Dealers successfully 
through the emergency. 

Our material sources are dependable, 
and we are certain to get our share of 
available materials. This means that we 
shall still be able to build you a great 
many ranges and other Florence prod- 
ucts during 1942. 

We shall continue to build you a 
“range for every modern fuel’’—for gas, 
oil, bottled gas, electricity, as well as 
dual-oven oil-and-gas ranges. This 
broad Florence line puts you in an ex- 
tremely good position to meet today’s 
conditions, because it gives powerful 
selling leverage in the flexibility that 
lets you offer a choice of fuels to your 


customer. 


You will be able to count on the 
same high quality you have always ex- 
pected of Florence products. If short- 
ages of certain materials continue, we 
shall have to replace them with others. 
But our technicians are ready—I can 
promise you that basic Florence quality 
will not suffer no matter what changes 
we have to make. You will be able to 
sell Florence products with full confi- 
dence in their dependability; we shall 
stand back of them as we always have. 

We shall continue our advertising. 
The name “Florence” is a valuable part 
of your selling equipment; and we plan 
to maintain this prestige in millions of 
American homes. 

You have always been able to depend 
upon Florence. You can now, and you 
will be able to after the emergency has 
passed. 

We appreciate highly your co-opera- 
tion, patience and good will in a diff- 


cult time. 





President 


NOTE—1 am glad to tell you that we are serving 
National Defense directly, in the manufacture of 
important materials for the War Departments, and 
in products for Defense Housing. 


FLORENCE STOVE COMPANY 
GARDNER, MASS. 
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ADVANCES 


Barrel bolts. Graphite. Some fishing tackle. 


Competitively priced alarm clocks. 


Clamps. 


Some nocket knives. Some bicycle seats. 
Decorated pantry ware. One wall cleaner. 


Certain chisels, gouges, carving tools. 


Copper stove connectors. A.G.A. gas tubing. 
Some brass goods. Chimney top ventilators. 
Singletrees. Wagon hardware. Some wrenches. 





Barrel bolts—As of Dec. 5 
one manufacturer of barrel bolts ad- 
vanced prices approximately 5 per cent. 

« * * 

Showcase, refrigerator hard- 
ware—Several makers have withdrawn 
prices. Details of expected advances 
are not yet available. 

> . * 

Graphite—Effective Nov. 25 
Jos. B. Dixon Crucible Co. advanced 
prices approximately 15 per cent on 
Dixon graphite. 

. 7 ~ 

Paraffin wax—Effective Dec. 1 
Price Administrator Leon Henderson 
ordered a price ceiling on paraffin wax, 
providing a maximum on base grades 
of 4.25 cents a pound for crude scale 
wax and 5.20 cents for refined wax. 
Ceilings on paraffin wax vary accord- 
ing to grade and melting point. 

* . . 

Clocks, ete.—One manufac- 
turer has advanced prices on compet- 
itively priced alarm clocks 2% cents 
each. Clocks and watches are increas- 
ingly harder to get, with indications 
at present that production will be cut 
down 50 per cent next year. 

a” o . 

Cutlery—Some makers of low- 
priced pocket knives have advanced 





PRICES WITHDRAWN 


One line pruning shears. 





44 


prices about 15 per cent. Under 
present conditions instead of getting a 
two-blade brass lined knife to retail 
at 25 cents, the best can be had is a 
one-blade steel lined knife. 
* + . 

Sports sundries — Effective 
Dec. 1, one maker of bicycle seats, 
advanced prices approximately 10 per 
cent and has discontinued the man- 
ufacture of four styles of seats. Ef- 
fective Nov. 19, Marathon Bait Co. 
advanced prices slightly to cover tlie 
excise tax which went into effect Oc- 
tober Ist. 





PRICES REAFFIRMED 


One brush cleaner. 
One wall cleaner. 





Snow guards—Distributors of 
copper Clason snow guards were noti- 
fied by the manufacturers, on Nov. 12, 
that under O.P.M. order M-9-c, copper 
guards cannot be manufactured after 
January 1, for regular uses. Subject to 
stock on hand, limited quantities can 
be shipped up to Dec. 31, after which 
copper guards may be obtained only on 
priority order. 

+ 7 * 

Houseware changes — One 
maker is again offering 2, 3 and 4 
quart sizes of pressure cookers, but its 
larger sizes will be off the market in- 
definitely. Effective Dec. 1 a leading 
maker of decorated pantry ware ad- 
vanced prices 10 per cent. Sheet 





metal radiator air moisteners, despite 

recent price advances, are very scarce, 

and some jobbers report no further sup- 

plies available this season at any price. 
* e % 

Tool lines, ete.—Effective Nov. 
15 one maker advanced prices on 
clamps 10 per cent, and on chisels and 
punches 124% per cent. Also effective 
Nov. 15, then another maker advanced 
the price of its hand screws and clamps 
10 per cent. An increase is reported to 
33 1/3 per cent discount (from 40 per 
cent) on certain wrenches. An ad- 
vance last month on Buck Bros. tools 
affects its general line of chisels, 
gouges and carving tools. Leading 
sellers are up about 8 per cent. Job- 
bers report that in the past 60 days 
a serious shortage has developed on 
tackle blocks, and that it is very diffi-° 
cult to obtain shipments from factories 
without a priority rating. 

* * & 

Paint cleaner, etc.—Prices of 
regular powdered Dic-A-Doo, Dic-A- 
Doo Brush Bath and Sunseal Cleaner 
were reaffirmed recently by Patent 
Cereals Co., Geneva, N. Y. Because of 
greatly increased costs of raw ma- 
terials and containers a slight advance 
was made in the price of Prepared 
(ready-mixed) Dic-A-Doo. Prices on 
Prepared Dic-A-Doo Cleaner (ready 
mixed waterless type) were advanced 
to $2.70 per dozen for the 2 lb. litho- 
graphed cans and to $5.50 per dozen 
for the 5 lb. lithographed pails. In all 
states where fair trade contracts 
are legal, minimum retail prices have 
been established as follows: 1 Ib. 
package regular Dic-A-Doo, 25 cents; 
2 lb. can Prepared Dic-A-Doo, 34 cents 
and 5 lb. pail Prepared Dic-A-Doo, 69 
cents. 

7 * * 

Plumbing and heating— 

Makers of furnace fittings, including 





DECLINES 


Certain roofing lines, 
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Meat, fence...and defense 


TT ARIAT NEAT NN AY 


Sue raising is now a key job in our national defense effort. 

Secretary of Agriculture Claude Wickard has put the emphasis on meat— 
pigs, cows, sheep and poultry—in his gigantic food-for-defense program. 
All over the country, farmers will now be raising more livestock. Fence 
that can be installed quickly and efficiently . . . that will give long, de- 
pendable service . . . can play a vital role in America’s important stock- 


PRES ETN abr 


raising program. 
Bethanized fence meets these requirements to a T. This fence is made 
of sturdy full-gage steel, woven with flexible hinge-joint construction, and 
coated by electricity. 
The bethanized fence coating is the tightest, purest, most uniform zinc 
coating ever applied to wire. There’s extra service in the bethanized 
coating—and extra service really means something these days. 








BETHLEHEM STEEL COMPANY 
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registers, are radically reducing the 


variety they offer, and deliveries are 
very slow on many of the staple items 
remaining. Jobbers have received no- 
tice of an advance on copper stove 
connectors, of 20 per cent, also of an 
increase of 7144 per cent on A.G.A. gas 
tubing. The latter advance was neces- 
:itated by the excise tax on the rubber 
content of the tubing. Effective Dec. 1, 
a revision on brass goods prices, show- 
ing an advance of 5 per cent, was an- 
nounced from a mid-western manufac 
turer. Effective Dec. 1, the retail 
prices on Standard chimney top venti- 
lators were raised 10 per cent over 
the list in effect July l. The new price 
increase and trade discount will be 
effective on all orders received after 
Dec. 1, but subject to further changes 
without notice. 


”* - vs 


Harness and strapwork—A 
leading manufacturer informed dis- 
tributors on Nov. 21 as follows: 

“In the past few months we have 
received so many orders that it has be- 
come necessary in many instances to 
schedule orders for delivery over ex- 
tended periods in the future. 

“Increased costs and future uncer- 
tainties make it necessary, beginning 
Nov. 24, 1941, to accept orders only 
with the express understanding that 
items on which we are unable to make 
shipment within sixty days will be 
billed at prices prevailing at time of 
shipment. However, no advantage will 
be taken in advancing prices unless 
market conditions justify. Delivery is 


contingent both on our ability to  se- 


States comprising regions in these charts: 


1942 Construction Estimate 


The dollar volume of construc- 
tion in 1942 is likely to be greater 
than that of any post-depression 
year except 1941, according to 

W. Dodge Corp., New York 
City, in a statement issued re- 
cently. Estimating that the re- 
corded total of contracts in the 
37 Eastern states will approximate 
$6,130,000,000 during the current 
calendar year, Dodge anticipates 
a 1942 total of $4,185,000,000 or 
bettcr. This 1942 estimated total, 
if attained, will exceed that of the 
year 1940 by a fair margin. 

The 1942 estimates do not in- 
clude any figure for an enlarged 
land-army cantonment program al- 
though the statement explained 
that such a program might b: 
launched almost any date; since 
the Dodge estimates were made 
up, a new army appropriation bill, 
including a large item for canton- 


ments, was introduced in Con- 
gress. 

Estimated declines from 1941 of 
22 per cent in dollar volume of 
non-residential building, of 40 per 
cent decline in dollar volume of 
residential building, and of 36 
per cent in heavy construction in- 
vestment, result in an over-all es- 
timated dollar volume decline of 
32 per cent. While the residential 
building decline in dollar volume 
is estimated at 40 per cent, the de- 
cline in family dwelling units is 
estimated at only 27 per cent; res- 
idential building in 1942 may be 
expected to consist almost en- 
tirely of low-priced units. The 
Dodge estimates, as explained in 
the statement, indicate somewhat 
more serious declines than esti- 
mates that have been issued by 
OPM, and may with fair safety be 
taken as minimum figures for next 
year’s anticipated activity. 





cure raw materials and any _ interfer- 
ence on account of strikes or other 


reasons beyond our control.” 


% “ * 


Farm, lawn and garden sun- 
dries— With the higher prices on eggs 
and poultry, jobbers expect a_ tre- 
mendous spring demand for poultry 
supplies. Due to the fact that they are 
made mostly of galvanized iron, short- 
ages are expected. The situation has 
been further complicated by two man- 
ufacturers going out of business. 
Higher prices on singletrees and wagon 
hardware are reported for next spring, 


with mark-ups of 5 to 10 per cent 





New England—(Conn., Maine, Mass., N. H., R. IL. Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East South Central—(Ala., Ky., Miss., Tenn.) 


West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8. C., Va., W. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 


West South Central—(Ark., La., Okla., Texas.) 
Mountain—(Ariz., Colo., Idaho, Mont., Neb., N. M., Utah, Wyo.) 


Pacific—(Calif.. Ore., Wash.) 
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probable. Seymour Smith & Son with- 
drew prices on its entire line of 
pruning shears, effective Nov. 28. New 
prices sheets are expected at an early 
date. Some lawn mower manufac- 
turers are already completely sold up, 
and are not accepting any new busi- 
ness. 
+ + * 


Vacuum cleaners, etc.—Man- 
ufacturers of vacuum cleaners for 
household use, with average monthly 
sales over 5,200 units, have been re- 
quested to cut production for the 
fourth quarter of 1941 by 10 per cent 
below their monthly average in the 
year ended last June. Manufacturers 
with less average monthly sales can- 
not exceed in the last quarter of the 
current year their own monthly aver- 
ages in the year ended last June. Most 
makers state that shortage of aluminum 
castings used for heads is slowing their 
production. Supplies of electric re- 
frigerators and washing machines, al- 
ready cut by official limitation, are 
reaching distributors in quantities 
generally reported as less than neces- 
sary to supply the large consumer de 


mand. 
* * & 


Paints, Brushes, etc.—A re- 
cent ruling by the O.P.M. requests 
manufacturers of titanium dioxide to 
set aside 20 per cent of their production 
for defense purposes. This means that 
the paint manufacturers will receive 
only 80 per cent of their normal sup- 
ply, added to the fact that they are 
now receiving only 80 per cent of last 
year’s shipments. Due to this scarcity, 
therefore, some manufacturers have 
commenced to eliminate from their 
paint formulas, titanium dioxide which 
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@ Hardware dealers having a LAMSON Speed- 
merchant in their store can congratulate themselves 
—for Mr. Merrill's letter aptly states the hardware 
dealers’ customers’ appreciation of this new kinc 
of merchandising of bolts and nuts. And every- 
where the story is the same—greater sales, more 
profitable sales, and better satisfied customers. 
Mr. Merrill's letter, like a mirror, reflects the facts. 


Compact—that's the Speedmerchant. Up-to-date 
—that’s the idea. Small investment, minimum stock, 
and does its own selling. Five of the most salable 
products—in a range of sizes that meet all require- 
ments—displayed so that your customer can see 
what he wants, what he gets, and the price he pays. 


No palaver. No dickering. No guessing. Every piece 
on display is Brite-plated—rust-proofed—and stays 
that way. And best of all, from the viewpoint of the 
hardware dealer, every piece carries a profit—so 
that there is no loss. Yes, the LAMSON Speedmerchant 
is truly the “answer to a maiden’s prayer” as Mr. 
Merrill says, from both the customer's viewpoint, 
and the dealer's. How long can you afford to be 
without it? Ask your jobber for the LAMSON line. 
THE LAMSON & SESSIONS COMPANY ~ General Offices, Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


‘AMS on 


BOLTS-NuTSs 


LAMSON & SESSIONS 
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The Hardware Age Blackboard 





Stock-sales ratios are percentages obtained by dividing the cost value of stocks by sales 


of an identical group of firms. 


is used to make paint whiter. A re- 
cent announcement by one maker to 
its trade, reads as follows: “In order 
to conserve metal, which is a material 
vital to our national defense, all our 
wall and varnish brushes will be made 
on ferrules not exceeding 1% inch in 
depth, after our present stock of the 
deeper ferrules is exhausted. This 
change will in no way impair the 
working quality of our brushes, While 
the brushes will not appear as large 
as they do when made on the deeper 
ferrules, they will be more practical.” 


. * . 


Metals limitations—Only 50 
per cent of United States steel produc- 
tion will be available for strictly 
civilian use in 1942, according to Direc- 
tor Nelson of the Supply Priorities and 
Allocations Board. He also expressed 
the belief that military use of copper 
next year will exceed the present esti- 
mate of 1,000,000 tons, thus further 
curtailing the already drastically re- 
stricted civilian releases of this metal. 
Distributors have been 
the modification of the copper conser- 
Although manu- 


relieved by 


vation order M-9-c. 
facturers cannot roll copper sheets and 
strips, or produce copper or bronze 
screen cloth for civilian needs after this 
month, manufacturers’ and _ distrib- 
utors’ stocks on hand may be sold out. 
Prices, on items affected, 
must be no higher than those in ef- 
fect by the seller on Oct. 21. 
. © ” 

Zine and lead—O.P.M. has or- 

dered producers of metallic zinc to set 


however, 


aside in December a pool equivalent to 
29 per cent of their August produc- 
tion, subject to government allocation. 
This would produce a supply through- 
out the industry of about 21,000 tons 
for allocation purposes. All lead re- 
finers were ordered to set aside 15 


48 


per cent of their December production, 
subject to government call. The De- 
cember pool is expected to total be- 
tween 6,000 and 6,500 tons. Metal not 
immediately used from this pool for 
armament purposes will be added to 
the government’s reserve stock pile. 
Maximum prices on rolled zinc sheets, 
strip and plates, adjusted to the recent 
one cent a pound increase in slab zinc 
prices, were announced Nov. 28. New 
wholesale base prices per pound, f.o.b. 
Sheet 
ribbon or strip zinc, 12.25 cents; small 
zinc plates, 11 cents in lots of 1,000 


mill are: zinc, 13.15 cents; 


pounds and over, 12 cents in lots of 
less than 1,000 pounds; large zinc 
plates, 12 cents in lots of 1,000 pounds 
or over, 13 cents in Jots of less than 
1,000 pounds. This schedule allows a 
differential of 4.9 cents above the price 
of slab zinc for zinc sheets, and of 4 


cents for strip. 





Roofing—O.P.A. Director Hen- 
derson on Dec. 1 established a maxi- 
mum price schedule, reducing from 5 
to 10 per cent certain manufacturers’ 
prices of asphalt and tarred roofing 
products, effective Dec. 12. O.P.A. of- 
ficials said that the demand for these 
products has “risen sharply” because of 
new defense plants and defense hous- 
ing projects. They state, that although 
lower costs have resulted from the rec- 
ord output of the first eight months of 
1941, the prices of some makers have 


‘ 


been raised several times and are cur- 
rently about 16 per cent above the 
levels that prevailed at the beginning 
of 1941. Jobbers and distributors in 
the territory affected are expected to 
pass along the new reduced schedules 
promptly. 


Wire nails—Hopes that the 
supply situation would improve have 
thus far been disappointing. Some 
manufacturers are entertaining no new 
civilian orders except for emergency 
supplies from their regular customers. 
Deliveries are slow, subject to prices 
Jobbers’ 


stocks are very thin, and such limited 


ruling at time of shipment. 


supplies as are arriving on old orders 
from the mills are being “spread thin” 
among regular dealer customers. Some 
makers of packaged nails and brads 
are eliminating their smaller packages 
temporarily, offering (deferred)  ser- 
vice on case lots and keg lots only. 


* * * 


Bolts, rivets, ete.—The de- 
mand for bolts for defense construction 
has swamped all the manufacturers, 
and heavy bolts are scarce, or seriously 
delayed, for other than defense orders. 
With the riveting and bolting of tanks 

(Continued on page 77) 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 
group of firms. 
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‘Neither Grand- 
father, Father, 
nor ourselves 
have ever sold 


any fence but 
AMERICAN” 


AMERICAN 


TENNESSEE COAL, 


STEEL 


i 


In Oakland, Nebraska, the four Holm- 
quist brothers operate a well-known 
business founded by their grandfather. 
So their company has had plenty of 
time to prove that it pays to sell fence 
that has a reputation for quality. Read 
what Mr. H. M. Holmquist has to say 
of their experience: 

“My grandfather started this company April 
1, 1883. We began selling American Fence 
when it was first made and we were the first 
in this territory to sell woven wire fencing. 
Every one of our customers has been well 
satisfied with it and in all that time neither 
grandfather, father nor ourselves ever sold 
any fence but American. We never have the 
least bit of trouble selling American Fence 
because most of our customers are sons and 
grandsons of our original customers, and 
American Fence is a household word with 
them.” 


There’s good reason why so many 
y y 


& WIRE 


dealers have been selling American 
Fence ever since it was first brought 
on the market. Nothing assures your 
getting increased business year after 
year like a good number of satisfied 
customers. American Fence gives 
farmers the kind of service that keeps 
them satisfied. And it brings them and 
their friends back time and again to 
American dealers for fence. 

To help our dealers establish them- 
selves as headquarters for American 
Fence we provide folders, catalogs and 
other sales aids—many of them im- 
printed with your own name and ad- 
dress. Ask your jobber for them—or 
write us. And ask for a copy of our 
General Dealer’s Catalog. It’s full of 
facts about the camplete line of U-S-S 
American products. 


COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


~ 
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UNITED 
STATES 
STEEL 











Hunters’ Booth and Contest 
Attract New Business 


| De year at the 


start of the big game season, the 
Mabie-Lowrey Hardware Co., Ros- 
well, N. M., builds a hunters’ booth 
around its sporting goods depart- 
ment. This creates an entirely 
new atmosphere for the depart- 
ment and starts the customers 
thinking about the hunting season 
ahead. 

Bark slabs are used on the front 
of the booth and on these are 
shown mounted specimens of the 
game to be found in that area. 
Displays of guns and ammunition 
can be seen through openings in 
the side of the booth. 

A contest is sponsored by the 
store each season and a prize is 
awarded to the hunter who kills 
the largest buck. Hunters, to be 
eligible for the contest, must 
register at the store before going 
hunting. Last year more than 896 
hunters registered and at least 90 
per cent of them purchased their 
ammunition and other require- 
ments at that time. 


Rustic booth and award for the 
largest buck build sales for 


the Mabie-Lowery Hardware Co. 


BEFORE—Here 
is the sporting 
goods depart- 
ment as it was 
before the ad- 
dition of the 
hunters’ booth. 





AFTER—The booth’s front is placed along the front of the regular tables and cases on the floor. 
Walls are made of slabs of bark and large side openings permit a view of guns and ammunition. 
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More hardware men will make more money selling 

more Magor Products this year than ever before. To- 

day there are more hardware men who know and appre- 

ciate the fair and honest sales policy always maintained by 

Magor. More customers of hardware men know and appre- 

ciate the better qualities of Magor Products—strength, balance, 
long life—and they like the price too. 


Magor is going to keep on building this host of friends to even 
greater numbers—will utilize every resource to insure this. 





Meanwhile Magor is doing another job in which every hardware BULL'S 
man is vitally concerned. The production of planes, tanks, guns, RAF 
ships—armaments of all kinds—requires thousands upon thou- = 

sands of shovels, scoops and spades. Magor is dedicated to mak- € y) 
ing absolutely sure that no matter how many thousands are or- gl 
dered, there will be no shortage—no delayed delivery of these 
products for defense. That's Magor’s first job, just as it is yours. 




















The Magor plant was a big one in 1940. It is even bigger now. 
y DIGWELL | Modern, efficient, properly equipped, it is operating at capacity, 
§ BRAND | turning out finest quality steel products—for defense and for 
. hardware men. 


Ask your jobber about the Magor line. It’s Time Tested. It's 
Hardware Tested. 
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HOUSEHOLD VACUUM CLEANERS 


READ IT IN HARDWARE 


























CUT 10 PER CENT BY OPM 


CUT MUST BE MADE OCT. 1-DEC. 31, 1941 


Class ““A’’ manufacturers defined as those 
with monthly sales from 5,200 units up. 


Class ““B” 


manufacturers — with 


monthly 


sales of less than 5,200 units — restricted 


to output of 


100 per cent of 


average 


monthly factory sales in year ended June 30. 


(Washington 
of HARDWARE 


Bureau | 
AGE) 
The 10 per cent cut in pro- | 

duction by large manufacturers 

of vacuum cleaners for house- 
hold use, ordered on Nov. 26 by 

OPM Director of Priorities Don- | 

ald M. Nelson means that they | 

must make this slash during the 

Oct. 1—Dec. 31, 1941, period be- 

low average monthly factory 

sales for the year ended June 30 

or that they may produce 15,600 

units during the three-month 

period, whichever would result 
in greater output. OPM classi- 
fied large manufacturers as 

(class “A”) those whose average 


| industry in 1940 was placed at 





monthly sales are from 5,200 
units up. 
Manufacturers whose average 


monthly sales are less than 5,200 
units are in Class “B” and are 
restricted to an output of 100 
per cent of average monthly fac- 
tory sales in the year ended 


~~ 





June 30. It was pointed out that 
extremely high levels of produc- | 
tion have been reached by the 
industry in recent months, and 





the current rate is more than 
120 per cent of 1940. 
The vacuum cleaner curtail- 


ment program designed to con- 
serve steel and other critical ma- 
terials, follows the pattern of that | 
cutting the production of domes- 
tic mechanical refrigerators and 
washing and ironing machines. 
OPM explained that curtail- 
ment of the vacuum cleaner in- 
dustry is relatively small com- 
pared with cuts ordered for other | 
durable goods industries. Vacuum | 
cleaners require only small | 
amounts of raw materials, OPM | 
said, and the industry has a high 
ratio of employment compared | 
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with 


| consumed. 


Total steel consumption by the 


less than 10,000 tons, while fac- 
tory employees numbered ap- 
proximately 8500. The compara- 
tive factory employment figures 
per 1000 tons of annual steel 
consumption are approximately 
850 in the vacuum cleaner in- 
dustry as against 100 in the 
domestic mechanical refrigerator 
industry and 140 in the washing 
machine industry. 


the amount of materials | duction have been accomplished. | 


Equipment used in general by 
the industry, however, requires 
modifications before it can be 
made adaptable to defense work. 
Any labor displacement result- 
ing from the curtailment it was 
stated, will have the attention of 
OPM’s Labor Division, which 
undertakes programs for retrain- 
ing workers for defense jobs. 
The industry was said to have 
already made substantial ad- 
vances in substituting for critical 
materials. OPM stated that it 





Nineteen companies reported 
to the OPM Division of Civilian 
Supply that they will be affected | 
by the curtailment. Some trans- 
fers of facilities to defense pro- | 


Systems Now 


Irrigation systems and_black- 
smith and repair shops are now 
covered by recent amendments 
to the priorities repair and main- 
order issued by the 
Office of Production Manage- 
ment, the U. S. Department of 
Agriculture said recently. 

Under the recent admend- 


tenance 





| ments, a defen-e rating of A-10 


will be extended to repair, main- 
tenance and operating supplies | 
for public and private irrigation | 
systems, machine and _ repair 
shops, and blacksmith shops. 
“These amendments will serve 
to assist in solving some of agri- 
most urgent supply 
said M. Clifford 


culture’s 
problems,” 





Repair Shops ond Irrigation 


has practically eliminated alu- 
minum in present models. This, 
it. was stated, is expected to re- 
sult in savings of more than 3000 
tons of aluminum a year. 


Have Priorities 


Townsend, director of the Office 
of Agricultural Defen-e Rela- 
tions. “It is essential that the 
rural service and repair shops 
secure supplies to keep farm 
equipment rolling, and irrigation 
systems are the life-line of 
Western agriculture.” 


POT AND KETTLE NEWS 


The San Francisco Pot and 
Kettle Club is planning a Christ- 


mas Party for Thursday evening, | 
Dec. 18. It will be complete with | 
dinner, a Christmas | 
tree, Santa Claus, and entertain- | 


a turkey 


ment for all. In addition there 
will be a present for each child 
attending. 








R. C. COSGROVE 


COSGROVE JOINS R.M.A. 
PRIORITIES COMMITTEE 


Raymond C. Cosgrove, vice- 
president and general manager, 
manufacturing division of The 
Crosley Corp., Cincinnati, Ohio, 
has accepted an appointment by 
President Galvin, of the Radio 
Manufacturers’ Association, as a 
member of the priorities commit- 
tee of the R.M.A. Mr. Cosgrove’s 
duties, as a member of this com- 
mittee, will include working 
with the government on all pri- 
ority matters which have to do 
with the radio industry. 

Recently elected to the board 


| of directors of the R.M.A., Mr. 


Cosgrove has 


been taking a 


| leading part in representing sev- 
eral industries in priority matters 





with the various governmental 
departments. He was recently 
invited by Leon Henderson, ad- 
ministrator, OPA, to serve on an 
advisory panel to supply quali- 
fied advice, from time to time, 
to the OPA on problems relating 
to prices of mechanical refrig- 
eration. 

Mr. Cosgrove also is serving 
as a member of the mechanical 
household refrigerator sub-com- 
mittee of the Electrical Defense 
Industry Advisory committee, 
which is cooperating with OPM 
and OPACS. 


HARDWARE WEEK 


National Hardware Week will 
be celebrated April 16-25, 1942. 
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REPAIR, MAINTENANCE 
PRIORITIES ARE EXTENDED 


Further amendments to P-22 extends priority assistance to indi- 
vidual contractors, machine and repair shops, blacksmiths, etc. 


A number of amendments to 
Preference Rating Order P-22, 
covering repair, 
and operating supplies (see 
HarpwareE Ace, Nov. 13, page 
26), were announced recently by 
the Priorities Division. Amend- 
ment A embodies three changes 
designed to assist important in- 
dustries heretofore not specifi- 
cally covered by the order. 

The first of these changes 
brings natural gas and hydrocar- 
bons associated with petroleum, 
under the terms of the order, and 
extends its assistance the 
transportation as well as the pro- 
duction of these items. This 
means that pipelines, railroads, 
and truck fleets engaged in mov- 
ing the products of the petroleum 
industry may now apply the A-10 
rating to the acquisition of neces- 
sary repair and maintenance 
parts and operating supplies. 
Petroleum production was cov- 
ered in the original order. 

Another change brings within 
the terms of the order privately- 
owned irrigation systems, toll 
bridges, and toll canals. Pre- 
viously, units within these cate- 
gories were assisted only if they 
belonged to governmental units. 

A third paragraph extends the 
assistance of the order to those 
using tools or equipment to re- 
pair or maintain the property of 
other producers. Priority 
sistance is thus extended to in- 
dependent contractors and others, 
such as machine and 
shops, blacksmiths, and similar 
repair, and maintenance 
ators, 


to 


as- 


maintenance, | 





placement of equipment and pro- 


hibited replacements “unless such | 


existing installation is beyond 
repair.” It has been impossible, 


and in many cases, undesirable, | 


to require replacement’ with 
equipment exactly like the old. 
The procedure frequently held 
the producer to use of antiquated 
equipment, and sometimes made 
it impossible for him to obtain 
any replacement equipment. 


Amendment D changes the 


Service Tools Industry 





methods by which exemption of 
various industries from the re- 
strictions on deliveries, withdraw- 
als, and inventories may be grant- 
ed. The order excepts public 
utilities from the terms of P-22 
if they are covered by Prefer- 
ence Rating Order P-46, as 
amended from time to time. 
Mines not receiving the assis- 
tance of the mine repair order 
may benefit from the terms of 
Preference Rating Order P-22. 


Forms Defense Committee 


* Attended by executives repre- | by Dillon Stevens, vice-president 


senting nearly every important 


tool manufacturing company in | 


the United States, the meeting 
of the service tools industry re- 
cently held in Chicago took an 


important step forward in the 
formation of a coordinating 
committee for National Defense 


to represent the industry in its 


of the Plomb Tool Company as 
chairman. Other members 
E. J. Wilcox, J. H. Williams & 
Co.; Roger Palmer, Snap-On 
Tools Corp.; W. F. Costello, 


| The New Britain Machine Co.; 
| Arthur J. Male, Bonney Forge 
; & Tool Works; W. R. Horsford, 


dealings with OPM and _ the} 
Steel .Allocations Board. 
Consisting of seven men of 


| outstanding prominence in their 
| fields, the committee is headed 


repair | 


oper- 


Amendment B defines operat: | 


ing supplies. as before but re- 
words the definition to state that 
such supplies shall not include 


“any material which the producer | 


acquires solely to 
store, or transport.” 

Amendment C makes two im- 
portant changes. It deletes the 
provision of the previous order 
which refused assistance in re- 
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distribute, | 





DILLON STEVENS 





Duro Metal Products Co.; Ed- 
ward Norris, Utica Drop Forge 
& Tool Corp. 

The service tools industry, 
which is nation-wide, mannufac- 
tures wrenches, screw drivers, 


| pliers and all mechanic’s hand 


tools. It is now recognized by 
the government as being on 
a parity in importance with 
the machine tool industry, and 
it will be one of the first indus- 


tries to be allocated steel and 
raw materials under the new 
| Allocations Plan. 
NAMED REPUBLIC 
PIPE SALES MGR. 
Manly B. Brown has_ been 
named manager of sales, pipe 


division of the Republic Steel 
Corp., Cleveland, Ohio. Mr. 
Brown has been associated with 
Republic since 1936 as assistant 
manager of sales, pipe division. 


are 


APPEAL FORM PROVIDED 
FOR COPPER HARDSHIP 
CASES 


Donald M. Nelson, Director of 
Priorities, has announced that a 
special appeal form has been pro- 
vided for manufacturers whose 
operations come under the spe- 
cial hardship clause of Copper 
Conservation Order M-9-c. The 
new form, PD-167, may be ob- 
tained from any Priorities Divi- 
sion field office (see page 32 of 
this issue) or by writing to the 
Priorities Division in Washing- 
ton. Any appeal made must be 
filed on this form and must be 
mailed to the Director of Pri- 
orities, Reference M-9-c, Wash- 
ington, D. C. Most of the hard- 
ships arising under the order are 
unavoidable. 

In considering appeals, the 
Priorities Division will take ac- 
count of such factors as sudden 
and harmful dislocations of em- 
ployment and freezing of inven- 
tories which are in process and 
which would become useless if 
the process were not completed. 


WANTS HOUSEWARES 
NOVELTIES LINES 


W. C. Lyon Co., hardware 
concern at Durham, N. C., is en- 
larging its depart- 
ment and also adding a hardware 
department and would appreci- 
ate receiving manufacturers’ and 
wholesalers’ catalogs and price 
lists covering those lines. 


housewares 


DEFENSE PRODUCTION 
MAY SUSPEND SKATE 
MANUFACTURE 


The use of bearings by defense 
industries and the non-delivery 
of bushing steel stock and hexa- 
gon steel rod for cones and nuts 
due to OPM priority require- 
ments is seen as making the sus- 
pension of roller skate manufac- 
ture a possibility, according to 
one manufacturer. In this con- 
nection Robert R. Ware, Jr., of 
the Chicago Roller Skate Co., 
Chicago, Ill., points out that still 
greater shortages of skates is the 
present outlook and that while 
present conditions continue, his 
company will do the best it can 
in making at least a partial de- 








livery of each order. 
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NAT. COUNCIL TO MEET 
FAIR TRADE ATTACKS 


Evidence that opponents of 
minimum resale prices on trade- 
marked merchandise are or- 
ganizing a nation-wide attack 
upon the “Fair Trade” laws per- 
mitting this practice has caused 
the American Fair Trade Council, 
36 W. 4th St., New York City, 
to prepare for an active cam- 
paign of defense, according to a 
recent statement by Crichton 
Clarke, general counsel for that 
organization. 

Mr. Clarke, who has 
president of the Council since 
1937, announced also that he had 


been 


FORGED AXES SIMPLIFIED 
PRACTICE REVISION 


A revision of the recommenda- 
tion on forged axes has been ap- 
proved by the industry, and will 
be effective from Dec. 1, 1941, 
according to an announcement of 
the Division of Simplified Prac- 
tice of the National Bureau of 
Standards. The revised recom- 


mendation will be identified as | 


Simplified Practice Recommen- | 
dation R158-41. 

The original draft of this 
recommendation, which was 


drawn up and approved in 1935, 
established a simplified list of 
axes consisting of about 60 per 
cent of the 845 varieties then 
being produced. A revision made 
in 1937 further reduced the va- 
riety to about 45 per cent of 
the original number. 

The current revision again re- 
duces the number of stock va- 
rieties of axes, this time by 48 
per cent, or to only 23 per cent 
of the number of varieties in de- 
mand prior to 1935. 


Until printed copies are avail- | 
able, free mimeographed copies | 


of this simplified practice recom- 
mendation may be obtained from 
the Division of Simplified Prac- 


tice, National Bureau of Stand- | 


ards, Washington, D. C. 


PHILADELPHIA BUILDERS 
HDWE. MEN FORM CLUB 
The Builders Hardware Club 
of Philadelphia was recently or- 
ganized _ with 
810 Architects Bldg., 
phia, Pa., as a non-profit asso- 


ciation and to afford an oppor- | 


tunity for builders’ hardware 
men of that city to meet so- 


cially and increase the friendship | 


of those engaged in the build- 
ers’ hardware business. The club 
is not related to the National 
Contract Hardware Association. 
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headquarters at | 


Philadel. | 


retired from that office to be- 
come the organization’s legal 
adviser, and that the board of 
directors had elected John W. 
Scott of Grand Rapids, Mich., 
secretary of Bissell Carpet 
Sweeper Company, as his suc- 
cessor. Other officers elected by 
the board are: John Wyckoff 
Mettler, president of the Inter- 
woven Stocking Company, as 
vice-president, and Frank L. 
Magel, of New York, represent- 
ing the American Booksellers 
Association, as secretary - trea- 
surer, both reelected. 





At the organization meeting 
ithe following officers were 
elected: Gerald M. Coholan, 
chairman; Frank D. Brown, vice- 
| chairman; Walter J. Morris, sec- 
| retary and treasurer; directors, 
| Messrs. Coholan, Brown, Morris 
jand J. W. Ruttle and James 
| Leonard. 
| Membership in the club is 
| confined to those who represent 
| firms engaged in the builders’ 
| hardware business and who are 
| thoroughly familiar with making 
| up schedules from architects’ and 
contractors’ drawings and speci- 
fications, and whose firms are 
equipped with same rooms for 
displaying builders’ hardware; 


also, manufacturers’ representa- 


| tives who call regularly on those 





ager (right) presenting the cup to S. 


companies. Meetings 
held four times a year and each 
member is to be assessed $2.00 
a year and also to pay for his 
own dinner at the time of meet- 
ings. 

Voted a life membership at 
the meeting were John P. Murta, 
Gene Lovell, Edward Graham, 
Charles M. Lewis, and Adolph 
Soeffing. 


N. Y. HARDWAREMEN 
VISIT NIGHT CLUB 


In place of the usual luncheon 
meeting the Hardware Trade 
Association of New York held a 
night out Tuesday evening, Nov. 
25, at Billy Rose’s Diamond 
Horseshoe, in the Paramount 
Hotel, West 46th St., New York 
City, 70 members and 
guests attending. Following an 
excellent roast beef dinner the 
hardwaremen enjoyed “The Sil- 


about 


.ver Screen,” a stage and floor 


show presentation touching on 
the growth of the movies from 
the time of the Keystone Cops 
to the introduction of Techni- 
color. 

Arrangements for the highly 
successful party were in charge 
of Roy C. Schmidt, Stanley 
Tools; M. C. Harriman, Ameri- 
can Steel & Wire Co., president 
of the club and E. S. Norvell, 
E. C. Atkins & Co., secretary- 
treasurer of the association. 


will be | 


SMULLEN PROMOTED 
BY MURALO CO. 


George C. Smullen has been 
| promoted to assistant manager 
| of The Muralo Co., Inc., it has 
| been announced by W. M. Clark, 
| manager. Mr. Smullen will make 
his headquarters at the com- 
pany’s home office, 570 Rich- 
mond Terrace, Staten Island, 
N. Y. He has been associated 
with the firm for five years, su- 
pervising sales in the eastern 
division for the past two years. 





STORE CELEBRATES 
50TH ANNIVERSARY 


The Bernard F. Maurer Hard- 
ware, 4345 Main St., Manayunk, 
Philadelphia, Pa., is celebrating 
its 50th anniversary in the hard- 
ware business. The business was 
organized by Mr. Maurer’s 
father, Joseph H. Maurer, in 1892 
under whose control it remained 
until his passing in 1915. His 
widow, Mrs. Frances E. Maurer 
then operated it until Bernard 
Maurer assumed control of the 
firm in 1925. 

At the time the business was 
founded, Mr. Maurer, Senior, 
dealt in powder, dynamite and 








quarry supplies, a class of busi- 
ness that earned him the name 
of “Dynamite Joe”. 

In addition to operating the 
hardware store, Bernard F. 
Maurer is also vice-president of 





the Franklin Hardware & Sup- 
ply Co., Philadelphia, Pa. a 


dealer-owned wholesale concern. 











DISSTON SOFTBALL LEAGUE has an enviable record, winning one leg on a 
rotating silver cup and a permanent trophy award—both for the team’s success in the 
Philadelphia Northeast Industrial Conference Softball League. 
awarded as runner-up in the Philadelphia Daily News Contest in which the Disston team 
won 7 and lost | game. Shown on the Disston Athletic Field are Thomas H. Sims, man- 
Horace Disston, president, Henry Disston & Sons, 
Inc., while he holds in his left hand the runner-up trophy. Anthony D. Catalano, captain 


The third trophy was 


of the team, center, holds trophy awarded for winning the Northeast Industrial Confer- 


ence 1941 Championship. 
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Titanium Dioxide Used As 
A Pigment To Be Allocated 


(Washington Bureau 
of HARDWARE AGE) 

A monthly allocation system 
directing distribution of titanium 
dioxide used as a pigment was 
ordered Nov. 22 by OPM’s Pri- 
orities Division. The system, 
effective Jan. 1 and set up in 
General Preference Order M-44, 
provides for a defense pool for 
mandatory orders and proration 
of the remainder on an equitable 


basis. The armed services and 


the Maritime Commission are af- 
fected, but potential users not 


having a previous customer rat- 
ing may receive an allocation. 
The defense pool for the first 
month is set at 20 per cent of 
daily production for each man- 
ufacturer. The percentage is sub- 
ject to variance according to 
need. According to an OPM 
statement, the United States was 
formerly dependent upon India 
for titanium ores, but the open- 
ing of additional American mines 
| together with present inventories 





| will prevent scarcity because of 
the cessation of imports. 


Dealers Mast Register Dec. 31 
For Instalment Selling 


Hardware dealers engaged in 
selling merchandise on_ instal- 
ment terms are required by the 
terms of Regulation “W” to ap- 
ply for a license to continue such 
selling after Jan. 1, 1942. Regu- 
lation “W,” issued by the Board 
of Governors of the Federal Re- 
serve System, became effective 
Oct. 1, 1941, and set forth vari- 
ous revisions of the terms and 
conditions of instalment selling. 

All merchants were granted a 


general license to continue to! 


PITTSBURGH DEALERS 
PLAN NEW ACTIVITIES 


More than 100 Pittsburgh, Pa., 
hardware dealers and_ guests 
were present at the meeting of 
the Pittsburgh Retail Hardware 
Association, Friday night, Nov. 
28, at the Fort Pitt Hotel, to 
discuss plans for making the 
local organization more helpful 
to a greater number of dealers 
in Pittsburgh and the western 
part of the state. 

Individuals from the local 
utility companies, wholesalers, 
and dealers took part in the 
program and presented sugges- 
tions for the consideration of 
the group. 

Guest speaker was George G. 
Hoy, associate editor, HARDWARE 
Acre, New York, N. Y. He dis- 
cussed the subject of “Local 
Hardware Associations—T heir 
Responsibilities and Opportuni- 
ties.” In his talk he stressed the 
value of local groups, and 
pointed out how these organi- 
zations, because of their knowl- 
edge of local needs, can serve 
members better in many ways 
than state or national organi- 
zations. Mr. Hoy also spoke 
briefly on the subject of pri- 
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engage in the selling of goods on 
instalment terms until Dec. 31, 
1941. In order to continue this 
type of selling after this date a 
license must be secured. 

Dealers wishing to apply for 
licenses are required to file a 
registration statement (Form 
F. R. 563) with the Federal Re- 
serve Bank in the district before 
Dec. 31, 1941. Registration 
| statements are now available at 
Reserve Banks or from local 
banks in the community. 





| orities and urged those present 
to become thoroughly familiar 
with this system, which is play- 
ing such an important part in 
the operation of all kinds of 
business. 

Other speakers were Frank 
Hegner, Hegner Hardware Co., 
Sewickley; Wm. M. Stout, gen- 
eral manager, American Hard- 
ware Supply Co., Pittsburgh; A. 
A. Osterman, director trade de- 
velopment, Duquesne Light Co., 
Pittsburgh; and Lew Demmel, 
gas promotion division, Ketchum, 
MacLeod & Grove, Pittsburgh. 

Following the talks, Herb Son- 
erson, display man, discussed 
the fundamentals of good win- 
dow display. As he covered 
each point he demonstrated how 
it could be accomplished in an 
actual window. When his talk 
was finished he presented for the 
group’s consideration a _  sug- 
gested Christmas window for the 
hardware store. 

Earl A. Monroe, hardware 
dealer, president of the associa- 
tion, presided at the meeting 
and announced that the next 
regular meeting of the associa- 


tion will be held the fourth Fri- 








day in January. 
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SPECIAL BITS 


FOR 


ELECTRICIANS 


AND 


PLUMBERS 
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EASY 
BORING 





LONG 


HESE bits have single 

spur and cutter and coarse 
thread screw. They start eas- 
ily and bore rapidly in all 
woods. Especially efficient in 
gummy woods, as they do not 
clog up. 

Made of forged, high car- 
bon steel carefully heat treat- 
ed, they have unusually long 
edye life—so much so that the 
time saved by not having to 
sharpen them so often more 
than makes up for their slight 
extra cost. 

L-101E, the Electrician’s 
Bit, comes in 10, 11 and 12 
sixteenths. An overall length 
of 10% inches affords extend- 
ed reach. Extra twist has been 
added to improve the chip 
clearance in deep holes. 

J-101S, Plumber's Bit, 
comes in 12 and 14 sixteenths. 
Overall length, 614 inches. 

J-101E, Electrician’s and 
Plumber's Bit, with an overall 
length of 91% inches, is made 
in sizes graded from 11/16ths 
to 16/16ths by _ sixteenths. 
Also carried in sizes 18, 20, 22, 
24, and 28/16ths. Your job- 
ber can supply you. 





—I 


* AUGER BITS 


L-10 








THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. | 
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| manager of the New York of- 





OBITUARIES 





DANIEL M. SHEPARD | fice of the Corbin Screw Corp. 
M. Shepard, 47, vice- | in 1924 and in 1936 assumed the 
| additional duties of manager of 
the Corbin Cabinet Lock Co. 
and its Tavern Division. 


Daniel 
president in charge of produc- 
tion at Landers, Frary & Clark, 
New Britain, Conn., died No- 
vember 10, at the New Britain 
General Hospital, where he had 
underwent an operation. Dur- 
ing more than 28 years with the 
company he had risen from a 
minor clerkship to one of the | 
leading positions in the concern. | 

Mr. Shepard was not yet 20 | 
years old when he entered the 
employ of Landers, Frary & 
Clark as a clerk in the purchas- 
ing department. He later be- | 
came purchasing agent, and in | 
1931 was made vice-president in 
charge of production. 

‘In addition to his duties at | 
Landers, Frary & Clark, Mr. | 
Shepard was a member of the | 
Masonic lodge of Bristol and 





J. T. SHELTON 


He leaves his widow and two 
sons, John Donald of New York 
and Norman Thomas Shelton of 
California. 


C. MEADE WILSON 
C. Meade Wilson, 72, former 


vice-president and recently in 
charge of inside sales of L. H. 
Smith, Inc., Pittsburgh, Pa., 
passed away Nov. 10. Mr. Wil- 
son had been ill for some time, 
but remained on the job. A 
member of the HARDWARE AGE 
Fifty-Year Club, he had been a 
hardware man for almost 52 
years and was associated with 
L. H. Smith, Inc., since 1890. 

Mr. Wilson is survived by a 
son, Howard Meade, and a 
daughter. A brother, J. P. Wil- 
son, is a hardware dealer of 
Rinersburg, Pa. 








: DANIEL M. SHEPARD 


New Britain, the Shuttlemeadow 
Country Club and the Kenilworth 
Club. He was a director of the 
New Britain Trust Co. and par- 
ticipated in many local activi- 
ties. 


J. T. SHELTON 


J. T. Shelton, 63, former man- 
ager of the New York office of 
the Corbin Cabinet Lock Co. and 
the Corbin Screw Corp., New 
Britain, Conn., passed away Nov. 
26. Mr. Shelton had been ailing 
for some time and had retired 
from active business in 1937. 

Mr. Shelton had been asso- 
ciated with Corbin since 1899, 
starting as a stock clerk for 
P & F Corbin. He became suc- 
cessively a salesman for shelf 
hardware and contract work; 














C. MEADE WILSON 


HARDWARE AGE 
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FRANK S. CUNNINGHAM 


Frank S. Cunningham, 75, 
chairman of the board of Butler 
Bros., Chicago, Ill., passed away 
Dec. 1 of a heart ailment. Mr. 
Cunningham had been with the 





FRANK S. CUNNINGHAM 


Butler organization for 55 years. 
He was a member of the Harp- 
warE Ace Fifty-Year Club. 
Mr. Cunningham joined the 
company at the age of 20, serv- 
ing Edward B. Butler, the 
founder, as a stenographer. In 
1898 he was made manager of 
the catalog-advertising 


dent and director the same year. 
A few years later he was made 


director of sales in which ca- | 


pacity he served until his elec- 
tion as president of Butler Broth- 
ers in 1918, remaining in that 
position until 1939 when he be- 
came board chairman. 

He was a member of the boards 
of Northwestern University and 
the University Settlement, a 
founder and president of the 
Cradle Society of Evanston, and 
a member of several societies 


and clubs, including the Union | 


League. 


Mr. Cunningham’s wife died | 


in 1926. Their only child, Cap- 
tain Oliver Baty Cunningham of 
the 15th Field Artillery, was 


killed in the battle of St. Mihiel | 


on his 24th birthday. In memory 
of his son, Mr. Cunningham 
established a university scholar- 
ship, a publication fund, and a 
church community house and do- 


nated a carillon to the village of 


Thiacourt, France. 


HENRY A. NEWMAN 


Henry A. Newman, 73, vice- 
president and treasurer of the 
F. W. Heitmann Co., Inc., Hous- | 
ton, Tex., passed away Nov. 21. | 
Mr. Newman had been with the | 
company 51 years, beginning his | 
business career as a bookkeeper. 
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depart- | 
ment, being elected vice-presi- | 


Mr. Newman leaves his widow | 
and four sons, Fred, Robert and | 
John, of Houston, and Carl of | 
Dallas, Tex. 


WILLIAM LEE BEAN | 


William Lee Bean, secretary- 
treasurer of McCormick & Com. | 
pany, Baltimore, died on Sun- 
day, Nov. 9, 1941, after an ill- 
| ness of several weeks. On Feb. | 
|}, 1892, Mr. Bean joined the 
| McCormick organization, a small 
| business at that time, and by | 
| his interest and ability was in- | 
| strumental in building it into | 
| an organization of prominence. 
| When the McCormick organi- | 
zation was incorporated in 1915, | 
Mr. Bean was made secretary- | 
treasurer and served in that ca- 
pacity until his death. In Feb- 
ruary, 1942, he would have com- 
| pleted fifty years of service with 
the company. 











— | 


CHRISTIAN G. BARTH 


Christian G. Barth, 72, presi- 
|dent of the Rehm Hdwe. Co., 
| wholesale hardware concern of 
| Chicago, Ill., passed away recent- 
ly. Mr. Barth had been associ- 
ated with the company for 38 
years. 

Following completion of his 
education, Mr. Barth became as- 
sociated with the Rehm Hdwe. 
| Co. as a bookkeeper during the 
years of 1890-1891. He left the 
| company in 1891 to become asso- 
| ciated with the D. M. Osborn 
| Co., manufacturer of farm im- 
| plements where he served as 
| bookkeeper and later as assistant 
| manager. In 1904 he returned 
to the Rehm company, where he 








C. G. BARTH 


| 
| 
| 
| 


subsequently served as secretary, | 
vice-president, and for the past 
three years as president. 

Mr. Barth leaves his widow, 
and two son:, Roy A. and Milion 


| E. Rehm. 





Illustration from one of a series 
of Ta-pat-co advertisements that 
will appear in outdoor sports and 
other magazines having over 
5 MILLION CIRCULATION. 
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a-pat-co GIFTS 
Feature Envistmas! 


ye HE gift that is sure to strike a responsive chord 
in the heart of a man or boy—is the gift that 
helps him to enjoy his favorite outdoor sport. There 
are many such gifts in the Ta-pat-co line that need 
only to be suggested to puzzled Christmas shoppers. 
Ta-pat-co sleeping bags, parkas, duffel bags, belong in 
the equipment of every man or boy who loves to hunt, 
fish, or camp out. Ta-pat-co life save vests, life pre- 
server boat cushions, will add comfort and safety for 
water sports. Feature these Ta-pat-co items in your 
Christmas gift suggestions and you will be surprised 
at the way they click. 
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A TA-PAT-CO DISPLAY IN YOUR STORE 
will be a year-round center of interest. 
Ta-pat-co means excitement and adventure 
with comfort and safety in outdoor sports. 


the CATALOG that 


TELLS "EM 
and SELLS ‘EM! 


ce this beautiful 
pie A where conome 
ers can thumb throug 
its handsome color 
pages of Ta-pat-co 
sleeping bags, 
life save vests, 
cushions, and other out- 
door sports so 
Watch your a-pat- - 
sales climb! Ask — 
jobber for one of — 
new Ta-pat-co cata ogs 
or write to us direct 
for your copy- 





Ta-pat-co Sportster 


LIFE SAVE VEST 


A life preserver active sportsmen love 
to wear for both SAFETY and 
COMFORT! Filled with Kapok—six 
times more buoyant than cork—will 
safely support heaviest man in water. 


1. No padding at 
shoulder per- 
mits free arm 4 
action. 


. Adjustable 
straps at sides 
makes snug fit- 
ting. 


permits free ac- 
cess to pockets. 
. Flexible con- 
struction at 
waist prevents 
vest pushing 
up around neck 
when sitting, 
Squatting or 
stooping. 
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. Cut out at sides 
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| 
BOAT CUSHIONS 


-.. colorfully designed for beauty— 
Kapok filled for safety—Ta-pat-co 
cushions and vests are government ap- 
proved life preservers. 


Ta patdo THE AMERICAN PAD & TEXTILE CO 
Greenfield, Ohio 
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Always in Season 


First to be Wrapped 
and SEALED in Cellophane 


2] 
Perfect Adhesiveness 
and Tensile Strength 


Strong Distinctive Green Core 


Colorful Attractive Boxes 


Compan 
“ "oudante Since 1878 


HAZARD INSULATED WIRE WORKS 


OKONITE COMPANY 
Works: Wilkes-Barre, Pennsylvania 


Offices in Principal Cities 


PANTHER ‘1+ DRAGON 


Friction and Rubber Tapes 





y in the Insulation 








HARDWARE BRIEFS 





| Name and Address 


| ALABAMA 











Decatur, 

Murray-Lee Hdwe. 
Co. 

Tuscumbia, 

Richardson Hdwe. 


Co. 


| Greenville, 


Johnson Hdwe. & 
Impl. Co. 


CALIFORNIA 
Saticoy, 


F. B. Brigham & Co. 


Alturas, 
Ingraham Hdwe. 
Los Angeles 


COLORADO 
Eads 


Kelly Hdwe. 
CONNECTICUT 


Meriden 


GEORGIA 
Dalton, 
Fite Hdwe. Co. 


Macon, 


INDIANA 
Bedford, 
Heitger Hdwe. 


IDAHO 
Lewis, 
Gates Hdwe. 


ILLINOIS 
Carlinville, 
Seyfrit’s Hdwe. 


IOWA 

Pella, 

Vogelaar’s Hdwe. & 
Implement, 

514 Franklin St. 

Colf 


ax, 
Allsup, Bell & Rhone 


Munroe, 
Shultz Hdwe. 


KANSAS 
DeSota 


LOUISIANA 

Oakdale, 

Duett Hdwe. & 
Supply Co. 


MICHIGAN 
Dagett, 
A. E. Weng & Son 


Feature 


Moved its business to Deca- 
tur, Ala, 


Purchased by Curtis Walker 
and name changed to C. W. 
Hdwe. Co. 


Stock purchased by W. F. 
and James Brunson, who are 
moving their hardware and 
implement stock to the John- 
son location. Johnson busi- 
ness name changed to Brun- 
son Hdwe. 


Sold to Claude Livesay by 
L. M. Brigham. 


In new location. 

New business opened at 6109 
Crenshaw Blvd., by H. C. 
Burge. 


Now owned by J. B. Miller 
and operated as the J. B. 
Miller Hdwe. 


New hardware at 32 Center 
St. with lines of hardware, 
housewares, glass, paints. 


Sold by Paul B. Fite, Sr., to 
R. G. Miller. Firm name 
changed to R. G. Miller 
Hdwe. Co. Industrial hard- 
ware lines added. 

New hardware opened at 466 
Second St. by Charles Camp- 
bell of St. Petersburg, Fla. 
Mr. Campbell will continue 
to operate his St. Petersburg 
store. 


Discontinuing business. 


Has been purchased by H. G. 
Marker and Son. 


In new location. 


Opened new store building 
and remodeled entire store. 


Business sold to Glen Allsup 
and Raymond Haney. 


Purchased by Albert Noon 
and his sons Glen and Dale. 
Firm now Noon & Sons. 


New hardware store opened 


by R. C. Curtis. 


New business opened by Paul 
Duett. 


Sold to Arthur Weng and 
firm name changed to Weng’s 
Grocery, Hdwe. & General 
Merchandise. 


HARDWARE AGE 


Owner or 
Manager 


H. J. York. 


Perry Wells. 
mer. 


Frank Sey- 
frit. 


Ben 
and Gary 
Vogelaar 
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Simplification-Conservation 


Program for Builders Hdwe. 


Sixty-seven Members of Builders’ 
Hardware Industry Met in Pittsburgh 
Nov. 21 to Give Further Consideration 
to a Program of Builders’ Hardware 
Simplification and Conservation to Fit 
Emergency Defense Housing Needs 


The Nov. 21 meeting of 67 
representatives of the builders 
hardware industry at the Wil- 
liam Penn Hotel, Pittsburgh, 
Pa., was called to give wider 
consideration to the program of 
metal conservation through sim- 
plification of builders’ hard- 
ware, padlocks, and_ cabinet 
locks, recommended by a man- 
ufacturers’ committee headed by 


W. C. Habbersett, Russell &| 
Erwin Mfg. Co., New Britain, 
Conn. (See Harpware AcE, 


Nov. 27, Page 19). The meet- 
ing also resulted in the appoint- 
ment of simplification sub-com- 
mittees which are to report 
recommendations that are to be 
submitted for government 
sideration and collation by Dec. 
10. From this, it is hoped, a 
final program will be evolved 
and presented at a_simplifica- 
tion meeting on Dec. 17 in New 
York, to follow a meeting on 
emergency specifications, Dec. 
16. 

G. B. Arthur 
addressing the Pittsburgh meet- 
ing, empahsized that restrictirig 
orders apply only to scarce ma- 
terials but so many widely used 
materials are affected by the 
defense program that it will be 
necessary to eliminate all but 
essential construction. He as- 
sured the group that restrictions 
do not apply to critical or 
scarce materials in process or in 
completed items, now or after 
Jan. 1, but no criticial ma- 
terials will be available for 
manufacturing after Jan. 1, ex- 
cept under allocation or priority. 

Mr. Habbersett then read the 
emergency builders’ hardware 
specifications prepared by the 
manufacturers’ committee and 
summitted to TI. J. Fairchild, 
National Bureau of Standards. 
A review of these was pub- 
lished in the Nov. 27 issue of 
HarpwareE AGE on page 19. 

Consideration was given the 
recommendations that simplifica- 
tion of builders’ hardware be 
undertaken to eliminate for the 
duration of the emergency all 
items not essential for emer- 
gency use. Assurance was given 
that mutual recommendations by 
manufacturers for simplification 
would raise no questions under 


con- 
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of OPM, in} 


| 
| 





| 





anti-trust laws if no collective 
action is taken by the manufac- 
turers prior to approval of the 
recommendations by the Federal 
Government. As a further au- 
thorization, the program was be- 
ing undertaken at the joint re- 
quest of the National Bureau of 
Standards and the OPM. 

The following subcommittees 
(consisting of all manufacturers 
having a major part of their 
line, within that committee's 
scope) were named: 

Builders’ hardware simplifica- 
committees (subcommittee 
chairmen) : 

1—Butts and. Hinges: R. W. 
Chamberlain, The Stanley Works, 
New Britain, Conn. 

2—Cabinet Hardware: L. G. 
Bernatz, American Cabinet Hard- 
ware Corp., Rockford, Ill. 

3—Cabinet Locks: R. M. Bas- 
sett, Corbin Cabinet Lock Co., 
New Britain, Conn. 

4—Checking Floor Hinges: 
Arthur H. Schleicher, Oscar C. 
Rixson Co., Chicago, Ill. 

5—Door Closers: D. R. Lasier, 
Norton-Lasier Co., Chicago, Ill. 


tion 


6—Door Holding Devices: E. | 
H. Johnson, Glynn-Johnson Co., | 


Chicago, Il. 

7—Garage Hardware: Wm. H. 
Fitch, Richards-Wilcox Mfg. Co., 
Aurora, IIl. 

8—Locks and;Door Trim: L. 
W. Oakes, Sargent & Co., New 
Haven, Conn. 


9—Miscellaneous Sash 
Screen Hardware: Ralph D. | 
Maynard, Champion Hardware | 
Co., Geneva, Ohio. | 
10—Padlocks: E. D. Jones, 


Yale & Towne Mfg. Co., Stam- 
ford, Conn. 

11—Panic Bolts: C. J. Prinz- 
ler, Vonnegut Hardware Co., In- 
dianapolis, Ind. 


12—Rim Night Latches and 
Rim Dead Locks: B. S. Falk, 
Independent Lock Co., Fitch- 


burg, Mass. 

13—Sash Pulleys: Bruce Hen- 
derson, Grand Rapids Hardware 
Co., Grand Rapids, Mich. 

14—Spring and Spiral Sash 
Balances: J. D. Boucher, Cald- 
well Mfg. Co., Rochester, N. Y. 

15—Spring Hinge and Lava- 
tory Hardware: Arthur H. BRom- 
mer, Bommer Spring Hinge Co., 
Brooklyn, N. Y. 


and | 
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NAIL HOLDING HAMMERS 


Y 


Y 


) . 


Build up your hammer business 
with Cheney nail-holding ham- 
mers. Order a few dozen today 
and be sure and ask for the 
Cheney Sales Maker to help 
_ you build a bigger, better ham- 
mer business. 


You'll always do more and better hammer 


OPT 





This is the latest Cheney Sales 
Maker 
Shipped with a half dozen 
Cheney Nailers. Be sure and 


display-demonstrator. 


get a Cheney Sales Maker 


working in your store—it will 


sell a lot of hammers for you. 


HENRY CHENEY HAMMER CORPORATION 
Factory: Little Falls, N. Y 


Sales Office: 302 Broadway, New York City 
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Gilbert, managing Gieccter, | ident A. M. Glueck, manufac- 


. ° C. 
Celebrate 50th Wedding Anniversary Ping Fig Begone ee pede: Py yea 


| ciation; A. S. Andereck, secre- meeting which was held in the 


Mr. and Mrs. Percy F. Hord 








MR. AND MRS. PERCY F. HORD 


JERSEY GROUP TO 
HOLD DANCE, JAN. 17 


At the regular monthly meet- 
ing of the Hudson County Paint 
Dealers Association, 95 River St., | 
Hoboken, N. J., plans were made | 


for the 11th annual dinner-dance 
be held Saturday evening, | 
Jan. 17, at the Hotel McAlpin, | 
New York City. Discussion was 
also had at the meeting relative 
to a window dressing service to | 
be inaugurated by the first of 
next year. This service, free to 
members of the association, en- 
titles them to have their store 
windows dressed at stated pe- 
riods, without charge, by a pro- 
fessional window trimmer 
perienced in the paint trade. 


to 


ex- 


AIR EXPRESS HANDLES 
1,000,000 SHIPMENTS 


With the theme song of “Avi- 
ation Comes of Age,” United Air 
Lines, staged in the Grand Ball- 
room of the Roosevelt Hotel, a 
presentation of air transporta- | 
tion’s past, present and future, 
as well as a visualization of the 
present-day importance in our 
national scheme of transporta- | 
tion and communication. The 
affair was sponsored by the Sales 
Executive Club in cooperation | 
with United Air Lines. 

Though Air Express did not 
make its appearance until 1927, | 
its growth has closely paralleled 
that of general aviation during | 


the last 14 years, W. A. Patter- 
son, president of United Air | 
Lines, pointed out. The 5000 | 


shipments which were handled in | 
1927 have grown to over 1,000,- 


60 


| seventy airport 


tary, Chicago Retail Furniture | 


George Washington Hotel, New 


observed their oes —- | Association; Walter Knoop, sec- | York City. 

age Wi Narb nh P e Mee, | retary, Cook County Council of | Past President Harry Fox, Star 
home Soe Mi: Sar. | Retail Merchants; Henry T.| Expansion Bolt Co., received a 
Hord - the —, : ae ~y | Mortenson, secretary, Illinois Re- | traveling bag from the organiza- 
riet Gantt, sister of Ju ge E. | tail Jewelers Association; Mar- | tion, the presentation being made 
S. Gantt, at the present time | shall D. Weaver, secretary, Cook | by Fred Pfeifer, Sr., Payson Mfg. 
Chief Justice of the Supreme | Reith! 


Court of Missouri. They have 
a daughter, Mrs. Grellet N. Col- 
lins, and three grandchildren, 
who reside at Scarsdale, N. Y. 

Mr. and Mrs. Hord for the 
first five years of their married 
life, resided in their home town 
of Mexico, Mo., where Mr. Hord 
was in the retail hardware and 
implement business. 

Mr. Hord completed his 50th 
year as a hardware man a few 
years ago, after having spent 
the last 13 years previous to 
1940 as assistant secretary-trea- 
surer of the National Wholesale 
Hardware Association, Philadel- 
phia, Pa. 


000 handled during 1940. Dur- 


ing the 10-year period between | 
1930 and 1940, Air Express traf- 


fic grew from 11,645 shipments 
in 1930 to 1,083,016 shipments 
in 1940. Three hundred and 
cities are now 
directly served by Air Express 
via 18 major air lines, and fast 
coordinated air-rail connections 
via the Railway Express Agency 
are now available to 23,000 off- 
air line points. In addition, the 
international services make Air 
Express available to major cities 
all over the world, which, at the 


| present time, are not within ac- 


tual combat zones. All time highs 


| in gross revenue, shipments and 


weight for the first six months 
of 1941 have been scored over 
all other half-year periods in the 
14-year history of the service. 
600 CHICAGO HARDWARE 
DEALERS JOIN IN 
THANKSGIVING PARTY 


Nearly 600 hardware dealers 
and their wives attended the 
seventh annual Thanksgiving 
party of the Chicago Retail 
Hardware Association at the 
Merchants and Manufacturers 
Club in the Merchandise Mart, 
Wednesday evening, Nov. 12. 


| James Cihak, president of the 


Association presided and _ intro- 
duced all of the past presidents 
in attendance, after which Sec- 
retary J. C. Amis introduced the 
officers of -other associations. 
They were: 

Joseph T. Meek, managing di- 
rector, Illinois Federation of Re- 
tail Trade Association; Charles 








County Food Dealers 


tion, and Lee E. Schroeder, | 
president, The Paint & Wall- 
paper Association of Cook 
County. 


BOOSTERS HEAR G-MAN; 
DISCUSS PLACEMENT PLAN 


P. E. Foxworth, assistant di- 
rector, New York Field Division, 
Federal Bureau of Investigation, 
U. S. Department of Justice, told 
more than 35 members and 
zuests at the Nov. 28 meeting of 
the Hardware Boosters about the 
seriousness of sabotage. Sabo- 
tage, he said, includes not only 
injury of property, equipment 
and men engaged in defense 
activities but also the fomenting, 





by foreign powers of strikes to 
hinder defense production. Pres- | 





Co., dean of the Boosters. An- 
nouncement was made that the 
Christmas party, open only to 
members and honorary members, 
will be held Wednesday evening, 
Dec. 17, at the George Washing- 
ton Hotel, Lexington Ave. and 
23td St., New York City. 

Announcement was made of 
the appointment of R. S. Wild, 
associate editor, HARDWARE AGE, 
100 E. 42nd St., New York City, 
as chairman of the Boosters’ 
Placement Committee. The com- 
mittee will inform all members 
of the desire of manufacturers 
for new or additional sales rep- 
resentatives in the eastern terri- 
tory. Manufacturers wishing rep- 
resentation may address_ their 
needs to Mr. Wild at the above 
address. 


ARMY LIKES IT: E. E. Scherer, superintendent of firearms 
production for the Winchester Repeating Arms Co., New 
Haven, Conn., looks over the new Carbine which the Army 


adopted after exhaustive service tests. 


This new Carbine is 


seven and a half inches shorter and almost four and one-half 


pounds lighter 


than the Army’s basic 


the Garand. 


rifle, 


Though gas operated like the Garand, the Winchester Carbine 
works on a new principle that takes the gas off much closer to 
the chamber before it cools, thus preventing carbonizing of 


the piston. 
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LOWE BROTHERS CONTEST WINNER Mrs. 


Donald | 


Miller, of Lima, Ohio, receives her $500 first prize in the | 


Lowe Brothers Co., Dayton, Ohio, national contest from 
Peter Grant, 
Simultaneously, Mr. Grant is presenting the dealer prize to 


H. H. Torbet of the Jones Hardware Co., also of Lima. 


radio news commentator (third from left). | 


At extreme left is P. B. Willis, Lowe Brothers advertising | 


manager. 








Simplified Practice Recommendations— 
Brass-Bronze Valves—Pipe Fittings 


New Simplified Practice Rec- | bronze fittings recommended for 
ommendations listing simplified | production as regular stock items 
schedules of pressure ratings | has just been approved for pro- 
recommended for brass or bronze | mulgation. The new  recom- 
and iron body valves have been | mendation will be identified as 
approved for promulgation, Simplified Practice Recommen- 

The recommendations will be | dation R185-42, Pipe Fittings 
identified as Simplified Prac-| (grey cast iron, malleable iron 
tice Recommendation R183-42,| and brass or bronze) and will 
Brass or Bronze Valves (Pressure | be effective for new production 
ratings) and Simplified Practice | from January 1, 1942. 
Recommendation R184-42, Iron} A survey of the industry con- 
Body Valves (Pressure ratings). | ducted early this year disclosed 
They apply to steam rated gate, | that over 8500 kinds, types, and 
globe, angle and check valves, | sizes of fittings were being regu- 
and will be effective for new|larly offered by the industry. 
production from Jan. 1, 1942. Careful study of the sales of 

Surveys of the industry showed | each of these. many varieties 
that 97 per cent of all bronze or | showed that demand was con- 
brass valves shipped in 1939 fell | centrated on about 3000 items. It 
into one of the five pressure | was obvious that the continued 
classifications, whereas the other | stocking of the other 5500 varie- 
three per cent of shipments were | ties, which moved bute slowly, 
distributed over six other pres- | tied up considerable material in 





sure classes. Likewise 95 per cent | finished inventories and on deal- | 


of all iron body valves shipped | ers’ shelves, and complicated the 
fell in three pressure classifica- | productive processes with thou- 
tions, while nine other pressure | sands of short runs. 

ratings enjoyed between them The simplified schedule, there- 
only five per cent of demand. | fore, recommends the continued 
The simplified schedules recom- | production for stock of but 131] 
mend the continued manufacture 
as regular stock of valves in only | heretofore offered; of 1169 of 
those pressure ratings enjoying | the 2331 malleable iron fittings, 
substantial consumer demand. | unions, and union fittings, and 
Bronze or brass valves, size 1/8 | 487 of the 1271 brass or bronze 
to 3 in. inclusive, are recom-| screwed fittings, unions, and 
mended to be stocked only in | union fittings, heretofore stocked. 
100-, 125-, 150-, 200- and 300-lb.| The retained items, it is esti- 


steam working pressure; iron | mated, will satisfy 92 to 94 per | 


body valves, size 2 to 12 in. in-| cent of all consumer demand. 
clusive, in 125- and 250-lb., and Until the printed issue is 
size 3-in. and smaller in 150-lb. | available, mimeographed copies 
steam working pressure. of this recommendation may be 
A new Simplified Practice | obtained from the Division of 
Recommendation for Pipe Fit- | Simplified Practice, National Bu- 





of the 4964 grey cast iron fittings | 





tings covering sizes of grey cast|reau of Standards, Washington, | 


iron, malleable iron, and brass or | D. C. 


DECEMBER l11, 1941 
























Yous noticed how 
fast and easy sales are made when mention of a product- 
name registers QUALITY with a customer. That’s why 
Union Hardware Chisels sell so profitably for so many 
dealers all over the country. For half a century, tool 
users have found these chisels so consistently well made 


that the mark “Union Hardware” is unquestionably 
accepted as an endorsement of the highest quality. 


Briefly stated, you find the reason why in the extra careful 
selection and processing of a special alloy carbon crucible 
tool steel—a tough, rust-resistant metal that keeps a keen 
edge Jonger even in cutting the hardest and coarsest 
grained woods. Structural solidarity and uniformity in 
strength and finish are assured by a new process of con- 
structing blade and socket in one piece. 


Union Hardware Chisels are made in standard blade 
widths in the following patterns: Socket Firmer, Socket 
Firmer Cabinet, Socket Pocket, Socket Butt and Socket 
Framer. Plain or bevel side edges, plain hickory or 
leather tipped hickory handles available. Your jobber 
can supply you. 


(MEEVEE. FY 
HARDWARE COMPANY 


PAT. OFF ESTABLISHED !18°¢ 


TORRINGTON. CONN. 


NEW YORK OFFICE SI CHAMGERS STREET 











ECENTLY an old 
friend called 
upon me and 

we spent the entire 
afternoon chatting 
about present labor 
conditions. I bought 
goods from him years 
ago and he is still ac- 
tively engaged in man- 
ufacturing. He is the 
principal stockholder 
and head of a fairly large concern 
which went through the depres- 
sion years quite well, always pay- 
ing dividends. This firm is now 
getting a good slice of Government 
business but is still taking care, in 
a reasonable way, of its old domes- 
tic accounts. I believe a review 
of some of his observations will be 
of considerable value—especially 
those regarding foremen. 

He told me that he is now chair- 
man of the board without any 
routine duties. He has passed on 
the daily handling of the business 
to a younger set of men who have 
grown up under his direction. 
This, he stated, gives him time to 
think and to study the problems of 
the business. Now and _ then, 
special jobs are assigned to him. 
He gives no orders, they come 
through regular channels, but he 
does ask a lot of questions. If he 
has suggestions they are put up to 
the president. If his ideas are 
turned down he does not argue. 
He lets them rest. If they are 
worth while, he says, they will 
come up again of themselves. 

Times have surely changed and 
management has changed with the 
times. In his early days he knew 
every employee personally and 
knew about his family. There was 
a sympathetic, friendly relation- 
ship. In times of trouble he 
helped his men. They came to 
him and frankly discussed their 


problems. There was no union of ° 


any kind. There was no discus- 
sion of an open or a closed shop. 
His business expanded and, as 
the number of employees was 
largely increased, he found it more 
and more difficult to keep the old 


Your 


Foremen 


By 
SAUNDERS NORVELL 





SAUNDERS NORVELL 


personal touch with his men. In 
the early days he ¢arried a little 
book with a list of all employees 
and as he talked to each he made 
a note of the date. It was his rule 
to talk to each employee at least 


The foreman is the 
first point of con- 
tact with labor. He 
can prevent trouble, 
increase efficiency, 
bring up the rate of 
production and help 
reduce costs. 


once every three 
months. He was a good 
listener. 

Then one day they 
received a large, special 
order. It required a 
lot of “tooling up.” 
The firm had never had 
a strike or any kind of 
labor trouble in its 
existence. 

This large order 
made it necessary to bring in from 
other towns a lot of tool makers. 
These outsiders went to work in 
the plant. 

When he came to his office three 
months later he found three 
strangers awaiting him. They did 
not work for the company—never 
had—but handed out their cre- 
dentials from the tool makers’ 
union. They came with certain 
demands for higher wages, shorter 
hours, and a closed shop as far as 
tool makers were concerned. The 
regular company tool makers who 
had worked for him for years must 
join the union, the company must 
collect the union dues and pay 
them to the union, and if any tool 
makers did not pay up the com- 
pany was to fire them. 

My old friend stalled for time. 
In a day or two a high official he 
knew in Washington telephoned he 
hoped the little labor difficulty 
could be arranged satisfactorily. 
The tool makers had visited him. 
If he could be of any service call 
on him. 

In the meantime, before any 
decision had been made, a labor 
paper published in Washington 
wrote up the old man in very un- 
complimentary terms. He was 
unfair to labor! 

He called in his factory foreman 
who happened to be a first class 
man who had grown up with the 
company. This foreman made 
bold to suggest that the old man 
was not just the man to handle a 
labor dispute. He hadn’t been 
trained that way. 

The foreman also reported that 
the tool makers had settled down 
to their own hours. They osten- 





62 


HARDWARE AGE 








Eenaeay tet on 








: 


oe 


4 


R: 
In 
Be 
PI 















; f 4 
Sm A i Re 
~ 


“LOOK TO THE FUTURE BY 
USING AIR EXPRESS NOW!” 





says George H. Griffiths, 
President, Hardware Age 


Dealers—keep the good-will of 


-your customers. Manufacturers 


— cooperate with wholesalers 
and retailers. How? By doing 
all you can to relieve “long” 
and incomplete shipments 
through increased transporta- 
tion speed. That means Air 
Express. It’s ‘fastest’ and surest 
for samples, special rush orders 
—anything a plane can carry! 


Direct at 3 miles a minute 
between over 370 key cities. 
Air-rail connections to 23,000 
off-airline points. Special pick- 
up and special delivery at no 
extra charge within regular 


Ramway Express vehicle limits in all cities and principal towns. 
International Am Express to and from Canada, Latin America, 
Bermuda, Alaska, Hawaii, Australasia, the Philippines and Far East. 
Phone Rartway Express, Arr Express Division. 








CHRISTMAS GIFTS —To add an extra thrill to gifts, 
send them swiftly, safely by Ain Express. Special handling 
all the way. 





‘FASTEST WAY’ MEANS AIR EXPRESS 





Division of 
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New Production Facilities 
at TRIPLEX Help You Meet 


Customers’ Demands for 


Cap Screws, Bolts and Nuts 


With thousands of feet of added floor space, 
more machinery and a large addition to heat- 
treating facilities, TRIPLEX ability to serve dis- 
tributors of Threaded Fasteners assumes a new 
level of efficiency. This larger capacity means 
better bolts and cap screws with least delay. 
TRIPLEX Products are helping many defense- 
busy plants to keep production rolling. 


TRIPLEX standards+developed through more 
than 20 years of broad experience assure you 
and your customers the benefits of modern con- 
trols and an engineered production system that 
guarantees uniformity in the long line of styles 
and sizes. 


It’s well to place your orders early 
—it takes extra time to turn prefer- 
ence rating certificates into steel. 


The Triplex Screw Company 
Cleveland, Ohio 


5317 Grant Ave. 





CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold + + + Used in Every Industry * 





















OOD tools are vital to na- 

tional defense and Vichek 
is supplying them in large volume 
for army purposes. 


Production is up substantially in 
order to cooperate fully in the 
defense program and also take 
care of trade requirements as 
completely as possible. 


Vichek Tools are continually prov- 
ing their dependability and re- 
flecting good value. 


THE VLCHEK root co. 


3001 E. 87th St * Cleveland, Ohio 





| tatiously marched in a body out of 

| the factory 30 minutes ahead of 
the rest of the employees. These 
strangers had also started evening 
meetings with the object of union- 
izing the entire factory. 

My friend turned the situation 
over to the foreman and at the end 
of two months—not having heard 
any more of the matter—he asked 
the foreman what had happened. 

The foreman laughed and re- 
plied that their own tool makers 
did not “fancy” some of the 
strangers. Almost all of the fac- 
tory employees owned their own 
homes in the town. They were 
satisfied and happy. The foreman 
said he had the tool makers use a 
door on a separate street. By the 
time the oratory was used up at 
the meetings all the new tools 
needed were finished and so one 
fine day all the strange tool makers 
were paid off. There was no more 
work for them to do. 

This had taken place, he said, 
several years ago. They had had 
no labor troubles since but the ex- 


| perience had taught him a valuable 


lesson that, he believed, has not 
been sufficiently recognized by 
modern factory management. 
That lesson was the value of the 
factory foreman! 
The best type of management is 
the one that heads off trouble be- 


_ fore it happens. The foreman is 
the first point of contact with 


labor. Usually the foreman has 


| risen from the ranks. If he is the 


right man for the job, if he has 


_ the real qualities of, “leadership,” 


he can not only head off troubles 


_ that usually start from petty mis- 


understandings, but he can _in- 
crease efficiency, bring up rate of 
production, and reduce costs. 
As a result of this discovery he, 
for a long period, devoted a large 
part of his time building up a 
force of elite foremen. He studied 
his foremen in every department. 
He pushed ahead the best men and 
eliminated the unfit. He talked to 
his foremen personally. 
Having built up his organiza- 
tion of foremen, his next move 
| was to work with these selected 
| Soremen in developing assistant 
| foremen or understudies. 

He knew he was developing a 
strong force of foremen, extending 








their powers, and that this natu- 
rally knocked the pins from under 
some of his desk or office mana- 
gers. He gave foremen more 
authority, paid them better sal- 
aries and, in cases where produc- 
tion was concerned, encouraged 
them to assert themselves and was 
careful to give them his full back- 
ing. He kept his own council, did 
not hurry, and the necessary 
changes were made without a gen- 
eral upset in the organization. 

Smilingly he remarked that he 
found that trade papers, valuable 
books and pamphlets, and other 
production information never 
reached his foremen. All this 
matter was held up in the office. 
He encouraged study on the part 
of these foremen and in some cases 
even gave them time off with pay 
to take lessons that would increase 
their efficiency. He had them 
visit other factories. 


Worth While Rules 


Here are some of the rules he 
laid down for himself: 

Just as far as possible these fore- 
men were selected from among his 
most intelligent workmen, but just 
enough outside men were em- 
ployed so that his organization 
would not be too “hide bound.” 
Some few of these new foremen 
were men of higher technical edu- 
cation.. They were pace setters 
not to force production but to give 
a certain distinction, or class, to 
the factory’s foremen. Their 
higher education helped everyone. 
Naturally, such men were selected 
who were tactful and good 
“mixers.” 

He followed these rules: 

(1) They must be clean-living, 
healthy men. Usually from 35 to 
50 years of age. 

(2) They must be good mixers. 
Their personalities must be such 
that they would attract the friend- 
ship and good will of the work- 
men under them. 

(3) Naturally they must be 
loyal to the company, but at the 
same time they must have a social 
sense of justice and fairness to the 
workmen and by the exercise of 
these qualities command respect 
and the confidence of their men. 
Their popularity with the men 
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must depend not upon politics but 
upon real ability. 

(4) Before becoming foremen 
they must learn their particular 
departmental work thoroughly and 
not only that, they should be 
posted on the relation of other 
lines of work, in other depart- 
ments to their own department’s 
work, 

(5) They should be of high 
enough mental calibre to avoid 
petty jealousies. 

(6) One of the first considera- 
tions was they must understand 
the art of teaching others—and as 


Benjamin Franklin said—‘to in- 
struct as though they instructed 
not.” 

(7) While we live in a machine 
age and must understand machine 
technique, he expected his fore- 
men to be sufficiently modern to 
grasp human values, but, at the 
same time, to know that business 
must be done at a profit, or both 
labor and capital would fail. 

(8) He instructed his foremen 
that his employees could have their 
own union, or join one of the out- 
side unions. It made no difference 
to him. 

















“OK MRS. BROMBTON, NOW HOW ABOUT A FEW SIGNS 
TO GO WITH THE HOUSES 2” 
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But he would not collect | 


































ACME CORRUGATED 
FASTENERS 


RING UP 
| alles. 











HEREs why this extra-sales item can 

be such a profit-maker for you. Acme 
Tack-Point Corrugated Fasteners are used 
by nearly everyone who works with wood 
—homeowners, carpenters, cabinetmakers, 
etc. The attractive display carton acts as 
a reminder to your customers—and will 
prove a source of extra sales. 

Acme Tack-Point Corrugated Fasteners 
provide strong joints—easier and faster. 
Available in two types: parallel and di- 
vergent, they can be used for repairing 
furniture, making screens, cabinets and 
other wooden articles. 


If your jobber can’t supply you, 
write us direct. 


Available in 100 Ibs. Kegs 


Acme Tack-Point Corrugated Fasteners are also 
stocked in 100 Ib. kegs—a real profit item for bulk 
sales. There are also standard cartons of 250, 500 
and 1000; boxes of 100 fasteners, 10 boxes to a 
carton. Also in boxes containing 50 fasteners of 
one size—*% x 4, 2 x 5, %& x 5. Display cartons 
contain 12 such boxes. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Avenue, Chicago, Ill. 
Branches and Sales Offices in Principal Cities 


MAIL THE COUPON FOR 
FREE SAMPLE BOX 


Acme Steel Company, 
2838 Archer Avenue, 
Chicago, Illinois 





Send me, without charge, a sample box 
of Acme Tack-Point Corrugated Fas- 
teners. 


PED chtckecdavens 
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their dues and he would not sub- 
mit to a closed shop. Naturally 
under the guidance of these fore- 
men various shop committees were 
formed. 

(9) Now, he said, the strange 
thing was that his employees never 
joined an outside or formed an in- 
side union. He has expected this 
issue to come up but it never has. 
He believed the character of his 
foremen was largely responsible. 

(10) Naturally, he has paid 
good wages—kept pace with wages 
in his line—and for certain kinds 
of work paid more than the stand- 
ard wage. His company has group 
life insurance, sickness insurance, 
pensions, bonuses, and all that. 

(11) But my old friend states 
he thinks his best idea is when he 
decided to take a personal interest 
in developing the best foreman’s 
organization in the country. He 
says that all this should not be 
taken as any criticism of office 
management. But it just seemed 
to him as he wandered around and 
studied his plant that it was get- 








] FORCED MARCH... 


-..hour after hour, night and day, workheads 


are spinning for defense. For the vital tools at these 


ting to have a little too much office 
and not quite enough of real 
honest production management. 
He also added that he believed 
today if the Government paid more 
attention to foremen, things all 
down the line could be hurried up. 


Leadership 


Then he smiled and remarked 
after all—today—where do all our 
real leaders in getting the goods 
out come from? Almost all of 
them have been foremen. The 
word “foreman” after all means 
“leadership” ! 

While my visitor’s remarks ap- 
plied more particularly to a manu- 
facturing business, I believe his 
ideas will be found valuable by 
wholesalers and the larger re- 
tailers. Wholesalers have stock 
department managers who are the 
same as foremen and in almost 
every good sized retail store there 
is a chief or head clerk who is 
really the store foreman. 








workheads, you cannot set your quality standards too high. 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. - - CHICAGO STORE: 570 WEST RANDOLPH ST. 





The principles outlined even 
apply to women employees. | 
know one large eastern hardware 
wholesaler that employs about 200 
women. These women employees 
were a problem. 

(1) They would be actually 
sick or they would play sick. 

(2) They would go to the wash 
room and eat lunch on company 
time and then take their lunch 
hour to go shopping or walking 
the streets. 

(3) Cigarette smoking and 
“making up” in the wash room 
was a regular practice. 

(4) Some did their sewing in 
office hours. 

(5) Visiting from department 
to department was a pastime. 

(6) Personal use of the tele- 


. phone became a nuisanee. 


(7) Then situations developed 
where these girls needed council. 

A woman with a doctor’s degree 
was employed. She was placed in 
charge of all women. She was 
given full authority. She was 
really a woman foreman. She did 
a great job benefiting both the 
women employees and the com- 
pany. 


Watching Dates 


HE importance of noting the 
dates of transactions and im- 
portant happenings in a_ business, 
was strikingly demonstrated in a re- 
cent lawsuit in the Federal courts. 
There in a contract for the sale of 
certain material it was stipulated 
that claims for imperfections would 
not be recognized by the seller un- 
less made within thirty days after 
the receipt of the goods by the buyer. 
A suit by the buyer for alleged 
defects in the goods was thrown out 
because, among other reasons, ac- 
curate dates were lacking. 

“There is no allegation whatever,” 
said the court, “that the claim for 
imperfections and deficiencies was 
made within thirty days after the 
receipt of the goods. The complaint 
does not allege when the goods were 
received or when the claim for im- 
perfections was made.” 

Because these dates were not 
shown, the court ruled that the case 
was “demurrable.”. Demurrable is 
a fancy legal word for “no case.” 

A record of those dates might have 
meant a different outcome! 
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SKI-BOOTS for Immediate 
Pre Shipment 
































ae | BY SANDLER 
OF BOSTON 
meat: od , 


WRITE FOR CATALOG 
* S STYLES FOR MEN, BOYS, 





) 





S WOMEN, GIRLS 
THE = 
LARGEST To Retail from $4.00 to $25.00 


INsTOCcK Authentically Styled and Backed by 5 Decades of Ski-Boot Craftsmanship 


—— A. SANDLER CO., E South St., B M 
° J - Hssex at Sout t., Boston, Mass. 
OF SKI-BOOTS N. Y. Office, 47 W. 34th St. (Marbridge Building) 








IN THE WORLD 





SPORTMASTER, SPORTSTER AND SANDLER SKI-BOOTS 
Largest Manufacturer of Ski-Boots for the U. S. Army 














Exclusive Gealures 
of “Ames” 
Silid Shank Shovels 


i at -W 0) E-\o (MEE Dale ME-tolel ¢:t ab aat-lol- ME Sac} aa! 
rob at Meteo} OCc Oo) C-lol- Mo} ME -3 4-1-3 
at tr—) aloled am =t-balc On Zabel ati-\clel-r-100 oF 
rt a- Cabot Vea an dom dat: Me at-talell-Mi-taa-talena a 
All grades heat treated 
Se OT. Vol: t-Mo BUM oh a-\-1-1-1o MB bal do MR Zolole MB ba 
two colors 
5 D Handle shovel equipped with the 
famous ABW Armor-D Handle 
Add to these features the quality of 
the steel and-.the second growth 
Northern Ash handles and you have a 
shovel that is tough! 


Ask your Jobber 


) 


“AMES” PRODUCTS C 
SHOVELS SPADES ie AMES 


COOPS 


os. ae AMES BALDWIN WYOMING CO. Since ) 


POST HOLE DIGGERS PARKERSBURG, W. VA NORTH EASTON, MASS 4 1774 ) 
AGRICULTURAL HANDLES > 
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Bassick 


CASTERS 





* E curtail- 


ment of pro- 
duction of 
furniture cast- 
ers, slides and 
other products of the Bassick Company 
not required for defense needs has Seon 
necessary. We cannot give normal 
prompt deliveries or keep adequate 
stock of all items in our Sistributore’ 
hands—but are doing everything we 
possibly can to serve you. 

We hope it will not be long before we 
will again be in position to enable you 
to serve your customers with the out- 
standing product in its field—Bassick 
Casters. 


THE BASSICK COMPANY 
Bridgeport 


Connecticut 








step 


| this product. 


| and storm sash hardware, etc. 





The Bolt Shop of 98 Years 


HE little bolt shop of Frederick 

T. Stanley in the 1840’s was the 
small beginning of a large world- 
known industry of today—The Stan- 
ley Works, New Britain, Conn. It 
was a significant day when in 1852 
the little shop was incorporated un- 
der the name of The Stanley Works 
with a capital of $30,000 and with a 
working force of 25 men. 

In 1871 the company took a great 
forward and pioneered the 
process of cold rolling of steel and 
from then on made hardware from 
With this step. of 
progress, the Stanley line was in- 
creased greatly to include brackets. 
latches, handles, corner irons, screen 
And, 
early in the 80’s, an export business 
was developed. 

At the turn of the 20th Century 
the possibility of the steel business 
presented itself and expansion was 
made in that direction with the pur- 
chase of the Bridgewater Iron Co. 
in 1898. In 1904 the special pro- 
duction department became of im- 
portance, manufacturing parts for 
autos, vacuum cleaners, clocks, etc., 
and today this is an important divi- 
sion of the company. And 1907 saw 
a new complete fireproof mill built 
in Niles, Ohio, for the manufacture 
of heavy strap and tee hinges, wash- 
ers, and other products. 

Steel strapping, bale ties, and 
kindred products to protect shipping 
containers were manufactured in 
1910 and from that beginning grew 
the Stanley steel strapping system. 





Courtesy of “‘The Stanley News’’ 


The bolt shop of Frederick T. Stanley in 1840, the forerunner 
of the present day Stanley Works at New Britain, Conn. 


In 1911 a chemical company was 
formed and 10 years later the com- 
pany was moved to East Berlin, 
Conn., under the name of The Stan- 
ley Chemical Co. Today it produces 
lacquers, paints, and coatings for 
many products. 

The Canada Steel Goods Co. of 
Canada was purchased in 1914 and 
became The Stanley Works of Can- 
ada, Ltd., and is today one of the 
largest producers of hardware in the 
Dominion. Under the name of The 
Stanley Steel Co., The Stanley 
Works in 1916 began to cold roll 
steel at Hamilton, Ontario. 

Development was rapid at this 
period and two conspicuous firsts 
were the ball bearing butt and the 
manufacture of complete units of 
hardware for garages. 

Later in the 20th century, in 1920, 
The Stanley Rule & Level Co. in 
New Britain was purchased. Previ- 
ous to that year purchases included 
the Atha Tool Co., the Eagle Square 
Mfg. Co., and the Roxton Tool and 
Mill Co. in Canada. In 1926 Stanley 
erected a modern hydro - electric 
plant to develop its own power. Also 
in that year, The American Tube 
and Stamping Co. was purchased 
where open hearth furnaces are 
operated and hot rolled and cold 
rolled steel is produced. 

With the trend toward electric 
tools, The R. L. Carter Co. was pur- 
chased in 1929 and its products 
added to Stanley’s own recently 
developed electric tools. The “Magic 
Door” controlled by a pneumatic 
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Ago That Became The Stanley 


Works of Today 


operator and photo electric control, 
was first sold in 1930; in 1931 up- 
ward acting doors were developed; 
the patent rights to make the Far- 
rand rule were purchased in 1932, 
and in 1940 Stanley announced a 
new non-rising pin in many of its 
butt hinges. 

In 1940 also, the company built a 


three-story office addition and early 
in the following year a new building 
was erected at The Stanley Works 
and another at Stanley Tools, provid- 
ing additional production and ship- 
ping purchases. Today the company 
employs approximately 6000 people 
and has offices in many of the prin- 
cipal cities of the country. 


Elevator in Building 


BUSINESS house operating a 
passenger elevator is in a legal 
position somewhat similar to that of 
a railroad, so far as the safety of 
passengers is concerned. Where 
passengers on a railroad train are 
hurt, the courts usually say that 
“the thing speaks for itself’—mean- 
ing that the railroad is presumed to 
be responsible for the passengers’ 
injuries unless it can definitely 
and conclusively prove that it was 
not at fault. 
Making this comparison between 
elevator and railroad a Texas court 
recently said: 


“The law has imposed upon the 
proprietors of passenger elevators 
duties precisely similar to those ex- 
acted of passenger carriers by rail- 
road. While the owners of pas- 
senger elevators are not insurers of 
the safety of their passengers, they 
are bound to exercise in their be- 
half the highest degree of skill and 
foresight, or, as some courts have 
expressed it, the utmost human care 
and foresight consistent with the 
efficient use and operation of the 
means of conveyance employed.” 

Same principles would apply to 
the operation of store escalators! 





ATTRACTS THE SKI ENTHUSIASTS 





Here’s a display that brings to the shoppers’ mind every piece of 
equipment needed to enjoy skiing, the popular winter sport. The display 
of a flexible type of material with wide corrugations running vertically. 
was installed by J. B. Kozak, displayman, for Babcock, Hinds & Under- 
wood, Inc., Binghamton, N. Y. 
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They'll Land the Big ’Uns 


NEW LIGHT BLADE SOLID 








Steel Rods 


Six New Numbers 
With a Snap That 
Will Land Sales! 


The new 1942 line of Pre- 
max Detachable Offset Handle 
Rods offer a sensational new 
and lighter blade, carefully 
graduated in diameter to a 
smaller, much lighter tip. 
This gives them an entirely 
new balance, a greater “snap” 
that every sportsman will 
appreciate. 


Available in six styles, with 
choice of live rubber or cork 
composition grip formed steel 
detachable offset handles. 


Also a complete assortment of 
high-carbon, oil-tempered solid 
steel rods — straight, offset, ;) 
trolling and Reelrods — which { | 
list at 35c to $4.00. 


Get Your Orders In Early 


Send for the new 1942 J 
Bulletin and prices at 
once so that you can get 
your orders in early and 
avoid later delays. 


Div. Chisholm-Ryder Co., Inc. 


4201 Highland Ave.. Niagara Falls, N. Y. 
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New and Improved Merchandise—Display Helps—Sales Literature— 


“Polaroid” Deal 


N. 2542 consists of 25 pairs of “Pola- 
roid” day glasses which retail at $1.95 
each. Total retail value of the deal is 
$48.75; dealer’s cost, $30. Red, white 





and blue demonstrator (illustrated) is 
free. The glare-scene card is reversible, 
one side containing a winter scene and 
the other a summer scene. Free pro- 
motional material accompanying this 
deal includes case inserts, window 
stickers, window streamers, mat sheet, 
and window demonstration card. 
American Optical .Co., Southbridge, 


Mass. 


Saw Blades 


Following the acceptance by the in- 
dustry of a simplification program and 
the subsequent elimination of certain 
types, styles, and sizes of hack saw and 
band saw blades, The Henry G. 
Thompson & Son Co., New Haven, 
Conn., has issued a_ catalog on 
“Milford” metal-cutting saw blades 
that lists the only standard sizes that 
will be manufactured by the com- 
pany during the emergency, as ap- 
proved by OPM. The company has also 
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adopted a policy of postponing price 
advances until such time as increasing 
costs are no longer absorbed by in- 
creased production or by elimination of 
uneconomical practices. 


“Magic Electro-Lid” 


Fits over frying pan and connects to 
any 110-125-volt A.C. or D.C. electric 
outlet. Uses standard appliance cord. 
Used for broiling, grilling, and toasting. 
Is cleaned by removing heating element 





from cover which may then be washed. 
Suggested retail selling price, $2.65. 
Dealer’s cost, 40 per cent. Schwarze 
Electric Co., Adrian, Mich. 





Wallpaper Cleaner 


“Blot-X” removes grease spots from 
wallpaper and does not harm color or 
design, maker states. May also be used 
on clothing, furniture, upholstery, rugs, 
ete. The Blotex Co., 124 S. Broad- 
moor Blvyd., Springfield, Ohio. 








3-Stage Gravity 
Gas Furnace 


Supplementing a line of gas-burning 
air conditioning furnaces which operate 
on the three-stage principle, with con- 





tinuous forced circulation, Perfection 
Stove Co., Cleveland, Ohio, announces 
a new gravity-type warm air gas fur- 
nace with three-stage fire, known as 
the “Super-comfort Superfex Sixty.” 
The three stages are: high fire, which is 
a booster fire and uses two burners; 
low fire, which is. a. coasting fire..and- 
uses one burner, and pilot fire, which 
is a tiny jet flame. The new furnace is 
23 in. wide and 32 in. deep (39 in. with 
draft diverter). It has a dual multi- 
port burner and a large round combus- 
tion chamber with twin double pass 
vertical radiator. The return air open- 
ing is in a side panel, and the two side 
panels are interchangeable, so that the 
return air duct may be attached to 
either the right or the left side to suit 
convenience. The furnace is shipped 
a3 a package unit, complete with fac- 
tory wired and tested automatic con- 
trols and manual drip humidifier. Gas 
input is 85,000 B.t.u.; output at bonnet, 
63,750 B.t.u.; leader pipe area 450 sq. 
in. This rating is based on 50 per 
cent to first floor and 50 per cent to 
second floor distribution. 
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Triple Service 
Appliance 


A triple service appliance, this sand- 
wich toaster with interchangeable 


waffle grids is quickly adaptable for 


or tip and guaranteed to right them- 
selves when tossed into the water. No 
weights needed for balance. Finished 
in dead flat paints in natural colors. 
Most of decorations done by hand, 
maker states. Glass eyes used. Head 
of every duck turned in a different 


Pruning Saw Booklet 

E. C. Atkins and Co., 402 S. Illinois 
St., Indianapolis, Ind., has newly issued 
a pruning saw book showing its line of 
pruning equipment and also informa- 
tion on tree, shrub, and hedge pruning 
by Roy O. Walker, assistant landscape 


direction. Molded Carry-Lite Decoys, 
2601 N. 30th St., Milwaukee, Wis. 


construction supervisor, Chicago Park 
District. 





use as sandwich toaster, flat grill, or f 
waffle iron. Toasting-grilling plates are A 
easily removed, and greaseless waffle 

grids substituted. Has a_ highly gt 
polished chrome finish with wooden P 0 

handles. Equipped with temperature 

indicator. Nichrome element provides 

direct, even heat. An adjustable hinge 
allows toasting of any size sandwich. 
Listed by Underwriters’ Laboratories 
Inc., with Underwriters’ Labeled cord; 
660 watts, 115 volts. List price, $8.95. 
The Knapp-Monarch Co., St. Louis, 
Missouri. 
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That’s right—and that’s why it pays to get 


“Carry-Lite” Decoys behind the line that has been a leader for over 


Hollow-molded by a special process 
to assure extremely light weight and 
realistically reproduced feathers and 
lines of an actual duck. Waterproofed 
both inside and out. 


50 years. Display them in your tool department. 
GREENFIELD TAP AND DIE CORPORATION @ Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York, Chicago and Los Angeles 
in Canada: Greenfield Tap and Die Corporation of Canada, Ltd., Galt, Ont. 


Said not to list 
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TAPS - DIES - 


GAGES - TWIST DRILLS - REAMERS - SCREW PLATES : PIPE TOOLS 
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‘Aimeroc 


%* Because our nation’s defense 
program must come first, 
changes in the Amerock line 
for 1942 may be necessary. 
However, there will be no 
change in the Amerock tra- 
dition of leadership. 


Government regulations and 
restrictions are being thoro- 
ughly analyzed and you can 
depend on your Amerock 
Jobber for a continuing supply 
of quality hardware bearing 
the Amerock name. 


AMERICAN CABINET HARDWARE CORP. 
ROCKFORD * ILLINOIS 





PRODUCTS 


Famous 


NAMES iN 
NETTING 


nN 
! 


STRAITLOK 
The Original 
Straight-Line 
Poultry Netting 
Wove 


INDIANA 
STCCL & WIRE CO 








| 








WHATS NEW 





Water Heater 


Model “A”—an_ under-fired, 
flue automatic storage water heater, por- 
celain enameled tank. One piece, weld- 


outside 





ed construction. Comes in from 15 to 
60-gal. capacities for natural or manu- 
factured gas. The Hotstream Heater 
Co., 8007 Grand Ave., Cleveland, Ohio. 


Pumpless Gasoline 
Blow Torch 


The “National” safety blow torch 
uses no pump. Pressure is originally 
obtained by the expansion and vapor- 





ization of the gasoline in the supply 
tank through heat transmitted to it via 
a metal stay bolt welded to the top and 
bottom of the tank. It is said to hold its 
pressure by continually transmitting a 
part of the heat from the burner after 
the torch is lit, until the entire supply 
is exhausted. Having no oxygen in- 
troduced into the tank, it keeps the fuel 
line free of oxidation and in fact is non- 
explosive in that there is no air in the 
supply tank with the fuel, maker states. 
This absence of air also allows the 
torch to be used sidewise, upside down 
or in any other position. Soldering iron 
and flame spreader for quick assembly 


onto the burner are also available. A 
bulletin completely describing this torch 
is available by writing to Davis & 
Murphy, 500 North Dearborn St., Chi- 
cago, Ill. 


Hand Fuel Pump 


A new rotary hand pump, “Smooth- 
Flo,” designed to facilitate the fueling 
of tractors and other farm implements 
is announced by the Tokheim Oil Tank 
and Pump Company, Fort Wayne, Ind. 
This new unit fits any gasoline drum 
and is operated by a hand crank. It 
draws the fuel through a suction pipe 
locked into the drum and delivers it to 
the tractor or implement tank through 





an eight-foot hose. After use the hose 
nozzle may be replaced in a weather- 
protected holder, free from dirt, dust. 
and the elements. Pump weighs only 
20 pounds. 


Silex “Victory” Model 


This new model, retailing at only 
$2.45, has bowls figured in a lovely old 
sandwich glass pattern in genuine “Py- 
rex brand” glass. The “Victory” also 
has the Silex spring tension filter to 
check grounds and sediment. The new 
semi-wide neck facilitates easy cleaning 
and easy pouring. The Silex Co., Hart- 
ford, Conn. 
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Door Chime Gift Package 


Edwards & Co., Norwalk, Conn., are 
introducing the Chapel chime in a gift 
box of royal blue, with the words, “The 





Golden Voice of Welcome” printed in 
white on a band of red. Another new 
promotional feature for this chime is a 
mechanical operating counter display. 
A real chime is mounted on the display 
board, so the customer can push a but- 
ton and hear the chime. ‘ 


All-Purpose Cleaner 


“Tru-Clean” comes in a handy little 
package of cubes which are dissolved 
in a prescribed amount of hot water for 
various cleaning jobs. They are said to 
be highly concentrated to provide great 
economy and are compounded and mea- 
sured with scientific accuracy to provide 
a “tailor-made” cleaner for different 
surfaces. Amount of water—varies from 
a quart to a gallon, to make exactly the 
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proper type cleaner for the job at hand. 
Made in two sizes to retail at 10 cents 


and 25 cents. Tru Clean Products Corp., 
Chicago, Il. 


Electric Sander 

In the new model “EASY XL” vibra- 
tion, maker states, has been reduced to 
a minimum through precision balanc- 
ing and redesign of handle mountings; 
an interchangeable front handle which 
can be shifted from front to side posi- 
tion to enable the operator to work into 
close corners, at right angles and di- 
rectly against vertical surfaces. Has 
an improved type fan and baffle plate 
to increase the flow of anr through the 
motor, insuring adequate cooling. 
Motor, filter and switch are now readily 
accessible through use of a new type 
motor filter cap. These machines are 





available with 110 or 220 volt motors. 
For complete details write The Detroit 
Surfacing Machine Co., 7433 W. Davi- 
son, Detroit, Mich. 


Stove Line 


Cleveland Cooperative Stove Co., 
2323 E. 67th St., Cleveland, Ohio, has 


announced a new and shorter “Lucky 




















Seven” line of stoves. Included in the 
seven models is the Grand “Champion” 
with the “Flexitop” cooking surface; 
“Charcol-ator” broiler and the “Safe- 
Tee-Kee.” Other six models include 
three divided tops, one with a “Peek-a- 
Boo” oven, two conventional tops, and 
one 22-in. cooker. 


} 








BELOW 


ZERO 


IS THE ACID TEST 
OF AXE QUALITY 





THAT’S WHY 
VAUGHAN’S SUB-ZERO 
AXE SELLS ON SIGHT! 


The only axe 


with all these features— 
yet costs no more! 


1. An entire blade of high grade 
tool steel, selected for its cutting 
qualities. 

2. Tough Steel Head. 

3. Patented electric fusion process 
followed by a special double 
heat treatment. This process, ex- 
clusive with Vaughan, makes a 
true, SUB-ZERO AXE. 

4. No finer Axe at any price. 

5. Custom Built for cold climates. 

6. Designed for chopping at tem- 
peratures as low as 50° below 
zero. ; 

7. It takes less strokes with a 
VAUGHAN SUB-ZERO AXE. 
The thin blade is the reason. 

8. Vaughan's exclusive new and dis- 
tinctive striped finish on the 
head. Trade Mark Reg. U. S. 
Pat. Off. Furnished in all stand- 
ard patterns. 


WRITE YOUR 
JOBBER! 





VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 


2114 CARROLL AVENUE CHICAGO, ILL 





RANSON 


oT 07.) Bt 


MOTOR 
Ol 


SURE PROFITS 


For independent hardware and implement 
dealers, Protex and Film-X oils and greases 
are a sure step toward profits. Your cus- 
tomers will readily buy these better oils and 
greases—with a profit for you and genu- 
ine lubrication satisfaction for themselves. 
Ask your wholesale hardware jobber’s sales- 
man how you can sell a balanced stock of 
Apex products on a very small investment. 





If your wholesale hardware jobber 
does not sell Apex products, write 


OIL PRODUCTS CO. 
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“Eureka De Luxe” 


A new, streamlined floor model vacuum 
cleaner featuring a new functional de- 
sign, fully automatic nozzle adjustment, 





and integral power-plant unit, a new 
spill-proof bag design and new uses of 
molded plastic. Eureka Vacuum Clean- 
er Co., Detroit, Mich. 


Three-In-One 
Sponge 

The cellulose “Duckling” sponge has 
one side uncoated to be used in place 
of a dish cloth and on the reverse side 
a dark half—a mineral embrasive em- 
bedded in pliant plastic baked into the 
sponge surface to do the work of a 
pot cleaner; a light half with a milder 
abrasive for polishing. , Sponge is used 
with water and soap. Comes Cello- 





phane-wrapped. Suggested retail sell- 
ing price, 10 cents. Downy Products 
Co. c/o Metal Textile Corp., Orange, 
ie & 


“Eagle Brand” Rope 


The manufacturer of “Amco All- 
weather” and “American Superior” 
pure manila ropes, have added “Eagle 
Brand” to its line to sell where OPM 
restrictions prevent the sale of _first- 





grade rope. “Eagle Brand” rope con- 
tains the maximum amount of manila 
fibre allowed by law for civilian uses. 
The balance is high-grade Java sisal 
and is manufactured with exactly the 
same care as the company’s first-grade 
lines, maker states. Fibres are blended 
for maximum strength and uniformity. 
The strength of “Eagle Brand” rope is 
about 75 per cent of that of “Amco” 
and “American Superior.” The new 
rope is smooth, firm, flexible and easy 
to work with. It is lubricated with the 
same water resistant cordage solution 
used in “American Superior” and is 
made in a complete range of sizes. 
American Manufacturing Company, 
Noble and West Sts., Brooklyn, N. Y., 
or St. Louis Cordage Mills, 11th St. 
and Lafayette Ave., St. Louis, Mo. 


“Scotch” Coffee Maker 


Has a promotional $1.95 list and a 
maintained price. It is an 8-cup range 


model equipped with the “Magic-Seal,” 
a non-friction bushing to eliminate 


twisting, shoving, etc., while making a 
perfect seal. Has wide mouth for easier 
cleaning; pouring lip; wide fast flow 
funnel tub; snap-in, tilt-out filter, and 
is made of “Pyrex brand” glass parts. 
Hill-Shaw Co., 311 No. Desplaines St., 
Chicago, Il. 


Long-Lewis Catalog 


The Long-Lewis Hardware Co., Bir- 
mingham and Bessemer, Ala., has issued 
a catalog illustrating and describing 
its hardware and mill and mine sup- 
plies’ lines, including mechanics’ tools, 
farm tools, implements and harness, 
builders’ hardware, miscellaneous hard- 
ware, sash and storm doors, auto acces- 
sories, sporting goods, paints, house fur- 
nishings, toys, radios, and electrical ap- 
pliances. 
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Gillette Cut Price 
Deal 
The Gillette Safety Razor Co., Bos- 


ton, Mass., announces a_ nation-wide 
limited-time, cut price sale featuring 





Gillette Blue Blade 10’s for 39 cents, 
and the Thrifty-Fifty Pack for $1.89— 
Fair Trade Contracts to be amended 
from December 5 to January 26. 
Thrifty-Fifty Pack consists of five 
packs of Gillette Blue Blade 10's, 
packed in handy, colorful container 
which when opened up makes an at- 
tractive display carton. May be sold 
as a unit—50 blades for $1.89, or 
broken up and sold in packs of Gillette 
Blue Blade 10’s at 39 cents each. Sale 
does not apply to Gillette Blue Blade 
5’s. 


Cabinet for Scotch Tape 


This wood display cabinet is sold with 
two assortments of “Scotch” tape. The 
cabinet is made of solid wood with a 
soft natural finish, and displays more 





than $12 worth of 10, 15 and 25 cent 
rolls of tape in 10 inches of counter 
width. Minnesota Mining & Mfg. Co., 
St. Paul, Minn. 


Ice Remover Products 
Improved 


“Tamco” ice remover, manufactured 
by Tamms Silica Co., 228 N. LaSalle 
St., Chicago, Ill., has new ingredient 
that is claimed to speed the thawing 
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process. Even at extreme sub-zero 
temperature, ice loosens from sidewalks, 
eave troughs, drains, etc., for instant, 
easy removal, maker states. Tamms 
double-duty ice remover has also been 
improved with the addition of a new 
faster acting abrasive claimed to embed 
itself in the ice more quickly and pro- 
long its effectiveness. High winds will 
not blow it away. Neither product is 
injurious to concrete or lawns, and do 
not leave white deposits when ice melts 
away. 


Ironing Pad 





BNI} 
Saves: ONE HOUR out of every five 


“Sunlite Heat-Mirror” ironing pad is 
protected with “Koroseal,” a waterproof 
plastic. Has special “heat-mirror” sur- 
face to reflect heat and quickly evap- 
orate steam and moisture. Maker states 
rapid drying action forms a layer of 
steam under the iron so that iron glides. 
Seven-piece display kit available; in- 
cludes window streamer, display cards, 
window display (attaches to attractive 
bex and shows tube of water, with ex- 
planation), sales circulars, sales manual, 
and tube of water. Kit also includes 
one full size talking ironing pad dis- 
play cover. Each pad comes in attrac- 
tive box; boxes packed in cartons of 
4 and 12. Retail selling price, $2.69 
each. Sunlite Mfg. Co., Milwaukee, 
Wis. 


Package Sticker 


Economics Laboratory, Guardian 
Bldg., St. Paul, Minn., has available a 
small folder, 154 in. square to be at- 
tached to the “Soilax” package. This 
folder tells the story of a special trial 
offer of “Satinwax” a self-polishing wax 
made by the company. 


Lawson Recess 
Shelves 


Designed for use with any Lawson 
cabinet, are available in three styles: 
the vertical, the deluxe horizontal and 
the standard horizontal. Made of 
highly polished stainless steel. The 
back and bottom of the shelf are com- 
pletely covered with silver mirrors. 
Two bulb-edge glass shelves. The 
deluxe horizontal shelf is completely 
lined with mirrors—in blue, rose or 
silver. Face flange is chromium 
plated. The standard horizontal shelf 
is built entirely of stainless steel. The 
bottom is covered with black opal 
glass. The F. H. Lawson Co., Evans & 
Whateley Sts., Cincinnati, Ohio. 





A Check List 
4: HARDY /ARE 
MERCHANTS 


Contractors are @ source 
for repeat business when you place these rubbing 
bricks on your counter. Try it! 


Le 


Boros Abrasives Grinding Wheels are quality items 


Sharpeners of all kinds ond shapes are needed 
by housewives, machinists, farmers! Stock them 
and you'll sell them! ; 


This book tells whet to buy end how 
to sell it ©=Write on your letterhead 
for the new Beree Abresives Cata- 
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CLEMSON BROS.., Inc. 
Uncle Sam and Defense In- 
dustries are calling for un- 
precedented quantities of 
STAR Hack Saw Blades. 
New production records 
have enabled us to “Arm for 
Defense”, and serve with 
reasonable promptness Civil- 
ian requirements. 











* 





JOBBERS 


Now, as before, jobbers are per- 
forming a vital function in the 
economical distribution of STAR 
Blades. Now, as before, we value 
our distributor relationships 
highly and earnestly desire to 
continue to render dependable 
service to our many wholesale 
outlets. But it’s vital that we 
help you and you help us dur- 
ing this National Emergency. 
When ordering adhere to our 
new simplified National Emer- 
gency List. (This speeds up and 
increases production.) Supply us 
whenever possible with Defense 
or Priority ratings. 














DEALERS 


The great legion of Clemson 


dealers can best serve them- 
selves by serving Defense— 
by careful buying, proper al- 
location of merchandise over 


the counter. Thus you can 
retain your and our vast 
army of satisfied customers. 



















STAR HACK SAW BLADES, 
formerly packed in fa- 
mous modern metal 
Clemson Boxes, are 
now packed in card- 
board defense boxes. 


CLEMSON BROS.,INC. 


Middletown, N. Y 


@ 269 











Farming and golf 
are the hobbies 
of Jacob F. 
Fruth, The Fruth 
Hardware Co., 
Inc., Fostoria. 
Ohio, hardware 
dealer. He also 
conducts a branch 
store in Arcadia, 
Ohio. His hob- 
bies, business ac- 
tivities and boy- 
hood ambitions 
are pictured in 
this cartoon. 


a 
HARDWARE MENS 






Cal Waggoner, Waggoner Bros. 
Hardware, Diller, Neb., is a shot- 
gun expert, with nearly a half 
century of gunning to his credit. 
He won the Nebraska trapshoot- 
ing singles championships in 1917, 
1928, 1932 and 1940. And in 1933-34 
he attained the highest non-pro- 
fessional average in the United 
States when he missed only 11 
“birds” in 1,000 registered targets 
of the Amateur Trapshooting As- 
sociation. The same year he 
scored 594 x 600 at the national 
championships. He scored 200 
straight at the 1928 Nebraska 
tournament and in the 1941 
Nebraska open shattered 100 clay 
Pigeons without a miss. His skill 
has earned, for him, more than 
200 trophies and awards in state, 
zone and national competitions 
held in many states. Cal Wag- 
goner isn’t sure at how many tar- 
gets he has aimed. However, one 
gun with which he had won three 
state titles was retired after 200,- 
000 rounds. 
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and other war equipment to be largely 
replaced by welded construction, some 
of the pressure on bolt and rivet makers 
may be eased later. Despite price 
rises from the 1940 levels, the demand 
for copper rivets far outruns the avail: 
able supply, and it takes a high pri- 
ority order to get new business entered, 
with time of delivery entirely indefinite. 
cs * ak 

Packaging foils, etc. — Director 
Nelson has announced a 30-day suspen- 
sion of his order forbidding manufac- 
ture of lead and tinfoil for cigaret pack- 
ages, chewing gum, and candy. An in- 
vestigation will be made which may 
lead to possible revocation or modifica- 
tion of the ruling. The order would 
have restricted immediately the amount 
of tin and lead going into foil, would 
have prohibited the manufacture and 
sale of foil after Jan. 15, 
have prohibited its use for packaging 
after March 15, 1942. With an allow- 
ance of 60 days in which to use stocks 
on hand, the use of transparent mate- 


and would 


rials derived from cellulose was on 
Nov. 8 forbidden for decorative wrap- 
pings, etc., in order that there might be 
savings in chlorine, phenol and glyc- 
Modification 


of regulations governing shipment of 


erine, defense essentials. 


freight in corrugated and solid fiber 
shipping containers, worked out by the 
railroads with O.P.M. to permit im- 
portant savings, been approved 
and put into effect. Barrels, kegs, 
wooden boxes, and paperboard contain- 
ers are being favored by O.P.M. to re- 
place metal containers wherever pos- 
sible. The cooperage and 
container industries recently were given 


have 


wooden 


the advantage of a priority rating of 
A-5 for nails, saws and other hardware 
r “ferrous material,” except wire, for 
which a rating of A-8 applies. 

ae * * 
wares—No- 


and rubber 


Toys and gift 
ticeable chiefly in metal 
toys is the rapid depletion of holiday 
stocks which will not be replaceable 
this season. Toy sales are reported by 
leading department stores as about 30 
per cent ahead of 1940. 


a liberal and early start was made many 


Fortunately, 


months ago toward laying in gift sup- 
plies, not only by wholesalers, but by 
a great many retailers. Despite mount- 
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ing factory difficulties, few or none of 
these forehanded orders have failed of 
delivery. Replacements, however, espe- 
cially of the popular and better toys 
and games, and of wagons, velocipedes 
and other wheeled items, have been a 
far different story. There is no longer 
much chance to obtain factory ship- 
ments of most better grade toys, and it 
is certain that wheeled goods makers 
will not be able to deliver in time all 
the refill orders which had been urged 
upon them, and which they accepted on 
a “do-our-best” basis. 
* * * 


An Electrical Christmas 
Under many handicaps, the flow of at- 
tractive electrical home accessories to 
the store windows and counters has 
impressive than this 


almost surely 


never been move 
season, and sales will 
be “tops” for any comparable period. 
Manufacturers’ 
ly depleted. 

variety and plainer finish are hardly 


noticeable to the eager shopper, but 


stocks have been wide- 
Evidences of simplified 


the dealer is well aware that this may 
be his last season for quite a while on 
some lines. Makers and sellers alike 
were interested in Administrator Hen- 
derson’s requests, sent to about 240 
manufacturers, to refrain from advanc- 
ing prices of small domestic electrical 
appliances above the levels of Nov. 1, 
1941. A longer range price program 
for the industry is expected to be made 
public shortly. Products 
O.P.A. as small electrical appliances 
for household use include: irons, toast- 
ers, roasters, waffle irons, coffee makers, 
hotplates and grills, heaters and heat- 
ing pads, warmers and sterilizers, vi- 
brators, dryers, 
clocks, fans, and shavers. 


rated by 


mixers and _ juicers, 


me ad we 
Free spending—Very few sig- 
nificant changes have appeared in the 
typical 
Plans and decisions 
more 


most recent comments from 
hardware centers. 
at Washington dominate, ever 
completely, the industry’s current ac- 
tivities and its outlook into 1942. The 
outstanding achievement everywhere re- 
ported is the holding of steadily large 
gains in the retail stores, however rap- 
idly the hardware man’s available stocks 
and variety may be narrowing. Just as 


wholesalers for many months have noted 





Y \ Nye 


... protecting your business 
... your farm customers 
... the U.S. arms program 


is the profit-building, 
work-saving, steel-saving 


PRIME 


Electric Fence Controller 


The Prime is today’s fence because it 
gives you merchandise to sell today — 
at a profit. Because it is also the fence 
of the future . . . Because it enables the 
farmer to build needed fence despite 
steel shortage (using only a fraction as 
much wire as for ordinary fence)... 
Because it enables the farmer to build 
fence despite farm-labor shortage (re- 
quiring far less time and work than or- 
dinary fence) . . . Because (for the 
same reasons) it ¢ conserves steel needed 
for defense. 





Prime dealers are planning on a big year in 
1942, backed by a compelling advertising pro- 
gram, an unequalled safety story (Underwrit- 
ers’ Seal of Approval on AC units), a ten-year 
success story, freedom from service worries. 
Get lined up now with Prime — cash in on 
the trend to “today’s fence.” High-line and 
battery models. Ask your jobber. 
Prime sells only through jobbers. 


The Prime Mfg. Co. 


1669 S. First Street Milwaukee, Wis. 








TAPES 


78 


UF KIN 


CHROME CLAD 
STEEL TAPES 





The Lufkin “Leader” Chrome 
Clad Steel Tape has what it 
takes to make sales! Jet 
black markings stand out 
prominently against the satin 
chrome surface that will not 
rust, crack, chip or peel. Your 
customers want this new. 


popular priced tape. 


UF A/IN 


»INAW, MICHIGAN New York City 


RULES PRECISION TOOLS 





{ 








a much greater “per item™ valuation in 
their sales units, compared with last year, 
so also the store manager is welcoming 
a regular outflow of his better quality, 
more expensive items. This increase in 
unit value, while partly reflecting the 
price increases, seems due chiefly to 
the people’s freer spending for luxuries 
or comforts which they usually deny 
themselves in their ‘more normal pe- 
riods of earnings and temperament. 


= te * 


Steel production—Despite the 
growing severity of the pig iron and 
scrap shortages, steel ingot production 
last week was estimated at 97 per cent 
of capacity according to the Dec. 4 
issue of The Iron Age. This was an 
advance of 1% points from the pre- 
vious week, the gain representing a 
further in capacity shut 
down because of the coal strike. Steel 
bookings during the last week of No- 
vember slipped below the correspond- 
ing period of October in some areas, 
notably Pittsburgh, but production and 
shipments are well behind the incom- 
ing flow of business. 


resumption 


a * * 


Vacuum cleaner sales—The 
Vacuum Cleaner Manufacturers’ Asso- 
ciation, Cleveland, Ohio, has announced 
that a total of 127,190 floor units were 
sold in October, 1941, as compared 
with but 114,699 in the same period 
last year. Hand cleaner sales showed 
a decline, comparing October of this 
year with sales for the same month in 
1940 from 38,270 to 21,730 units. The 
totals for both types were 148,920 units 
in October, 1941, compared with 152.- 
969 in October, 1940. 


* 2 * 


Machine tool shipments rose 
to $77,200,000 in October as compared 
to $68,700,000 in September and $64,- 
300,000 in August, the National Ma- 
chine Tool Builders Association report- 
ed recently. In October a year ago 
shipments were estimated at $49,000.- 
000. The October shipments indicate 
that the industry will exceed its an- 
nounced goal of $750,000,000 in 1941. 





Electric ranges—Edison Elec- 
tric Institute has announced that a 
total of 55,775 electric ranges (domes- 
tic) were sold in October, 1941, as 
compared with but 37,575 units in the 
same month last year. For the first 
10 months of this year a total of 643,- 
339 units were sold in comparison with 
382,591 domestic ranges in the same 
period of 1940. 


* * * 


Electric refrigerators—A to- 
tal of 132,972 household electric refrig- 
erators were sold in this country in 
October, 1941, compared with but 88,- 
187 units in October of last year. In 
the first 10 months of 1941 a total of 
3,359,394 units were sold, according to 
the Edison Electric Institute. Sales for 
the first 10 months of 1940 totaled 2,- 
523,663 domestic models. 


- * * 


Power consumption—A gain 
of 12.3 per cent in electrical energy 
distributed, for the week ended Nov. 
29, was reported by the Edison Elec- 
tric Institute, comparing that week with 
the same period last year. Distribution 
was 3,293,415,000 kilowatthours. 


* * * 


Phileo Corp. sales—Consoli- 
dated gross sales of Philco Corp., Phil- 
adelphia, Pa., exclusive of its Canadian 
subsidiary, totaled $19,681,520 in the 
third quarter of 1941, as compared with 
$15,417,352 in the corresponding period 
last year, James T. Buckley, president, 
announced recently. 


* * + 


Holiday sales forecast—Total 
retail sales during December will hit a 
new all-time high despite considerable 
advance buying, the United Business 
Service forecast in a special report, 
dated Dec. 1. Physical volume of goods 
sold, the Service predicts, will be only 
moderately larger than the record turn- 
over last year. Dollar sales, however, 
due to a rise of close to 15 per cent in 
average retail prices, are expected to 
be around 18 to 20 per cent greater 
than in December, 1940. 


Partnership Management 


NE of the disadvantages of 
partnership organization of 
a business is that each partner is 
by law entitled to his “say” in the 
management of the partnership 
business. Where several partners 
have different ideas, it is all too easy 
for partnership wrangles to wreck 
the business. What to do? 
A Texas court suggests a solu- 
tion: “Every partner is entitled to 
take part in the management of the 


business. But the management of 
the business and the extent of the 
control of particular matters are 
proper subjects for arrangement by 
the partners. Thus one or more 
partners may be given exclusive con- 
trol over the management of the 
entire partnership business. Among 
themselves, partners may vest the 
sole management in one or more 
partners, the others working under 
his direction.” 
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Present Facts and You Get Results 


M. WARREN & CO., Troy, 


. N. Y., believes that advertise- 
ments should tell readers the most 
important facts about merchandise 
if they are to produce the best re- 
sults. This makes for short, concise, 


interesting copy. Such advertise- 
ments are easily read, a fact that is 
important today with the readers’ 
time so fully occupied. 

Careful planning of advertise- 
ments is necessary if this is to be 





MAKE WARREN'S 


YOUR HEADQUARTERS FOR SPORTS 


EQUIPMENT FOR YOURSELF A 
YOUR CHILDREN 


We Carry A Wide Variety of Skis, To- 
boggans, Sleds, Ice Skates, Roller Skates, 
Scooters, Hockey Sticks, Bicycles, Velaci- 


pedes, Wagons, Etc. 


ND 





SKIS 


Patterned after the latest 


Ridge 
prac- 
tically eliminated warpin 
and side-warping. .. .. ... 
Dome Top Hickory 
With Metal Edges 1 6” 


bottoms. 
Y saa 


Sizes 6% to 7 Ft. 


Walnut finish with stained 


Flat Top Maple 


Tap Hickory 


Ridge Top Maple 
Matched for weight and 
balance, Sizes 6 to 7% ft. 


Sizes 6 to 742 ft. 


10” 5” to 8” 


Dome Top Maple 


Hand shaped, wainut finish, 
oiled, clear bottoms, 


=n 5% 6 


Natural or stained finish 
with oiled bottoms. Sizes 
4 to 8 ft. 


- to 5” 


Flat Top Pine 


= 
A light tough wearing ski. 
Sizes 4 to 7% ft 


i to a 





BROADMOUNT 
TOBOGGANS 


Made from selected hard 


SK! POLES 


Polished aluminum shaft, 
sewed grip metal basket, 


ROLLER SKATES 


| aint ss 





ners, rope rails, fastened hardened point. 
7 — loops. Sizes 4 ram 25 
575 to 1 1° 3 For boys and girls, sturdy 
steel ball bearing, supreme- 
Toboggan Cushions Bamboo Shaft ly easy running, supremely 


65c Ft. 


1 .40-2.50 strong 





New Handso 





FLEXIBLE FLYER SLEDS 


me Streamlined Models. No Sleds Can 


Equal Flexible Flyers for Speed and Safety. Hond- 
some Models Suited for Children of All Ages. 


5 10° 





$3! 
BICYCLES 


A bicycle for Christmas! Dear- 
° ; 

est wish of thousunds of people, 

Streamlined, 


s”° 


25.50 


young and old, 
fully equiped, with 
New Departure brakes 


Others As Low As 


J. 








1C— SKATES 


With shoes of highest grade 
box calf, reinforced with 
non-elastic webbing. 

LADIES’ SHOE SIZES 3 TO_9 
MEN'S SHOE SIZES 4 TO 12 
Racer or hockey style runners. 
Aluminum finish . 3.7. 

Others up to 6.25 

Ladies’ with white calfskin shoes. 
Sizes 6 to 8... ‘4.25 and 6.00 


M. WARREN & C0. 


SPORTS EQUIPMENT 
RIVER ST. AT BROADWAY 
Free Delivery In Troy and Vicinity 
TELEPHONE TROY 1960 





The story is told in a space three columns wide by 12 in. deep. 
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PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 




















IDEAL for 


defense homes! 








@ Defense housing is your vol- 
ume market today—and IDEAL 
cabinets meet the specifications 
for the defense homes in size 
and price. They are of quality 
construction and are now avail- 
able with Fluorescent lighting. 
For complete information and 
prices write today for our 1941 
catalog. 


IDEAL CABINET CORP. 


8841 CENTRAL AVE., DETROIT, MICHIGAN 
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STEELGRIP—the stronger belt lac- 
ing is easily applied to any type of 
flat belting with a hammer. Clinches 
smoothly, will not slip or pull out. 
Prevents frayed belt ends. 8 sizes in 
boxes, handy package or long lengths. 


BELT HOOKS 








WIREGRIP — the belt hooks that 
are easier to handle, easier to use. 
Patented blue aligning card prevents 
waste, makes every hook usable. Per- 
fect alignment on every hook. Fit 
WIREGRIP or any other standard 
lacers 


Write for catalog and circulars. 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 

5348 Northwest Highway, Chieago, U. 8S. A. 











DENISTON 
ROOFING 
NAILS 


Sell the nails your customers 
want — DENISTON TRIPLE 
LOCK LEAD SEAL DRIVE 
SCREW ROOFING NAILS. The 
lead under the head and down 
the shank plugs the hole around 
the nail with lead to form a 
weather-proof seal . . . the 
“bump” triple-locks nail, lead 
and sheet solidly together . . . 
the drive screw shank makes 
the nail turn and hold like a 
screw. Result: the roofing gives 
better service and lasts longer, 
your customers are satisfied, you 
get more business and make big- 
ger profits. Deniston Nails are 
made for all kinds of roofing. 
Available in various styles and 
lengths, in bright or galvanized 
finish or solid copper. Send for 
FREE Demonstrator blocks and 
samples of nails. 





The DENISTON Co. 


4856 South, Western Avenue 
ILLINOIS 


CHICAGO 





SO 





accomplished, says John Muldrew, 
advertising and display manager. He 
prepares layouts of his advertise- 
ments before sending them to the 
newspaper. This assures economical 
use of the space and a completed 
advertisement incorporating his ar- 
rangement ideas. 

In the accompanying advertise- 


ment, Mr. Muldrew devotes most of 
the space to copy facts on the com- 
plete line of skis carried by the store. 
There is no need to show an illustra- 
tion of each since the small details 
would not be visible in the cut. Skis 
in several price groups are men- 
tioned so that advertisement will ap- 
peal to a wide group of readers. 


Selling to Husband 


ANY court decisions have 
been rendered on a_hus- 
band’s liability for his wife’s pur- 
chases, but suppose the situation 
should be reversed! Suppose the 
wife is financially responsible to the 
extent that she has personal means 
and the husband wants to buy on 
his wife’s credit or, at least to buy 
as her agent. Will the wife be com- 
pelled by law to pay for such pur- 
chases? 
A business man who sells to a 


husband under such circumstances 
ordinarily cannot collect from the 
wife unless he can prove that the 
husband had specific authority from 
the wife to act for her in the par- 
ticular transaction. Recently a 
Pennsylvania Court put it this way: 
“A husband has not, by virture of 
the marital relation, any authority 
to act as the wife’s agent.” 

In other words, a husband can- 
not spend his wife’s money merely 
because he is married to her. 





SCOTCH TAPE ADDS HOLIDAY TOUCH 
TO STORE WINDOWS 





Here’s an easy way to add a Christmassy air to your windows. Simply 
use strips of red and green Scotch Tape to form squares on the glass. 
It will not only impart a holiday touch but will also attract the eyes of 
passersby to the windows and the displays of merchandise inside. 
Scotch Tape sticks with a touch of the finger and is removed easily, leav- 
ing no residue on the window glass. It is manufactured by the Minne- 
sota Mining & Mfg. Co., St. Paul, Minn. 
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VEGETABLES 
VITAMINES 
VICTORY 


Secretary of Agriculture, Wickard, in his now famous 
slogan, “Food Will Win the War and Write the Peace”, em- 
phasizes the importance of stepping up food production 
for Defense. 

As the demand for greater production of vegetables and 
other food crops increases this demand will have to be met 
through larger acreage and more intensive cultivation of 
garden tracts during 1942. This opens the way for the sale 
of Myers Pumps and Water Systems for Garden Watering. 

At no time in history has the Pump and Water System 
Dealer been given so great an opportunity for added service 
and at no time has he been given greater opportunities for 
selling Myers Pumping Equipment to his suburban and rural 
customers. 

Take advantage of this situation for increased profits. 
Ask your Jobber for information on Garden Watering and 
a copy of latest Myers Water System Catalog, or write us. 


Manufacturers of Farm Operating Equipment 
THE F. E. MYERS & BRO. CO. 


__ PUMPS - WATER SYSTEMS - SPRAYERS - HAY UNLOADING TOOLS - DOOR HANGERS 
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for Game Rooms 
and Dens 


*Authentic Design 

*Unifies Exterior with Interior 
*Easily Applied—Saves Time 
© Maintains Finish Permanently 


Sales are easier to make when you show 
your prospect a “follow through” of 
exterior and interior hardware. McKinney 
offers a wide variety of styles in every 
price range. 





C) : INTERIOR AND CABINET HARDWARE 













































































McKINNEY MANUFACTURING COMPANY « PITTSBURGH, PA. 





OVER 75 YEARS DESIGNING AND MANUFACTURING GOOD HARDWARE 
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The Socket Wrench 
with the DRIVELOCK! 


Have you tested the ARMSTRONG 
Vanadium Super Quality Socket 
Wrenches featuring the patented 
ARMSTRONG DRIVELOCK? 
This exclusive Armstrong feature 
locks socket to driver, driver to 
extension, extension to handle— 
heads positively will not knock off. 
These are the only safe wrenches 
to use around moving machinery. 
Parts are quickly and easily de- 
tachable. 


If you 
haven't " 

a copy of the ARMSTRONG 
Wrench Catalog handy, write 
today for C-39 Manual showing 
complete ARMSTRONG Line — 
these are guaranteed quality tools, 
the finest manufactured. You can’t 
miss sales with ARMSTRONG 
QUALITY. 














ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave., Chicago, U.S.A. 


Eastern Warehouse and Sales 
199 Lafayette St.. New York 
















TOOL OF 
1001 USES 


Add to your 
profits by 
stocking 
this re- 
markable 
tool, the 
popular 
choice of 
mechanics, 
repairmen 
and home 
craftsmeneverywhere. Grinds, 
drills, polishes, cuts, routs, 
carves, saws, sands, engraves. 
Does precision work on 
metals, alloys, wood, horn, 
plastics, bone, glass, etc. Wt. 12 oz. 
25,000 r.p.m. Nationally advertised with 
7 Accessories, $18.50. 


FREE COUNTER DEMONSTRATOR 
A real sale maker. Requires only 2 
square feet of space. Attracts pros- 
pects, invites them to try the Handee. 
Costs you nothing. 


300 ACCESSORIES BUILD STEADY BUSINESS 


Ask about the glass-top, dust-proof dis- 
play case that contains a wide variety 
vf mounted wheels, drills, cutters, etc., 
in constant demand. 


Write today for Special Deal on 
Accessory Case and Demonstrator Set. 


CHICAGO WHEEL & MFG. CO. 
Makers of Quality Products for 40 Years 
1101 W. Monroe St. Dept. HA, Chicago, Ill. 
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The Jobber’s Salesman 


There’s no end to all the details that 
a salesman has to know 

"Bout the merchandise he’s sellin’ 
and the goods he has to show, 

He must have an eye for new things 
and keep up with every kind 

Of proved ways of merchandising 
with his customers in mind. 


He must have enduring patience— 
this fair knight of sales—and too, 

He must have much perseverance in 
the work he has to do. 

Here’s a fact above all others he 
must always have at hand, 

It’s the ultimate consumer who 
creates the real demand. 


He’s got to be a “Chesterfield” and 
always “satisfy” 

The dealer that he’s sellin’ and he 
evermore must try 

To break all sales resistance every- 
where in all the land 

Till he has each dealer happy and 
a-eatin’ from his hand. 


He must keep their business grow- 
ing, tell them how to advertise, 
So their stocks will keep a-turnin’ 
"fore they’re obsolete. He tries 
To furnish all with “dealer’s helps” 

and make a window trim 
Till everyone about the place puts 
confidence in him. 


He must carry samples with him of 
attractive merchandise 

To present in such a manner he 
won't have to do it twice, 

He must show new ways to profit, 
point to bargains here and there 
(So with all the firms competing, 
he’s just bound to have his share.) 


He won't overtalk his prospect ’til 
he’s wearied with disgust, 

Nor yet will ever “chisel,” cut his 
prices, or say, “must.” 

He will be a-concentratin’, hunting 
prospects who are new, 

He'll promote a merchant’s slogan, 
“Get your discounts when they’re 
due.” 


Age must be on him a-plenty, so 
that up above his ears 

Is enough of understanding to pro- 
claim some seasoned years, 

He must evermore try harder ‘long 
the pathway he has trod— 

He must have love for his fellows 
and a wholesome trust in God. 


—Hazel Mays Walden 





(Eprtor’s Note:—Mrs. Walden is the 
wife of a manufacturer’s agent operat- 
ing from North East, Pa. Before or- 
ganizing his own agency Mr. Walden 
was, for many years, a jobber’s sales- 
man covering various territories for 
Supplee-Biddle Hardware Co., Phila- 
delphia, Pa.) 





Niche for 
Small Radios 


AKER & SON, Danville, Ind., 

believe in making every inch 
of space do a selling job. Shelves 
were added to a small space at the 
end of a sidewall fixture to show 
small radios. Outlet plugs were in- 
stalled along the wall to facilitate 
operation and demonstration of each 
set. 

The display is located at the front 
of the store and faces the entrance 
thus bringing this merchandise to 
the attention of every customer en- 
tering the store. 


Valuable display space was 
secured by adding shelves 
to the end of this fixture. 
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“Woven Wire Fence Helped 
. Build Up This Farm 


...» from a Loss to High 


Earning Power in 5 Years’’ 
— Declares high income ranking 


In just 5 years, Mr. 
mee Evidence that Keystone 
rop income ranking | Dealers Have Been and 
s s s 
will Continue to be, Vital 
a = 
to American Agriculture 


among 582 similar 
Just like Mr. Mullen, thousands of farmers 
have built up prosperous, productive 


Agricultural College 

record keeping 
farms. Thus, with 
the help of woven 
wire fence, this farm 
is now richly pro- 
ductive of defense 
foodstuffs. 














farms—with good woven wire fence. And 
for many, many years, Keystone dealers 
have supplied for this important job, de- 
pendable, long-lasting fence. For Keystone 


Urge Your 


F. armers to fence is made of copper-bearing steel, 
M k th . sturdily constructed, backed by 52 years 
arket their fence- making experience. It will undoubt- 


edly continue to be an essential to America’s 
agricultural progress—even though the 
present supply is somewhat limited due 
to material shortages. 


KEYSTONE STEEL & WIRE CO. 
PEORIA, ILLINOIS 


“ot REDBRAND FENCE 


Scrap Metal 


It is urgently needed 
for faster production of 
Defense and essential 
civilian goods. 























DIAMOND 


Precision Tools 





Diamalloy Wrenches 


Made of special alloy steel—Twice as 
strong yet a third thinner and lighter than 
standard pattern. Will fit in small places 
and withstand severest possible strain 
without damage. 

Furnished chrome nickel plated with 
sides of head buffed to a high, beautiful 
lustre. Handle has soft, velvety finish— 
pleasing to hold—not slippery. 











Diamalloy Heavy Duty Diagonal 

Cutting Pliers 
An extra-sturdy cutting tool of unusual 
strength. Cutting edges strong and sharp. 
Forged from tough Diamalloy steel. Will 
give long service on heavy-duty jobs. 
Every tool individually tested and in- 
spected. 


Diamond Calk Horseshoe Co. 
4612 Grand Ave., Duluth, Minn. 
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AND WROUGHT STEEL 


HARDWARE 





Quality Products 
Manufactured Since 1899 


Door Butts 
Strap and Tee Hinges 
Wrought Steel Shelf Brackets 
Safety Hasps and Hinge Hasps 
Ornamental Hinges 
Garage Door Hardware 
Screen Door Hardware 
Cellar Window Sets 
Back Flaps and Chest Hinges 
Corner Irons 
Heavy Pressed Steel Door Handles 


Barrel Bolts 


All Are Available Through Progressive 
Jobbers 


( SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 











AGENTS: 
NEW YORK: 45 Warren St. BOSTON: 100 Purchase St. 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 














Where Haste Makes Waste 


No jeweler ever worked with greater 
care than do the craftsmen who make 
Starrett Precision Tools. If we are 
unable to supply you promptly with 
the Starrett Tools you need, remember 
that we who make them must still 
work carefully and slowly in order 
that the men who use them may work 
swiftly, surely and confidently. 


THE L. S. STARRETT CO. 
World’s Greatest Toolmakers 


Precision Tools Dial Indicators 
Ground Flat Stock . . Hacksaws 
Metal Cutting Bandsaws . Steel Tapes 








Wanted... 
DEFENSE SUB-CONTRACTS 








Let Us Help To 
KEEP 'EM FLYING 
ROLLING, SAILING! 


Do you need wire forms to complete 
your defense orders? If so, we can sup- 
ply them promptly and economically— 
offering you the services of a modernly 
equipped plant and an_ enthusiastic 
force of highly experienced craftsmen. 
Send us your specifications for estimate. 
(We ask the co-operation of our old line hard- 
ware customers by anticipating needs as far ahead 
as possible.) 


M. S. BROOKS & SONS 
BOX "*B" CHESTER, CONN. 
Since 1848 


‘BROGKS  HOGKS* 
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SALES OF 1,602 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


Number 
of Percent Change 
firms Oct. °41 Oct.’41 


October, 1941 


Dollar Sales 





report- vs vs 
ing Oct.°40 Sept.’4l Oct.*41 Oct. 40 Sept.’41 
States by Regions 
Vew England 83 +23 +4 871,726 711,203 840,482 
Maine 10 +12 +9 82,791 74,114 75,756 
Vermont & N. H. 13 +25 + 7 247,632 198,422 230,878 
Massachusetts 14 +21 +2 428,445 353,052 418,681 
Rhode Island . 
Connecticut 12 +25 6 76,758 61,273 81,942 
Viddle Atlantic 185 +26 +5 1,281,235 1,016,439 1,222,014 
New York 23 +15 6 101,901 88,726 108,318 
New Jersey 7 +22 6 60,698 49,568 64,569 
Pennsylvania 155 +27 + 7 1,118,636 878,145 1,049,127 
East North Central 452 +23 + 2 2,834,914 2,298,182 2,792,812 
Ohio 121 +24 r 752,009 606,691 770,031 
Indiana 74 +32 + 7 492,177 372,372 460,201 
Illinois 112 +19 +2 720,105 603,478 708,398 
Michigan 45 +21 Ts 342,765 282,668 332,989 
Wisconsin 100 +22 + 1 527,858 432,973 521,193 
West North Central 246 +12 + 4 1,020,333 910,502 984,446 
Minnesota 26 + 2 +1] 189,012 186,077 188,031 
lowa 66 + 6 +4 332,150 312,046 319,576 
Missouri 49 +28 +13 176,241 138,098 155,940 
North Dakota 9 +9 .) 39,196 36,094 43,036 
South Dakota ° 
Nebraska 48 +12 +15 143,181 127,377 123,991 
Kansas 45 +28 8 131,192 102,095 143,352 
South Atlantic 66 +20 + 9 590,596 492,456 542,245 
Delaware * 
Maryland . 
Virginia 10 +27 +13 107,594 84,986 94,928 
West Virginia 5 +28 +18 27,386 21,341 23,207 
North Carolina ° 
South Carolina 12 +18 + 8 114,253 96,539 105,531 
Georgia 16 +40 +7 132,091 94,097 122,972 
Florida 18 -¥% +1 153,760 154,067 151,638 
East South Central 34 +32 + 6 319,047 240,845 301,239 
Kentucky 7 +35 +14 54,031 40,086 47,456 
Tennessee 9 +17 — ¥ 120,425 102,994 120,491 
Alabama 15 +48 . + 6 130,834 88,679 122,986 
Mississippi > .. aha ®) Sceeee are ie 
West South Central 122 +24 +2 784,251 632,202 768,035 
Arkansas 16 +39 +23 114,316 82,117 92,942 
Louisiana ; = 
Oklahoma 37 +12 -2 101,517 90,990 103,623 
Texas 66 +24 - ] 541,998 438,697 549,679 
Vountain 105 +19 4 857,442 722,481 889,072 
Montana 25 +10 — 9 229,857 209,574 253,819 
Idaho 20 +21 + 6 134,570 110,930 126,660 
Wyoming = 
Colorado 31 +13 —12 101,500 89,805 115,160 
New Mexico 9 +21 —4 148,074 122,820 154,899 
Arizona 8 +36 +1] 163,540 120,389 161,393 
Utah ss 4 
Nevada ° <+ 
Pacific 309 +33 —] 2,387,571 1,797,716 2,405,398 
Washington 52 +32 — 5 354,547 267,590 371,401 
Oregon 35 +50 + ¢% 344,174 229,513 343,145 
California 222 +30 — 1,688,850 1,300,613 1,690,852 
Total 1,602 +24 +2 10,947,115 8,822,026 10,745,743 
Chicago 23 +21 +11 76,030 63,003 68,722 
Los Angeles 31 +48 + 8 359,048 241,999 332,909 
Portland 11 +52 —¢% 41,872 27,462 41,958 
St. Louis si 
San Francisco 21 +19 —13 135,335 113,919 154,815 
Seattle ll +44 — 5 27,207 18,927 28,565 





= Less than 0.5 per cent. While states marked * are included in total, figures for 
these states are not shown on chart because of insufficient data. Compiled by 
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@ The IMPERIAL Weed Puller is a “must” item 
for your customers. Constructed of high-grade 
steel, finished in black enamel, and equipped with 
an easy-grip handle, this Imperial is a tool that 
takes the work out of weed-pulling. Your cus- 
tomers will like the way it removes weeds without 
damaging the lawn—YOU will be pleased with the 
quick turnover this tool provides. 


Order your stock of IMPERIAL Weed Pullers 
from your jobber now. And specify IMPERIAL on 
all your garden tools and harness hardware orders. 
IMPERIAL costs no more, and serves you better. 












IMPERIAL WEED PULLER 


$ 





styles — priced to please y' 
tomers and put extra profits 





Sure-fire sellers are Imperial's Calf 
and Cow Weaners. All sizes — all 


pockets! Your jobber stocks them. 


our cus- 
in your 








THE FORSTNER AUGER BIT 


The amazing versatility of the Forstner Auger Bit will immediately 
make a hit with all your customers who work with wood. Because 
the entire cutting surface works all the time, this tool bores a per - 


fectly smooth - walled, flat - bottomed hole. And because 


the Forstner 


is guided by its circular rim instead of a center spur it is especially 
suitable for cutting through hard, knotty or irregular grained woods 
and for boring at any angle. Wood - workers use this tool for dozens 
of jobs — such as mortising, scalloping, scroll work and pattern 
making — commonly done with chisel, gouge, scroll saw or lathe. 


Made of fine, tempered tool steel. Operate freely without clogging. 
Available with machine or hand brace shanks in the following sizes : 
For machine use, 4“ to 112” by sixteenths; 154“ 


to 3” by eighths. For hand use, 4“ to 1 
teenths. Sold singly or in sets of 9, 1 
each. Order through your jobber. 


CRAND 
PROGRESSIVE MF 


ORRING TGS ee eenec 
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\,"" by six- 
1 or 17 bits 
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WANTED: 


MANUFACTURERS REPRESENTATIVES 


| for new paint product 


One of America’s leading manufacturers of 
chemicals, with sales solely to industrial con- 
sumers, is launching a new type of paint to be 
sold through the Hardware Trade. 


There has long been a need for such a product 
but nothing previously on the market would do 
the job. Volume sales assured through spectacu- 
lar advantages and economies. Ties in perfectly 
with the Hardware Trade’s need for new prod- 
ucts to replace merchandise no longer available 
_due to the present emergency. 


A remarkable reception wherever introduced. 
Will be nationally advertised. This product is 
the result of extensive scientific research and 
is being marketed by a company strongly estab- 
lished in the industrial field. Manufacturers 
representatives are required throughout the 
United States. Our sales force knows of this 
advertisement. All inquiries held strictly con- 
fidential. Write, giving full details, other lines 
carried, extent of territory covered, ete. 


Address Box E-533 
Care of HARDWARE AGE 
100 E. 42nd St., NEW YORK CITY 











Vaughaoi WE gy 


CAN OPENER 









Order No. 160-BC. Vaughan’s Improved CAN OPENER 
COMBINATION . .. BOTTLE OPENER .. . CORK 
SCREW ... AND A NEW OPENER FOR ALL CANNED 
LIQUIDS! The only complete Can Opener Combination on 
the market, at a popular price. Packed on individual display 
cards. One dozen to the box. A fine seller. Send for prices. 


Vaughan's 
SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed 
on three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. INC. 





3211-25 CARROLL AVE. CHICAGO, ILL. 
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These Advantages 
Make It Easy to Sell 
Fairbanks Hand Trucks 


Steel straps on both front and back of 
wooden frame. 

Steel crossbars bolted flush into top of 
frame, instead of into weakening mortises. 

Nose iron can be replaced by removing 
only six boits. 

Wheels are slightly crown faced, minimiz- 
ing chipping of edges and making them 
less destructive to floors. 

Wheel guards are an integral part of 
crossbars, and not a short piece boited on 
which may work loose. 

Handles are wood, which are warm to the 
touch. They are a part of the frame, so 
cannot work loose. Tapered frame gives a 
better balance. 

Fairbanks Hand Trucks are so ruggedly 
constructed that they will withstand the 
most severe punishment encountered in 
ordinary service without 
injury. 

There is practically no 
part subject to much 
wear that cannot be inex- 
pensively and quickly re- 
placed. 


Write for catalog No. 51. 


The Fairbanks Co. 


400 LAFAYETTE ST... 
NEW YORK, WN. Y. 
Gesten, Mass. Pittsburgh, Pa. 
Factories: 
Binghamtes, WN. Y. Rome, Ga. 


Fairbanks 


@ Gheene (hnstmas 
Bright New Year | 





LANTERNS 









| R.E. DIETZ COMPANY | 
Lah WEW YORK 


Output Distributed Through the Jobbing Trade Haclusively 


4! 





















Left to right: W. A. Raugust, Odessa, Wash., president; James B. Chan- 
ning, Spokane, Wash., secretary; Wendell M. Hoesly, Spokane, Wash., 
treasurer, and Alvin Vinther, Spokane, Wash., vice-president. 


Northwest Dealers Study 
Restrictive Legislation 


HE 38th annual convention of 

the Pacific Northwest Hardware 
and Implement Dealers was held at 
the Desert Hotel in Spokane, Wash., 
Nov. 17 and 18. The morning of the 
first day was given over to routine 
business, reports of the officers, with 
the only program feature being a 
film on selling presented by the Frig- 
idaire Div., General Motors Sales 
Corp. 

The subject of “Meeting Syndi- 
cated Competition” which was han- 
dled by Jack Meinhart, of the mer- 
chandise department of Marshall- 
Wells Co., Spokane. Mr. Meinhart 
said there are five elements with 
which the independent hardware 
man can meet syndicate competition. 
He urged that hardware men try to 
work out some scheme of co-opera- 
tive buying among themselves by 
means of which they can enlarge 
their purchasing power and enjoy 
better purchasing prices. 

“Turnover is the speedometer 
which tells you the progress of your 
investment,” he told the meeting, in 
making his second point which asked 
for better stock control systems. Con- 
sistent advertising, was the third 
need of the independent retailer— 
the remindful advertising that keeps 
his story constantly fresh in the 
minds of the public. 

“And, if all the world is a stage, 
certainly your store is and you are 
the leading actor in it,” he advised. 
“Any stage calls for showmanship 
and so does your store. Show your 
wares. Play up the drama and 
romance, and above all don’t bury 


anything. You don’t find chain 
stores carrying huge stocks which 
they do not have displayed at least 
by samples that the public can feel 
and see. Proper display is my fourth 
point. Last, but not least, educate 
your staff and yourself to sell the 
needs of the public, not to sell your 
merchandise alone.” 

The intricacies of financing paper 
and of instalment selling under Reg- 
ulation W, were discussed for the 
convention by two officers of the 
Spokane & Eastern Bank, W. T. 
Triplett and Sam C. Haddock. 

Mr. Triplett advised the hardware 
men that the bankers prefer to do 
all the financing of customers if pos- 
sible. He told the dealers that if 
they would go to the banker and ask 
him how to work out a plan for a 
customer to buy heavy machinery or 
implements, the bank today is pretty 
apt to make it possible for the sale 
to be made. 

The restrictions of the Wage-Hour 
Law were taken up by Howard J. 
Peterson of the U. S. Department of 
Labor, and James A. Ford, well 
known in northwest business circles, 
and managing secretary of the Spo- 
kane Chamber of Commerce, drew 
on his recent stay in Washington, 
D. C., for a picture of the legislative 
scene there. Mr. Ford expressed the 
belief that rationing was just around 
the corner and that within six months 
dealers would be told by the govern- 
ment how many various articles they 
can buy. 

W. A. Morris, Spokane OPA told 
the dealers he felt it was “negative 
selling” to mention and make a point 
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Rogers exclusive policy of offering the 
hardware trade absolute protection by 
not selling to chain store groups, group 
buyers, and mail order houses, has gained 
tremendous momentum, and we are ex- 
panding this policy for your benefit. 














Yes! Rogers continues to sell for OLE SERGEANT 
you with national advertising in POPU- — 
LAR MECHANICS and POPULAR 
SCIENCE... magazines reaching well over 1 million 
consumers monthly. In addition, we offer free 
project booklets and project sheets to your custom- 
ers ct any time. Just advise us of the quantity 
that you desire to have at hand, and we shall be 
glad to forward a supply. 


PHONE YOUR JOBBER FOR SPECIAL DEALS 
We are running a special display yy which includes free 


merchandise, and we are also kii I project glue 
deal which includes project booklets “an peaheat sheets. 


USE ROGERS LIQUID FISH GLUE 
“The Glue with the Grip of a Gorilla" 


sO CS | 
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BELLEVUE 


Famous Hotels in 


AMERICA, 





announces, as 1941 autumn news... hundreds 
of rooms and baths modernized . . . a beautiful, 
new, completely air-conditioned Coffee Shop— 
seating 400, open from early breakfast to late 
supper, featuring finest food, modern service at 
really popular prices. Other air-conditioned 
restaurants. Unsurpassed facilities for comfort 
and the enjoyment of true Philadelphia hos- 
pitality. Reasonable rates. 


BELLEVUE-STRATFORD 


IN PHILADELPHIA 


+ + + + 






CLAUDE H. BENNETT 


General Manager 





a 
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BLOT-X fitr'yiites 


WALLPAPER GREASE 
SPOT REMOVER 











Blot-X sells fast because there's a real 
need for it—and because it carries a 
margin that makes it unusually profit- 
able for the dealer to feature. 9,000 
leading dealers and jobbers from coast 
to coast are selling it. Now is the time 
to put a two-dozen display box on 
your counter and—cash in. 


WRITE FOR PRICES NOW 


Spread it on—Wipe it off 


Grease is gone 


Cant kann 
wallhaper 













Tee BLOTEX Loaies gin wi | 


124 S. BROADMOOR BLVD., soamanienik OHIO 








MADE IN U.S.A. BY 


THE WM. SCHOLLHORN CO. 
NEW HAVEN, CONN. 














Every feature that’s new. Aero 
(rain shedding) Dome. All-Weath- 
er Controls. New Air Flow Com- 
bustion. Storm Tested. Easier to 
Look at—Easier to Use... 


EASIER TO SELL...in Two Handy Sizes 








Ready Market! 
Ready Sales! 





With cold weather, rats and mice scurry 
indoors—and housewives scurry out to buy 
traps! The market's ready—and you'll make 
quick, ready sales if you feature Victor 
Mouse and Rat Traps. Mark plenty of 
Victors on your order list. 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PENNA. 


VICTOR nar tears 





of manufacturers’ excise taxes when 
selling something to a consumer. “If 
the price has been raised or has to 
be raised all right, but don’t keep 
nagging away that it was due to 
taxes, because some people are an- 
noyed by taxes and will deliberately 
refuse to buy for that very reason. 
Why let taxes become an obsession. 
and they are that with some people.” 

“The hardware business is a very 
honorable one,” said Daniel Hart- 
nett, Pacific Coast manager for E. 
Edelman Company. Chicago, at the 
start of a talk on “Facts for °42.” 

“Yes, we may suffer some decrease 
in sales because we can’t get some 
supplies,” he declared, “but sup- 
plies are not going to be cut off. 

“There are 2000 types of nails— 
wouldn’t 1000 be enough if we really 
try to make it enough? Don’t worrv 
too much about not being able to get 
merchandise, but maybe if we are 
going to be successful we may have 
to do some changing of ways. 


“Seasonize your promotion of mer- 
chandise to take advantage of the 
farmer’s better ability to buy. De- 
partmentalize your store, so that mer- 
chandise will be more easily found; 
and then give the community more 
information about what you have.” 

Priorities were discussed by A. E. 
Pierce of the OPM district office at 
Seattle, and a stirring account of 
France just before it fell and of the 
blitzkrieg was given by Karl M. 
Richards who appealed for the sale 
of Defense Stamps and Bonds. 

The sessions closed with the re- 
election by a unanimous vote of the 
directors-of the 1940 slate of officers. 
They are W. A. Raugust, Odessa, 
president; Alvin Vinther, Spokane, 
vice-president; Wendell M. Hoesly, 
Spokane, treasurer; and James B. 
Channing, Spokane, secretary. 

A motion picture on big game 
hunting was shown at the banquet 
by Gus Peret, Remington Arms Com- 
pany. 


























“ + Got ‘EM TO DEMONSTRATE OUR ROPE ” 
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Multiple Twist, woven with 
perfectly straight selvage 
and even mesh. All stand- 
ard sizes, mesh and: wire. 


Users look for the bright 





“Rooster” trade-mark. 


bt WRIGHT 


WORCESTER 


STEEL & 


WIRE CO. 
MAS S. 








ARCADE 


HARDWARE & TOOLS 





No. 9324. For lifting and 
moving all appliances with a 
leg height from 4% to 17 
inches. Five stages, with 
elevations of 2% to 4% 


LIFT 
TRUCKS 


DO THE WORK 
OF SEVERAL MEN 


One man can do the 
work of several moving 
refrigerators, radios, 
parlor furnaces, or 
other appliances 








inches. Specifications: Ca- 
pacity, 1500 Ibs. . . Wheel 
base, 27% in. Net 
weight, 91 lbs. . . . Finish, 


yellow. 








The lowest 
Thou 


No. 9320 C.I. 
price lift truck made. 


sands of these trucks are now ‘ 
in service. Specifications: Ca through narrow aisles 
pacity, 1000 Ib. . . . Wheel . . through doorways 
base, 21 in . Net weight, . into small spaces, 


with a minimum of 
effort. Thousands now 
in use in salesrooms... 
warehouses . . . ship- 
ping rooms. 


»(/ ARCADE 
}/ MFG. CO. 


1201 Shawnee St. 
Freeport, Ill. 


Finish, red. 









Oe tem. « % « 





No. 9327. 
signed for 


Especially de 
refrigerators 
Capacity, 
. Wheel base, 

29 in. . . . Net weight, 62 

Ibs. . . . Finish, yellow. 


Specifications : 
1800 Ibs. . . 





send for 
FREE CATALOG 


Order from Your Jobber 
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SASH CORD, 


24 
ra 
= 
= 


Ve 3 


te Exceeds the rigid strength specifi- 
cations of the U.S. Gov't., States 
Municipalities, railroads and in- 
dustrial users. Top quality--yet 

5 other 

brands for every require- 

Sold thru leading 


jobbers everywhere 


reasonably priced 


ment 


PURITAN 
CORDAGE MILLS 


LOUISVILLE, KENTUCKY 


Y 40, Uf sadbh card, lithe tine, add Creadbd aad lait Mtr wr 
J 








Jule Practical booklet to help dealers make more money on sash cord. Write now! 









LIGHT 
SINGLE-JOINT = 
CITRUS-TYPE SS 
PRUNER 









ALL RANGE 
PRUNER 







ONE-HAND 
PRUNER 







Both blades cut clean-clean 
cuts heal clean. goo 
pruning job cannot be done 
with a poor pruning tool. 
It pays to buy the best. 
Send for catalog of Porter 
Pruners - a model for every 
requirement. 


H. K. PORTER, Inc. 
EVERETT, MASS. 
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Red Devil 
bay-¥ (eg = 


This item is like “found money” 
— brings better than ordinary 
profit on goods once given 
away with glass. Customers 
like the idea and readily pay 
a nickel. Each package con- 
tains a point driver that saves 
bunged fingers and broken 
glass. 


LANDON P. SMITH, INC. 
IRVINGTON, N. J. 









COOK’ S 


NEW STREAMLINE 
SUPER VALUE 
NAIL = 


New member 
Nail Clipper i 
Hardened jaws, nail 


file, cleaner. Heavily 
nickeled. Doz. on colorful card 
at jobbers’. Send for details. 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Cons 


<cOBURNY 
DOOR 
HANGERS 


Dependable Since 1888 


COBURN TROLLEY TRACK CO. 
4112 Harding St., Holyoke, Mass. 














You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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Coming Conventions 





Ace Stores, convention and exhibit, 
Jan. 19-21, 1942, at the Hotel Sherman, 
Chicago, Ill. 


Alabama Retail Hardware Assn., 
convention and exhibit, May 18-19, 
1942, at Admiral Semmes Hotel, Mo- 
bile, Ala. J. H. Crowe, 410 N. 21st St., 
Birmingham, is secretary. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ Asso- 
ciation, April 20-23, at the Hotel 
Roosevelt, New Orleans, La. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary of the manu- 
facturers’ Association, and T. W. Mc- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 
is secretary of the jobbers’ association. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the man- 
ufacturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 
group. 


American Hardware Supply Co., 
annual convention, Jan. 26-27, 1942, at 
the company’s headquarters, 41-43 Ter- 
minal Way, South Side. Pittsburgh, Pa. 
William M. Stout is general manager. 


American Toy Fair, March 9-21, 
1942, at 200 Fifth Ave., 1107 Broadway 
and other permanent show rooms in 
New York City; also at the Hotel Mc- 
Alpin, New York City. Horatio D. 
Clark, Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave., New York 
City, is manager. 


Arkansas Retail Hardware Assn., 
convention and exhibit, Feb. 9-11, 1942, 
at Little Rock. Sessions and exhibit 
at Marion Hotel. George L. Turner, 
322 Markham St., Little Rock, secre- 
tary. 


California Retail Hardware Assn. 
convention, Feb. 17-19, 1942, at the 
Western Merchandise Mart, San Fran- 
cisco, Calif. LeRoy Smith, 417 Market 
St., San Francisco, is manager. 


Housewares and Major Appliance 


Exhibit sponsored by the Housewares 
Manufacturers’ Association, Inc., 628 


and Events 


Corrected each issue 
according to latest data 


Palmer House, Chicago, to be held at 
the Palmer House, beginning on or 
about Jan. 4. 


Illinois Retail Hardware  Assn., 
convention and exhibit, Feb. 17-19, at 
Peoria, Ill. Sessions and exhibit at 
Pere Marquette Hotel. C. C. Gilbert, 
1155 Merchandise Mart, Chicago, sec- 
retary. 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-30, at In- 
dianapolis, Ind. Sessions and exhibit at 
Murat Temple. G. F. Sheely, 333 N. 
Pennsylvania St., Indianapolis, secre- 
tary. 


Intermountain Hardware and Im- 
plement Dealers’ Assn., convention, 
Jan. 14-16, at Boise, Idaho. Frank L. 
Winzeler, Chamber of Commerce Bldg., 
Boise, secretary. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Sessions at Hotel Savery; ex- 
hibits at Coliseum. Philip R. Jacobson, 
Mason City, secretary. 


Kentucky Hardware and Implement 
Assn., convention and exhibit, Jan. 
13-15, at Louisville. Sessions,and exhibit 
at Kentucky Hotel. J. M. Stone, Room 
315, Kentucky Hotel, Louisville, secre- 
tary. 

Marshall-Wells Co., dealers’ con- 
vention, Feb, 2-4, 1942, and merchandise 
school for dealers’ employees, Feb. 9-11, 
at company headquarters, Duluth, Minn. 


Michigan Retail Hardware Assn., 
convention and exhibit, Feb. 3-6 at De- 
troit. Sessions at Statler Hotel; exhibit 
at Convention Hall. H. A. Daschner, 
1112 Olds Tower Bldg., Lansing, secre- 
tary. 

Mountain States Hardware and 
Implement Assn., convention, Jan. 
12-14, Cosmopolitan Hotel, Denver, 
Colo. John T. Bartlett, 637 Pine St., 
Boulder, Colo., secretary. 


National Hardware Week, April 
16-25, 1942. 


National Wholesale Hardware As- 
sociation meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 


Pa., is secretary of the wholesalers’ as- 
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HOLTITE Aaslenings 





CUT ASSEMBLING TIME 
mm HOLTITE-Phillps 


Screws & Bolts > 






Speed up production, cut 
costs and waste, eliminate 
injuries, increase efficiency. 


“rwnccsn Holtite LOCK-TITE Screws 


The lock washer is an 


ee <b f 
SS pp rs | 
SPECIALS> = py 

% 


dling. No lock wash- 
f ” 














Bene 
Leasaaee 


Special parts and 
fastenings made exact 
to your specifications. 


neennnnnnnnnnet 


er waste. 
> 
D 


CONTINENTA 
SC REW C New Bedford, Mass 





Warehouses at 
@ Detroit and Chattanooga 








WALL 

and ¢ 
TABLE 
Styles Household 


CAN OPENERS 


Make Holiday Displays 
for Useful Giving 


Leaders in household kitchen 
tools, Edlund Can Openers 
mean more sales and profit to 
dealers. From the nationally- 
advertised Edlund Jr. hand 
model — the famous “Open 
Champ”—at 50c re- 
tail, there’s a model 
for every purse and 
type of service. 


terreeeeeret™ 





No. 4 (Illustrated) 
HOUSEHOLD 
Model No. 4.-— $1.50 
retail. For large cr 
small cans; Wall and 
Table styles, with all 
exclusive Edlund fea- 
tures at a popular 
price. 


At Jobbers 
Everywhere 


EDLUND COMPANY 


BURLINGTON, VT 
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UNITED WE STAND; 


F.D.R.# 






With priorities 
taking prece- 
dent over 
skates, let us 
stand united— 


In Defense Of Our Liberty 
Yet “CHICAGO” y 
Roller Skates with 
shoes attached may 
still be available 
through out- 
lets which 
stocked in an- 
ticipation of a 
shortage. 




















CHICAGO ROLLER SKATE CO. 


World's Greatest Roller Skates for Over 40 Years 


CHICAGO, ILLINOIS 


4456 WEST LAKE STREET 














he See ee 


SOUND IN 


At?® -€4 £ 


WORLD . 





Every retailer knows it's the musical "ping!" 
of the cash register. And if you want to 
keep that profitable tune merrily going, put 
the CHORE GIRL on your counter. If she's 


seen, she'll be sold! 


on 2-dozen pack comes in attractive 
os counter display carton. Order from 
wenn your jobber today. 


METAL TEXTILE 


CORPORATION 
ORANGE, N. J. 
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TROY—BEST 


File Handles 





PATENTED] wames a 


hi 
assures better wor Gnartakig 


(Patented), 

and safety to user. A favorite for over 
40 years. 

TROY FILE WORKS 
Troy, Est. 1831. N. Y. 








E-Z CORN POPPERS 


The original rotary Corn 
Poppers. They use less 
heat and do not burn the 4 







eorn. Stove type or 
electric. 


OverA 
MILLION 
Have Been Sold 


Pistol blue steel, or bril- 
lant nickel finish. Ask 
your Jobber. 


0. $. Keene: Machine Co., - Elkhart, Ind. 


Gibson Good Tools 


Gibson Patented 
Gripper Clips, flex- 
ible steel, nickel 
plated. Small size 
hold kitchen uten- 
sils, tools, golf 
clubs, canes, ete. 
Large size brooms, 
mops, garden tools, 
ete. Retail 10¢ ea 
on beautiful disp 
a Also Robert- 

‘Horseshoe 
Magnet’ Hammers 


e GIBSON GOOD TOOLS, INC. 
Box 268 Orange, Mass., U.S.A. 




















STEEL MORTAR BODS 


No dripping onto 
the urer's back. 


Made entirely of 
stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
tly reinforeed. 









26”x12° 

Ne. 158 x 1%" The fork. is 
Mortar pressed t 

deep heavy ¢ asee 

steel. 
Write for prices. 
Pipe Cleveland Wire Spring Co. 
& 38th St. and Hamilton _ 


a even, Ohie 


OXFORD CHISELS 
















bell, Pre: 


* OXFORD TOOL COMPANY 











r 10c 
Cards 
25¢ 
Uses or Balk 
Bi WOOD JOINERS 
THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 


Ask Your Jobber 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicago, Ill. 
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sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


Nebraska Retail Hardware Assn., 
convention and exhibit, Feb. 4-6, at 
Omaha. Place of sessions and exhibit 
not yet decided. Edward C. Herman- 
son, 325 Insurance Bldg., Lincoln, sec- 
retary. 


New England Hardware Dealers’ 
Assn., convention and exhibit, Feb. 
24-26, at Statler Hotel, Boston, Mass. 
Russell R. Mueller, 189 Dartmouth St., 
Boston, secretary. 


New York State Retail Hardware 
Assn., convention and exhibit, Feb. 3-6, 
at Seneca Hotel, Rochester, N. Y. N. H. 
Kiley, 509 Hills Bldg., Syracuse, secre- 
tary. 


North Coast Hardware and Imple- 
ment Dealers’ Assn., convention, Jan. 
19, at the Multnomah Hotel, Portland, 
Ore. D. D. Stewart, American Bank 
Bldg., Seattle, Wash., secretary. 


North Dakota Retail Hardware 
Assn., convention and exhibit, Feb. 
24-26, at Fargo. Sessions at Hotel Gard- 
ner; exhibit at Auditorium. Miss Louise 
J. Thompson, 21 Clifford Bldg., Grand 
Forks, secretary. 


Ohio Hardware Assn., convention 
and exhibit, Feb. 17-20, at Columbus. 
Sessions at the Deshler-Wallick Hotel; 
exhibit at the auditorium. John B. 
Conklin, 175 S. High St., Columbus, 
secretary. 

Oklahoma Hardware and Implement 
Assn., convention and exhibit, Feb. 3-5, 
at Oklahoma City. Sessions and ex- 
hibit at Municipal Auditorium. Charles 
F. Nelson, 411 Key Bldg., Oklahoma 
City, secretary. 


Panhandle Hardware & Imp. Assn., 
annual convention and exhibit, Jan. 
25-26, 1942, at Amarillo, Tex. Sessions 
and exhibit at Herring Hotel. C. L. 
Thompson, Canyon, Tex., is manager. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., convention and 
exhibit, Feb. 10-13, at Baltimore, Md. 
Sessions and exhibit at Lord Baltimore 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., secretary. 


South Dakota Retail Hardware As- 
sociation, convention and exhibit, Jan. 
27-29 in Sioux Falls. Sessions and ex- 
hibit at Coliseum. [Earl Erlandson, 
Cottonwood, manager-treasurer. 


Southern California Retail Hard- 
ware Assn. convention and exhibit, Feb. 
23-25 at Long Beach, Calif. Sessions 
and exhibit at Municipal Auditorium. 
J. V. Guilfoyle, 509 Rives Strong Bldg., 


Los Angeles, secretary. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 20-23, at the Ho- 
tel Roosevelt, New Orleans, La. T. W. 
McAllister, 1020 Grant Bldg., Atlanta, 
Ga., is secretary of the jobbers’ asso- 


ciation, and Charles F. Rockwell, 342 


Madison Ave., New York City, is secre- 
tary of the manufacturers’ association. 


Tennessee Retail Hardware Assn., 
convention, Feb. 10-11, at the Andrew 
Jackson Hotel, Nashville. Morris Jones, 
P. O. Box 784, Nashville, secretary. 

Texas Hardware and Implement 
Assn., convention and exhibit, Jan. 20- 
22 at San Antonio, Sessions and ex- 
hibit at Municipal Auditorium. J. D. 
Martin, Jr., P. O. Box 1193, Bryan, 
secretary. 

Triple Mill Supply Convention, 
May 4-6, 1942, at the Hotel Traymore, 
Atlantic City, N. J., comprising the 
Southern Supply & Machinery Dis- 
tributors’ Assn., E. L. Pugh, 314 Vol- 
unteer Bldg., Atlanta, Ga., secretary; 
National Supply & Machinery Distrib- 
utors’ Assn., H. R. Rinehart, 505 Arch 
St., Philadelphia, Pa., secretary, and 
the American Supply & Machinery 
Manufacturers’ Assn., R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa., 
general manager. 

Virginia Retail Hardware Assn., 
convention, Feb. 24-25, at Richmond. 
Sessions at the John Marshall Hotel. 

T. Omohundro, Jr., Scottsville, sec- 
retary. 

Western Retail Implement & Hard- 
ware Assn., convention and exhibit, 
Jan. 20-22, at Kansas City. Sessions and 
exhibit at Municipal Auditorium. Frank 
H. Spink, 322 Scarritt Bldg., Kansas 
City, secretary. 

West Virginia Retail Hardware 
Assn., convention at Clarksburg, some 
time in February. Sessions at Waldo 
Hotel. H. B. Clower, Oak Hill, sec- 
retary. 

Wisco Hardware Co.’s 15th annual 
merchandising school and sales show, 
Jan. 28 and 29 at the company’s head- 
quarters, Madison, Wis. J. A. Fitschen 
is secretary and general manager. 

Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 3-6, at 
Milwaukee. Sessions and exhibit at 
Auditorium. H. A. Lewis, Stevens Point, 
executive secretary. 


Warranty of Goods Sold 


N the sale of goods or equip- 

ment, a statement or guarantee 
of certain facts with respect to the 
thing sold is called a warranty. 
Thus a statement or guarantee that 
a piece of equipment has a certain 
performance capacity or certain 
economy of operation would be a 
warranty. Failure of the goods to 
“come up to” the assurance con- 
stitutes a breach of warranty. 

As an Arkansas Court recently 
pointed out, no formal words are 
necessary to create a warranty, but 
it is only necessary to use words 
that are sufficient to show the in- 
tention of the parties. 
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4 COLOR 
COUNTER 
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PATENTED 


A SUPERIOR SCREWDRIVER JAZ GZS THE AUTOMATIC GRIP 















Full-featured: chrome vanadi- 
um blade, tempered entire 
length; hand-ground bit; many 
models have transparent, un- 
breakable insulating handles 
Plus the patented, exclusive 
Gripper that doubles the 


UPSON BROS., INC., 


value of an already high 
quality screwdriver. Adver- 
tised in ‘Popular Mechanics"* 
and ‘Popular Science''— 
ready sales for you. 

Order Thru Your Jobber. 


84 Exchange St., ROCHESTER, N. Y. 

















NEW !RONS 
for OLD 


For precise conditioning 
by wheel or stone, you 
can’t beat the handy new Millers Falls No. 240 Plane 
Iron and Chisel Sharpener. Strong, compact, deli- 
cately adjustable, it saves time and lengthens the life 


puacant teats of the blade. It broadens your mar- 
peels) a ket, swells your profits. ONLY $1.25 
SE 4 LIST. Ask your jobber. 
MILLERS FALLS COMPANY 
GREENFIELD. - MASSACHUSETTS 





Sharpener 








GENUINE AJB" 


z 4 , 
oLanda nd. 


PRODUCTS 


Srerpuhere 
‘HARDWARE SPECIALTIES 


Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
— Latches, Wrought Goods, etc., etc. 









Established 1879 


Atso HAYING TOOLS anp 
BARN EQUIPMENT 


**Guaranteed to satisfy the user’ 












THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 




















STANLEY “SLIDE UP” 


Garage Door Hardware 


Converts any pair of new or 
old stock garage doors weigh- 
ing up to 200 lb. into a smooth 
operating, one-piece, upward 
acting door. Inexpensive. Set 
includes all necessary parts.- ' 
Write for folder. The Stanley 
Works, New Britain, Conn. 


[STANLEY J 


TRADE MARK 
HARDWARE FOR CAREFREE DOORS 


























Get Wise to Hoppe’s 
Gun Cleaning Products 


Wake up jobbers—wake up dealers—wake up home 
guard. Every rifle, shot gun and revolver in this 
Country is essential to defense and Hoppe’s Gun 
Cleaning Products are essential to a clean gun. 


Write for _ booklet 


that tells why and 
get wise to these 
money makers. 
FRANK A. HOPPE, Inc. 
2314-A North 8th Street 
Philadelphia, Pa. 











CLOSER 








FLOUR SIFTER 


measures asit 
= ok 


sifts into cup 




















cael Sas > 
Guaranteed by” 
‘Good Housekeeping 
Mop , WOLTECTIVE OR ow 

WAS anveanisen HES 









50¢ 


Foley Sifter sifts directly 


















into measuring cup, elim 
inating extra handling of 
flour, levels measurement 
Just squeeze the handle. Sift with one hand, stir 
with other. Sifts into electric mixer. <A fast 
seller at 50¢ 
Beside the Sifter, Foley Kitchen Utensils sold 
through jobbers include FOOD MILL 1.25 
STRAINER—$1.00; GRINDER—-$1.00; C HOP- 
PER—59¢; FORK—25¢. 
Write us direct for recipe folders, newspaper mats 






FOLEY : MFG. CO. feasemetine Minn 











BALL BEARINGS ® SPECIAL LEAK-PROOF GLAND ® 
22% MORE EFFICIENT ... 


ing resistance; automatic back check action can be set to cushion 


greater closing power, less open- 


opening at any point in the arc. 


Lockwood Hardware Mfg. Company, Fitchburg, Mass. 


Division of Independent Lock Co. 














De you realize that no one factor will draw people to your store 
like attractive window displays of seasonable merchandise? 


Hardware Age is continually reproducing such window displaye— 
its representatives are always on the lookout for new ideas. 


HARDWARE AGE, 





Good Window Displays «««««««« «eae aeaeeaee 


100 East 42nd Street, 


windows and increased trade 


And many dealers who require their own copy of Hardware Age 
find it highly profitable to subscribe to extra copies for their sales 
force. 

The cost, $1.00 per year, is returned over and over in better 


New York City 
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Classihied Opporvtumitiea. Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





|  _Chansified Adwentising Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words...... . $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 


(Special Rate) set solid, maximum. 
PE 65680000000060000e000040 $1.00 
Bach additional word............... 05 


Allow Seven Words for Keyed ‘Address or Your Address 


BOXED DISPLAY RATES 
GU BR hc ccans conn cccennsesscces $6.00 





yor te FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wamted Advertise- 
ments. 
—-@e-— 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Sampies of Merchandise, Literature, 
Catalogs, ete., will not be forwarded te 
box number advertisers unless saccom- 
panied by suffi postage for il 
ine 














HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

—@e- 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 











Positiows Wanted | 


Help Wanted | 











pansion plans. 


SALES EXECUTIVE AVAILABLE 


in thirty days due to present employer’s forced curtailment of ex- 
Fifteen years’ experience as a sales manager and 
merchandising manager in hardware, wholesale drug and manufac- 
turing fields. Capable of developing and training sales organization. 
Personally contacted and sold hardware and drug wholesalers and 
manufacturers all over country. Forty-six, married, Christian. Will 
locate anywhere opportunity affords. 


Address Box E524, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 














SOUTHWESTERN REPRESENTATIVE 
for a leading manufacturer of files, hammers, 
hatchets, axes and sledges, needs new con- 
nection at once. My references are: present 
employer; all wholesale hardware and mill 
supply buyers and executives in Texas, Okla- 
homa, Arkansas and Louisiana. 

Address — ROGER R. MORSE 

Jefferson Hotel, Dallas, Texas 














HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 





} 


enced clerks, managers, counter men, bookkeepers | 


and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Tust phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street. 
New York City 





| care of Harpware AGe, 100 E, 42nd St., 





ESTABLISHED SALESMAN WITH SAME | 


EASTERN manufacturer past fifteen years con- 
tacting hardware trade, sporting goods houses, de- 
partment and chain-«stores, Ohio, Michigan and 
Indiana, invites correspondence with manufac 
turer relative to one good additional line of mer 
chandise for this territory on commission arrange- 
ments only. 


Due to defense program present con- | 


nection forced curtail large part their production. | 


home—Cincinnati. 
details in interview. 

care of Harpware AGz, 
New York City. 


Own car. Age forty-seven; 
Complete references and 
Address Box E-531, 
100 E. 42nd Street, 


CREDIT EXECUTIVE, AGE 40, MARRIED, 
college graduate in Law, and post-graduate in 
Business Administration, seeks connection with 
progressive Mid-West Company. Capable of car 
rying heavy load in functional or administrative 
capacity and duties. References. Address Box 
E-532, care of Harpware AGeE, 100 E. 42nd Street. 
N. Y. City. 
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NEW YORK DISTRICT SALES REPRE. 
SENTATIVE WANTED—Large Midwest plas- 
tic molding organization requires the services of 
a thoroughly capable representative to contact 
all types of retail stores and jobbers in the Metro- 
politan New York area. Remuneration strictly on 
a commission basis. This is a real opportunity 
for the right man. Submit complete details about 
yourself including photos. Address Box ae 
™ 








City. 


| —s Accounts Wanted iF 


IMMEDIATE EXPORT BUSINESS POSSI- 
BILITIES. 
UFACTURERS. ADDRESS — 
LTD., 30 ROCKEFELLER PLAZA, 
YORK CITY. 

















SADONITA. 
NEW 








MANUFACTURERS 


Additional HARDWARE, HOUSEWARES and 
ALLIED LINES wanted by members of the New 
York Hardware Boosters. Membership consists of 
alert salesmen with profitable contacts among 
wholesalers, retailers, and mill supply distributors 
throughout the eastern and middle Atlantic States. 
Address Box E-530, care of HARDWARE AGE 


100 E. 42nd St., New York City 














MANUFACTURER’S REPRESENTATIVE 
DESIRES ADDITIONAL LINE for jobber or 
large retailer in Kansas City area. Address Box 
E-535, care of Haroware Ace, 100 E. 42nd St., 
N Y. City. 


A REAL OPPORTUNITY 
FOR SOME COMPETENT 
JUNIOR EXECUTIVES 


If your salary is $2,500 or more 
at the present! 


(1) Want one or two good men with industrial 
engineering training, which has included 
college work; basic earning about $50 per 
week plus expenses, plus protit share in 
business handled. 


A competent hardware man, married, about 
35 years old; salary $3,000 to $3,600 per 
year, or more based on ability and capacity 
to efficiently supervise others. 

(3) An accountant to act as general office man- 
ager; to initia:e, revise and supervise all 
accounting functions and office personnel. 
Want man who has had training with recog- 
nized house. This position pays $3,000 to 
$4,000 annually. The right men for these 
positions will be given an opportunity to 
become directors or officers of the corporation. 
These are promotional positions for junior 
executives who can ‘‘make good"’. Send com- 
plete information to— 








Box E-529 
eare of HARDWARE AGE 
100 E. 42nd Street, New York City 














[ Buniness Opportunities | 











| 

| FOR SALE AT INVENTORY well estab- 
| lished pro fitable modern hardware electric appli- 
ance and household furnishing store located in 
North central Arizona. Address Box E-513, care 
of Harpware AGE, 100 E. 42nd St., N. Y. City. 


PREFERENCE GIVEN TO MAN. | 


FOR SALE—NEW HARDWARE STORE in 
live desirable Kansas town of 10,900 population: 
store has always made money, ideal location, first- 
class fixtures. reasonable rent, good lease; best 
hardware store in locality; only reason for selling 

| is to settle estate. An unusual opportunity. Ad- 


| dress Box E-534, care of Harpware Acer, 100 E. 
| 42nd St.. N. Y. City. 
FOR SALE—HARDWARE AND PLUMB 


ING establishment in progressive industrial city 
of 2,500 in Central Pa. Business more than 50 
vears old. Must sell due to ill health. Address Box 
E-504. care of Harpware Ace, 100 E. 42nd St., 
New York City. 
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1 | Simplify Your Stock Jaking with the 


Harpware Ace Wuite Inventory SHEETS 











Actual size of sheets 93% by 12 inches over all; writing area 
8! by I1'/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 





e 
al 
: 
in 
i 
be You can make your annual inventory taking an _the best ever—they are even more simpie, more 
. easier, surer job by using the HARDWARE AGE _ convenient and easier to use. Our entire effort 
“i WHITE INVENTORY SHEETS which 1,000 was directed toward making your annual inven- 
leading retail hardware dealers helped us design. tory taking an easier and surer undertaking. 
. , . E INVENTORY SHEETS will 
From the many suggestions received this sheet These WHIT ; 

8 was designed to sell at a new low price --200 St the HARDWARE AGE Inventory Sheet Bind- 


sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11,200 


ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us year in 
and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 


—_ items. have your money order or check accompany 
appli- 
ay During the past years, thousands of retail hard- your order. , : ’ , 
City. ware dealers and wholesalers have used millions Make your inventory taking this year easier 
of HARDWARE AGE Inventory Sheets because and surer with these WHITE INVENTORY 
— they found them simple, convenient and handy SHEETS. Use the coupon below to order your 
to use. The WHITE INVENTORY SHEETS are supply today. 
as 
lation 
mn, first- P 
we HARDWARE AGE 12-11 
100 East 42nd Street, New York, N. Y. 
| Sentlemen: 
Here is my $.............. Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
oo ae charge). Also send me.......... Binders (50¢ each). Send these to me by return mail. 
than, $0 NO sires pavnesacuniieel i isnons pieemigaenbaaanieensdéal RE ane er py reese eer fet Om 
sales ADDRESS JM i sais alba ctor iaseelse  SORROECERD 
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PURE OIL COLORS 


All triple ground in 
pure linseed oil. 30 
standard colors. In 3 
sizes of lithographed 
tubes, also cans. 
Beautiful Metal Dis- 
play Cabinet FREE. 


38 


P Other Fast Sellers 












SHEFFIELD BRONZE POWDER & STENCIL C0. 


CLEVELAND, OHIO 











COLUMBIAN 
The VISE with — Features 


Sreoragne maaotnto 
STCCy saw FACES 


CAD MLED 
mann 


Columbian Vises 
well displayed 
SELL, 


more sales of hand 


and mean 


tools. 
Sold only through Jobbers 


THE WORLD’S LARGEST 
MAKERS OF VISES 


eenes ret Bad 
et woven t 
wm wim POUTIVE LOTR 


COLUMBIAN VISE & MFG. CO. 





THE 





9015 Bessemer Ave. Cleveland, Ohio 











rs 


MOORE 


Push-Pins—to pin up interior Xmas decora- 
tions such as ribbon, holly, mistletoe, etc. 


MOORE 


Push-less Hangers—for out-of- 
door wreaths or heavier 
ornaments and displays. 








MOORE PUSH-PIN CO. « Since 1900 « 113-25 Berkley St., Phila. 








Genuin° DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE IUl-3 hall E 
& FLOORS- ee en 


If he i 


Ask your Jobber 


DOMES of SILENCE, Inc., 
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Ondex Soa Adwentisen. 





A 


Acme Steel Co. 

American Cabinet Hdwe. Corp. 

signee Chain & Cable Co., 
nc 

American Chain Div. ... 

American Pad & Textile Co... 

American Steel & Wire Co. 

Ames Baldwin Wyoming Co. 

Animal Trap Co. of America 

Apex Oil Prods. Co. . 

Arcade Mfg. Co. 

Armstrong Bray & Co. 

Armstrong Bros. Tool Co. 

Atkins & Co., Cc. 


Bassick Co., The 

Berea Abrasives ’ 
Bethlehem Steel Co. 
Blotex Co. .. 

Briggs & Stratton Corp. 
Brooks & Sons, M. S. 


c 


Cheney Hammer Corp., Henry 
Chicago Roller Skate Co. ... 
Chicago Wheel & Mfg. Co. 

Clemson Bros. 


Cleveland Wire Spring Co., ‘The. 





Coburn Trolley Track 
Columbia Steel Co. 
Columbian Rope Co. . 
Columbian Vise & Mfg. Co. 
Continental Bw 
Cook Co., C., The 
Crescent Tool Co. 
Cross, W. W 


D 


Deniston Co. 
Diamond — Horseshoe Co. 
Dietz & Co., 
Domes of ance Inc... 


Edlund Co. desks 
Elastic Tip Co., The 
Embury Mfg. Co. 


Fairbanks Co. , 
Fletcher, Terry Co. ... 
Florence Stove Co. . 
Foley Mfg. Co. 


‘ 


S 


Gibson Electric Refrigerator 
Corp. . Sais nla 
Gibson Good Tools, are 
Gillette Safety Razor Co......... 
Greenfield Tap & Die wneie 
Griffin Mfg. Co. 


Hanson Scale Co. 

Hazard Insulated Wire Works 
Hoppe, Inc., Frank A. 

Hotel Bellevue-Stratford 
Huenefeld Co. . 


Ideal Cabinet Corp. 
Imperial Bit & Snap Co. 
Indiana Steel & Wire Co. 


J 

Jennings Mfg. Co., The Russell 
K 

Keene Machine Co., O. S. ... 


Keystone Steel & Wire Co.... 


65 | 
72 


91 
88 


86 


43 
3 


79 
72 


92 
83 





L 
Lamson & Sessions Co. . 7 
Libbey, Owens Ford Glass Co... 15 
Lockwood Hdwe. Mfg. Co....... 93 
Lufkin Rule Co., The ............ 78 
M 
McKinney Mfg. Co. ie 
Magor Car Corp. .. , ee 5! 
Master Lock Co. ....... a 
Merchandise Mart ............. 6 
Metal Textile Corp. ............. 91 
Milcor Steel Co. .. sth 8 
Miller, Inc., Robert | eee 96 
Mies fale Go. .............. 93 
Moore Push-Pin Co. ... % 
Morse Twist Drill & Machine Co. 66 
Murray Ohio Mfg. Co. 97 
Myers & Bro. Co., The F. E. .. 81 
N 
National Mfg. Co. Pe reee i2 
Ney Mfg Co. peskankh 93 
Nicholson File Co. ; i8 
Norge Div. ; 10-11 
° 
Okonite Company, The ; 58 
Oxford Tool Co. . is 92 
P 
Pittsburgh Plate Glass Co. . > 
Pittsburgh Steel Co. jasaa n> ae 
SS SS eee 89 
Premax Prods. ...... Gdueeowennay aa 
Prime Mfg. Co. ... ken. ae 
Progressive Mfg. NE 85 
Puritan Cordage Mills ......... 89 


Railway Express (Air Express Div. ) 63 

Remington Arms Co., Inc. 39 

Republic Steel Corp. .......... 17 

Rogers Isinglass & Glue Co.. 

Russell, Burdsall & Ward Bolt & 
Nut Co. .... eaves, ae 


Ryerson & Son, Inc., a8:...... 0 
Ss 

Sand's Level & Tool Co. ....... 97 

err 67 

Schollhorn Co.. wm 87 


Sheffield Bronze Powder & Sten- 
cil Co. 


Sherman Mfg. Co., ‘eS 
Smith, Inc., Landon We accutiiccs 
Stanley Works actin Galen: andiaichinenick cee 93 
Starrett Co., The L. S. Lanaak: ae 
Superior Fastener Corp. ......... 92 
T 
Taylor Instrument Companies .... 8 
Fromeury Dept. ........cccccsccess 14 
Triplex Screw Co., The ... oy 
Troy File Works .............-++- 92 
U 
Union Hardware Co. ....... 61 
Upson Bros., Inc. disean ae 
U. S. Steel Corp. ‘ ee 
v 


Vaughan & Bushnell Mfg. Co.... 73 
Vaughan Novelty Mfg. Co., Inc. 85 
Vichek Tool Co., The ... 


w 


Westinghouse Electric & Mfg. Co. 109 
Wright Steel & Wire Co., G. F 89 


Y 
Yale & Towne Mfg. Co.......... 97 
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World’s Standard for Half a Century CARPENTERS WOOD 


SAND’S LEVELS ‘*:""" 


SAND'S-STEVENS TELL THE TRUTH TILE SETTERS’ WOOD 


SURFACE AND LINE ; j AND ALUMINUM 
SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. i 
“FACTORY {; , ¥. =.) WRITE 


BUILT-IN ACCURACY” {= : —"V ze) eve \hele; 
MOLDED RUBBER GOODS srsciacres 


51 
_ 8 
: ‘1 M E R * U R ¥ Plain and Mushroom Bumpers — Suction Rubbers 
% Rubber Head Nails Toilet Seat Bumpers 
1 8 q L E S Chair Tips Crutch Tips 
s a rs 
! J * 
The de luxe line priced 


for the volume market 


io THE MURRAY OHIO MFG. CO. | [ltdiadunintstteb ited 


CLEVELAND, OHIO ? . 370 ATLANTIC AVE. 
- " OF COMPLETE LINE BOSTON, MASS. 
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9 
3 
89 
69 
77 
. 85 
89 
) 8 
39 
17 
87 
& é 
a : YOUR JOBBER HAS THEM 
THE FLETCHER, TERRY CO. ; 
JAFFREY, N.H. 
FORESTVILLE. CONN. 
97 
sw . A 
. 87 
ne 
4 Handles 
: Easily 
90 7 
: . WET... DRY 
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Simplification 


AN EMERGENCY MEASURE THAT PROMISES 
LONG-RUN BENEFITS TO THE BUILDING INDUSTRY 








N ORDER TO HELP speed up 
national defense, the government is 
formulating an industry-wide pro- 
gram to simplify the lines of manu- 
facturers’ products. 


Appreciating the importance of saving critical ma- 
terials and releasing machine power and man pow- 
er, Milcor Steel Company has already simplified 
its various lines. 


For instance, there have been five or more gauges 
of Stove Pipe — when one or two would have 
satisfied almost every consumer requirement. Metal 
Lath has been manufactured in a great many 
weights of materials . . . Furnace Pipe and Fittings 
in many gauges . . . Eaves Trough, Conductor Pipe, 
and Accessories in more sizes and gauges than were 
necessary. 


The purpose of simplification is to weed out those 
particular sizes, weights and styles of products 
whose existence never was justified by any substan- 
tial consumer demand—and thus to reduce waste. 
Many lines of products “just grew”. 
Many a manufacturer added a new 
size or gauge just to have something 
different from his competitor’s. 


A short time ago the Bureau of 
Standards made up a list of benefits 















resulting from the practical opera- 
tion of 181 simplified-practice rec- 
ommendations worked out under 
its established procedure . . . The 
list of advantages to the distributor 
(both wholesale and retail) is the largest. Briefly, 
these advantages are: 


1. Greater turnover of items in stock. 
2. Elimination of slow-moving products. 


3. Concentration on standard lines — those 
which are easiest to sell. 


4. Sales efforts confined to fewer products. 

5. Smaller capital investment in both new stock 
and repair parts. 

6. Decreased overhead and handling charges. 

7. Less storage space required. 


Actually, sales work should be considerably easier 
as a result of the simplification movement. The 
consumer gains definite advantages which can be 
emphasized by the dealer in making sales — better 
values and better service in delivery and repairs. 


In the hardware and building industries, simplifica- 
ation will be a relief all down the line from manu- 
facturer to distributor, dealer, con- 
sumer and owner. We view it as 
more than a temporary emergency 
measure. We believe it is a desir- 
able permanent feature of our indus- 
trial economy in both war and peace. 
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First-Aid to Your Want Book 


The 
Merchandise Directory 
Number 
the “Who Makes It?” issue 


of Hardware Age— 


, a thorough-going directory 

of all kinds of merchandise 
sold in the hardware trade. It’s 
a directory and more—t is, in 


effect, a Combined Catalog of 





the products of over 560 manu- 
facturers including nearly all 
of the better known concerns 


selling in this field. 


When you are looking for a particular product or a 
line of merchandise do as most regular users of the 
Directory Number do—use the Green Index first. 


It will probably lead you at once to the actual catalog 
data of the product or products as presented by one 
or more manufacturers in their “Ad-Catalogs”. 


There is a great and valuable fund of product infor- 
mation at your fingertips in the 365 pages of informa- 
tive advertising published and carefully indexed by 
products in the current issue of your “Who Makes 
It?” issue—by far the largest aggregation of such 
helpful information that is available to the hardware 
trade. Use it. Make it serve you. 
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The “Merchandise Directory Number” as in your 
hands today is the product of many years de- 
velopment. For twenty years—the last ten in the 
form of this special annual issue—this service of 
HARDWARE AGE has been molded and adjusted 


to the needs and convenience of buyers of hardware. 


The “Who Makes It?” issue—both as a Merchan- 
dise Directory and as a Combined Catalog is tailor- 


made for you. 


Make it work for you to the utmost. 
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“Pestere help to sell Westinghouse “They off like the news—speck of 
Appliances by showing the customers Westinghouse as « big compony 
the great things Westinghouse is doing —always achieving big things.” 
m remnant Se ? 8 Met. St wate 3 


“Customer remarede ‘That's the same 
make as my or und Washer.’ ” 


vn a, eo ee ; 
"School children look for posters — 
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call them te Make of their 
porents.” | hoe 
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Westinghouse : W: 


People like pictures. So Westinghouse re- 
cently inaugurated a monthly Pictorial 
News Poster service for its dealers. These 


portray electrical miracles in research and 
products of this many-sided industry. 

Poster service is merely one specific ex- 
ample of the many dealer helps supplied 
by Westinghouse to focus attention at 
point of purchase. Every mail pouch brings 
abundant proof that dealers appreciate 
these promotional helps. For evidence of 
how much they like this poster service, 
see the comments briefly listed in the 
adjoining column. 


Westinghouse News Poster Service 
for Dealer Identification 


If you are a Westinghouse dealer and have 
not yet used this Pictorial News Service, 
we suggest you consider its advantages. 
Westinghouse News Posters are big enough 
to attract attention—small enough to use 
everywhere: in your windows, on your bul- 
letin boards, counters, walls, doors, inside 
showcases, beside your elevators. Every- 
where telling a Westinghouse story and 
linking your store with its achievements. 


WESTINGHOUSE ELECTRIC & MFG. CO. 
Merchandising Division . Mansfield, Ohio 





ELECTRIC HOME APPLIANCES . ‘ 
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